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6 YO DETE 
H, it isn’t the holly, it isn’t the snow, 


It isn’t the tree or the firelight glow, 

It’s the flame that goes from the hearts of men 
When Christmas love is abroad again. 

It is the laughter of children quivering high 

In a shower of radiance to the sky. 

For wishes are real, and love is a force, 

And the torch which ages ago had source 

In the star that lighted the wise men’s way 


Burns with a musical fire today.” 
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Firemen's Insurance Company of Newark, N. J. 
Orgonized 1855 
"MARINE, Klis TVSURETY The Girard Fire & Marine Insurance Company 


Orgonized 1853 


National-Ben Franklin Fire Insurance Company 
Orgonized 1866 


The Concordia Fire Insurance Co. of Milwauk 


Milwoukee Mechanics’ Insurance Company 
Orgonized 1852 


Royal Plate Glass & General Ins. Co. of Canada 


Orgonized 1906 


The Metropolitan Casualty Insurance Co. of N.Y. 
Orgonized 1874 
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1nNnSURANC E 
HOME OFFICE - 10 PARK PLACE - 


Orgonized 1870 


NEWARK 1, NEW JERSEY 


Western Department 
120 So. LaSalle St, 
Chicago 3, Illinois 


Foreign Department 
111 John St. 
New York 7, New York 


Canadian Departments 
535 Homer St., Vancouver, B. C. 
465 Bay St., Toronto, Ontario 





Southwestern Dept. 
912 Commerce St. 
Dallas 2, Texas 


at rcial Casualty Insurance Company 
Orgenized 1909 


Pittsburgh Underwriters - Keystone Underwriters 


Pacific Department 
220 Bush St. 
Son Francisco 6, Colif. 
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“Most typists had good instruction 
in school, but need reminding. 
And surprisingly few make enough 
use of machine features which ac- 
tually save time and work.” 

(signed) Norman Saksvig 
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“CORRECT POSTURE” posed by Norman Saksvig 






Docket! 


Wrists relaxed,and slanted about 
parallel to keyboard; fingers 
should be curved and resting 
lightly on the guide keys. 


Wrists far too high, and fingers 
much too straight. This posi- 
tion produces excessive fatigue, 
and increases typing errors. 
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ONE HAND... 
ONE SECOND! 





AUTOMATIC MARGIN SET...A SMITH-CORONA “EXCLUSIVE” 


We photographed a light on 
Saksvig’s finger, and timed him 
with a stop-watch. Hand leaves 
7 keyboard, finger sets right 


margin and left margin, then 
returns to keyboard. Time... 
one second! Figure that saving 
in a day’s typing! 


| LCSMITH & CORONA TYPEWRITERS INC SYRACUSE 1 N Y 





ur typewriter do it!” 


says NORMAN SAKSVIG... 


Former speed champion and authority on correct 
technique tells you how to reduce fatigue and back 
and eye strain by simple methods already demon- 
strated to over 200,000 typists. 


ww" Mr. Saksvig appears before your employees, his 
objective is to demonstrate his technique rather than 
our machine. 


Our aim is obvious. For if users of Smith-Corona Type- 
writers can learn to get out of these fine machines the many 
services we build into them, our sales problem becomes 
no problem at all! 





Correct fingering means “hug- 
ging the keys”—fingers always 
on keyboard, pivoting from 
the guide keys as required. 





Start the carriage with a quick 
firm throw, drop lever before 
it’s half way across, let momen- 
tum do the rest. 





More time and effort are lost 
this way than you imagine. 
Keep your hands down—and 
watch speed go up! 





Don’t Jean, don’t “follow 
through” as you return the 
carriage, don’t hold hand on 
lever all the way across. 


SMITH-CORONA 


OFFICE TYPEWRITERS 


Makers also of famous Smith-Corona Portable Typewriters, Adding 
Machines, Vivid Duplicators and Typebar Brand Ribbons and Carboms. 


















































¥ Closing Bid. Prices 

¥ 4 Furnished through the courtesy of The First Boston Corporation 
¥ Vs ot? Range Noy, 
yi “s. Low 29,1947 

: 4 Aetna Casualty & Surety Company 74 ™ 
} Aetna Insurance Company .............-+--- 42% = 43 

q @ Aetna Life Insurance Company ............ 39 30% 
y Agricultural Insurance Company ......... 78 61 

. Uy American Alliance Ins. Company .......... 2056 17 18% 
¥ American Automobile Ins. Company ........ 3414 27% 34 

. g American Casualty Company ............ : 12 8 oY, 
Py y _ American Equitable Assurance Company .. 17% 144% 144 
te 4 American Home Fire Assurance Company 10 10 10 
oF American Insurance Company (Newark) .. 20 15 15% 

a @ American Re-Insurance Company ....... ae 31 24 
PF 4 American Reserve Insurance Company .... 19 15 1¢ 

_ American Surety Company ............ je 6044 51 
7} Uy Automobile Insurance Company .......... 36 31 31 

“ P Baltimore American Insurance Company .. 5% 456 4 
y a Bankers & Shippers Insurance Company .. 74 62 

q P Boston Insurance Company ................ 66 56 64 
} @ Camden Fire Insurance Association ........ 2 17% 8 
y R Carolina Insurance Company ............ . 38 24 24 

4 City of New York Insurance Company .... 18% 14 15 
y Connecticut General Life Insurance Company 77% 6414 68 
i Continental Casualty Company 4514 
y Continental Insurance Company 5Al4 44 53% 
¥ Eagle Fire Insurance Company 2 1 1 
¥ Employers Group Associates ............... 29% 25%, 
@ Employers Reinsurance Corporation ....... 69 65 68 
") Excess Insurance Company of America .... 8 7% TY, 
y Federal Insurance Company ............... §2 46 4714 
¥ 5 Fidelity & Deposit Company of Maryland .. 163 140 148 
@ Fidelity-Phoenix Fire Insurance Company .. 59% 46% 55% 
Fire Association of Philadelphia ........... 61 44 47 

: 4 Fireman’s Fund Insurance Company ...... th 82%, 92% 
y Firemen’s Insurance Company (Newark) .. 14 ll 1 

4 g Franklin Fire Insurance Company ........ 23 18% 18 
¥ General Reinsurance Corporation .......... 32% 23 23 

. ¥ Gibraltar Fire & Marine Insurance Company 18% 13% 15 
"7 ¥ Glens Falls Insurance Company ............ 5114 38% 38%, 

tlobe & Republic Insurance Company .... 85g ™ ™% 
") 4 Globe & Rutgers Insurance Company ...... 25 14 18 

3 Great American Insurance Company ....... 31% 26 26% 
5 4 Hanover Fire Insurance Company ..... re 234%, 8 
5 Hartford Fire Insurance Company .. 110% 9444 1074 

4 Hartford Steam Boiler Inspection & Ins. Co. 39% 30 30 

y R Home Insurance Company ...............+. 28% 2314 23% 
Independence ‘Hall i Homestead Fire Insurance Company ...... 14% 11 11% 

¥ Insurance Company of North America .... 99 85 91% 

, g Jersey Insurance Company of New York .. 37% 32 34 
i") ¥ Kansas City F. & M. Insurance Company .. 20 18% 19% 
" Lincoln National Life Insurance Company .. 60 4814 57% 

Maryland Casualty Company .............. 1314 8%, 12% 
¥ Maryland Casualty Conv. Pfd. ............. 23 19% 20Y% 

Mass. Bonding & Insurance Company ...... 8414 73% — 
¥ Mass. Bonding & Insurance Company (New) 32 27% 281% 

; a 13 ris mas Merchants Fire Assurance Corporation .... 29% 25 26 
yy Merchants & Mfgrs. Fire Insurance Company 61% 5% 

: Monumental Life Insurance Company ...... 4314 38 39% 
y b ¥ National Casualty Company ................ 29 24% 26% 
¥ rason ring you National Fire Insurance Company ........ 55 4314 4314 

R ry National Liberty Insurance Company ..... 5% 4% 4% 
"i National Union Fire Insurance Company .. 170 134 _ 

renewe 10 iit t vr ¥ National Union Fire Insurance Co. (New) . 31 27 2914 
¥ New Amsterdam Casualty Company ...... 28% 2514 26% 

: ‘ New Brunswick Fire Insurance Company .. 26 17% 19 
¥ New Hampshire Fire Insurance Company .. 51 4014 43 
¥ yrea gl 0 a New York Fire Insurance Company ...... 12% 10% 10% 

¥ Northern Insurance Company .............. 80 69 70% 
¥ North River Insurance Company .......... 25 200% 2 
our to l ¥ Northeastern Insurance Co. of Hartford .... 655 5 6% 
¥ e eee Northwestern National Insurance Co. ...... 134 116 120 
¥ Ohio Casualty Insurance Company (The) .. 35 Bt _ 
} oa) Ohio Casualty Ins. Co. (The) (from 4/17) .. 37 28 37 
¥ Pacific Fire Insurance Company .......... 103 914% 95% 
¥ ¥% Pacific Indemnity Company ............... 54% 47% «49 
¥ Paul Revere Fire Insurance Company ...... 23 16% 18 
4 Phoenix Insurance Company .............. 95 72% 81 
5 Preferred Accident Insurance Company .... 10% 3% 3% 
¥ Providence Washington Insurance Co. .... 37 30% 381% 
¥ teinsurance Corporation of New York ..... 5 4 4% 
¥ Republic Insurance Company—Dallas ...... 27% 25 26% 
¥ a Rhode Island Insurance Company .......... 8% 15% 1% 
¥ St. Paul Fire & Marine Ins. Co. ............ 7344 63 68 
M ANUFACTURER S 4 Seaboard Surety Company ................. 56% 2 44 48 
¥ 4 Security Insurance Co. (New Haven) ...... 33 — 23%4 
~e . § Springfield F. & M. Insurance Company ... 114% 1 a 
iy Casualty Insurance Co. * Fire Insurance Ce. Springfield F. & M. Insurance Co. (New) .. 45% 38 38 

d Philadelphia 4 Standard Accident Insurance Company .... 32 26% 30% 
i P i Travelers Insurance Company ............. 613 530 530 
W. STANLEY KITE, Presidens B U. S. Fidelity & Guaranty Company ....... 45% 39% 45% 
5 ¥ U. S. Fire Insurance Company ............ 5314 wt = 

U. B. Genrentee COGApORy <2. scccccccccccce 78% 
SESE LES ESS BSE YES BES YES BOS BERS YES USS YE EK YON BSS YOM YON YEA Westchester Fire Insurance Company ...... 87% 31 3144 
Best's PUBLICATION OFFic Ebon, 1259, ALBARY, a. Y. vagitered as Second Ciass Matter at Post Omics ts Al wy . 
Insurance News BEST BUILDING, 75 yFutrou STREET, BEW YORK 7, ¥. Y. Year in the United States. at Riieation ‘Deter Date: 10th yin of the Meath, 
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BEST’S STOCK INDEX 








1908 sone) 888 wee | eer ad se wen = (teen wen tee wer ¢ 8 ae 
* Based on Standard & Poor’s daily stock indexes of 50 industrial, 
20 railroad and 20 public utility stocks combined. 
CASUALTY FIRE 
1945 1946 1947 1945 1946 1947 
= aaa 377.8 485.8 399.7 203.2 245.6 209.8 
Feb. 28..... 389.5 454.8 399.4 211.7 238.3 210.8 
ir, 3e..... 375.8 466.7 390.1 205.6 241.9 204.9 
Apr. 30..... 386.4 474.8 374.3 211.0 242.9 195.1 
May 31..... 395.3 472.1 372.5 215.3 236.4 188.9 
June 30..... 402.9 464.9 383.2 213.1 229.7 199.9 
= a 400.5 461.6 382.0 206.9 2268 197.9 
fag. 31..... 403.5 449.0 381.0 207.6 222.55 193.7 
wae, 20.2... 410.6 398.0 372.3 211.3 196.9 190.0 
| aa 433.8 3968 372.9 228.0 196.1 196.2 
Nov. 30..... 448.2 394.0 377.9 227.6 193.7 196.4 
i eae 458.8 400.5 229.8 200.9 


NSURANCE shares were irregularly higher in No- 
vember following the moderate gain registered in 
October. Fire stocks which had shown some firmness 
the previous month recorded only a nominal gain of 
one-tenth of one per cent to bring our index to 196.4. 
Casualty shares were up about one and one-half per 
cent, the index advancing to 377.9. 


Fire Stocks 


The fire issues continue to be affected by refinancing 
arrangements with Springfield dropping more than five 
points and American of Newark and Firemen’s being 
soft. Weakness also developed in the Crum & Forster 
issues, Great American and Security, which showed 
losses up to four points, Continental, Fidelity-Phoenix 
and Fireman’s Fund were strong, while Hartford Fire 
and Phoenix also showed good gains. 


Casualty Stocks 


Among the stronger casualty shares last month were 
Aetna Casualty, American Re-Insurance and United 
States Fidelity & Guaranty with gains of about two 
and one-half points each. Preferred Accident continued 
to be soft and General Reinsurance, Hartford Steam 
Boiler and United States Guarantee also displayed con- 
siderable weakness. 


For December, 1947 








1. “Peace on earth, good 
will to men,” ’said Santa.“*They 
sure need it. | wonder if there’s 
anything that I can do to speed 
it. 








2. “Of course there is,” he 
cried with joy, “I'll slip these 
invitations in all the Christmas 
stockings of the whole United 
Nations. 








will, the Hotel Pennsylvania’s 
just the place to fill the bill. 








4, “And round the Pennsyl- 
vania’s board we'll toast the 
Christmas Season.We'll pledge 
ourselves to build a world of 
fellowship and reason. 








5. **And then from all the na- 
tions . . . and the Pennsyl- 
vania, too, will rise a Merry 
Christmas wish — Good Will 
and Peace to You!”’ 





gaat HOTELU |i 
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ADT Protection for 
THE JOHN HANCOCK | BUILDING | 


Plans for the new 26-story addition to the 
Home Office Building of the John Hancock 


Mutual Life Insurance Company in Boston, 


































include among its outstanding features the 
latest and most efficient types of protec- 
tion, including ADT Central Station Pro- 
tection Services. 

These services, which safeguard against 
fire, burglary and other special hazards, 
were selected because of their adaptability 
_to buildings of this character and as a re- 
sult of the Company’s favorable experience 
with ADT Protection over many years. 

Among the services to be provided are: 
Automatic Fire and Smoke Control, which 
detects the presence of fire or smoke in 


air ducts and automatically closes dampers, 








shuts off fans, etc.; Manual Fire Alarm 
Service; Watchman’s Reporting Service; 
Phonetalarm (sound detection) for vault 


protection, and Emergency Police Call 





Service. 





Write for complete information regard- 


ing these and other ADT Services. 





Controlled Companies of 


AMERICAN DISTRICT 
TELEGRAPH CO. 
155 Sixth Avenue, New York 


Central Station Offices Located in all 
Principal Cities of the United States 





Cram & Ferguson, Architects and Engineers 
Turner Construction Company, Builders 
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INSURANCE STOCKS 


Bought—Sold—Quoted 


The 1947 issue of our 
“COMPARATIVE DATA 
ON 


PRINCIPAL FIRE AND CASUALTY 
INSURANCE STOCKS” 


Now available. 
Copy upon request. 


MACKUBIN, LEGG & COMPANY 


Established 1899 


Members New York Stock Exchange 
New York Curb Exchange (Associate) 





BALTIMORE NEW YORK 


























THE SAFEST WAY 
THE INEXPENSIVE apes 


gy ees prices require correc- 
tion of insurance coverage. Prudent 
management does this with our 
service, ‘uses American Continuous 
Appraisal Service to keep coverage 
é _ in line with values. 


The ™ AME RICAN 
_APPRAI SAL 
ae - Be Whar es ; 





























COMPANY DEVELOPMENTS 


SUMMARY of the insurance company developments 
throughout the United States and Canada in recent months 
appears hereafter. This summary includes notices of examina- 
tions conducted, and also new, licensed and retired companies 


ALASKA 
Admitted 
Sunset Casualty Company of America ........ Olympia, Wash. 
ARKANSAS 
Admitted 
Southern Farm Bureau Casualty Insurance Co...Jackson, Miss, 
INDIANA 
Admitted 
Union Castialty Company .oa0occeccccccncss New York, N, Y,. 
Withdrew 
Northwest Casualty Company ................- Seattle, Wash, 
IOWA 
Licensed 
American Farmers Mutual Casualty Co. ....Des Moines, Iowa 
Admitted 
John Marshall Insurance Company .............. Chicago, III, 
MAINE 
Examined 
Patrons of Androscoggin Mutual Fire Ins. Co... Auburn, Maine 
MARYLAND 
Incorporated 
Maryland Livestock Insurance Corporation ....Baltimore, Md. 
Admitted 
State Farm Fire Insurance Company ........ Bloomington, III. 
MISSOURI 
Licensed 
Bakers Mutual Fire Insurance Co. of Mo. ...... St. Louis, Mo. 
Supreme Mutual Casualty Insurance Company ..St. Louis, Mo. 
Admitted 
Tri-State Casualty Insurance Company .......... Tulsa, Okla. 
Examined 
American Life & Accident Insurance Co. ...... St. Louis, Mo. 
Consolidated Underwriters ................- Kansas City, Mo. 
M. F. A. Mutual Insurance Company .......... Columbia, Mo. 
Missouri Casualty Co., A Mutual Company ..... Clayton, Mo. 
Supreme Mutual Casualty Insurance Company ..St. Louis, Mo. 
Underwriters EXCHANSe 2.22. ccccccccsescces Kansas City, Mo. 
NEW HAMPSHIRE 
Admitted 
American Mutual Reinsurance Company ......... Chicago, Ill. 
Examined 
Granite State Fire Insurance Company .... Portsmouth, N. H. 
New Hampshire Fire Insurance Company .. Manchester, N. H. 
Railway Mail Association ................ Portsmouth, N. H. 
OHIO 
Examined 
Kemba Mutual Insurance Association ........ Cincinnati, Ohio 
Shelby Mutual Casualty Company .............. Shelby, Ohio 
Western Mutual Fire Insurance Company ....... Urbana, Ohio 
OKLAHOMA 
Admitted 
Marathon Insurance Company ...............+- Dallas, Texas 
TENNESSEE 
Examined 
Interstate Life and Accident Company ..... Chattanooga, Tenn. 
Provident Life and Accident Insur. Co. ....Chattanooga, Tenn. 
UTAH 
Admitted 
Franklin National Insurance Company ...... New York, N. Y. 
Swiss Reinsurance Company ..............++++- Zurich, Switz. 
Tri-State Casualty Insurance Company .......... Tulsa, Okla. 
Tri-State Insurance Company .............. New York, N. Y. 
VIRGINIA 
Admitted , 
Preferred Insurance Company .......... Grand Rapids, Mich. 
WEST VIRGINIA 
Admitted 
Colonial Assurance Company ............... Philadelphia, _ 
North American Assurance Society of Va. ....Richmond, 
CANADA 
Licensed 4 
Upper Canada Insurance Company .......... Toronto, Ontario 
Admitted 


National General Insurance Company ....Winnipeg, Manitoba 


Best’s Fire and Casualty News 








rs 


tents 
mnths 
lina- 
nies, 


ash, 


Liss, 


ash, 


OWa 


Ill. 


1ine 


as 


es okt lt Se 











Remington Rand bookkeeping 


reduce payroll 
administrative costs 


for insurance companies 


58,000,000 workers in American industry today 
necessitate streamlined and mechanized payroll 
accounting for efficient administration. Whatever 
the size of your company, deductions for social 
security, withholding taxes, pension plans or insur- 
ance premiums mean that your payroll procedure 


must be accurate, fast, informational and controlled. 


Reminzton Rand bookkeeping machines pro- 
: ping I 


vide the special features to solve your payroll 
problems. Every form you require—payroll regis- 
ter, statement, pay check or envelope, individual 


earnings record, etc., is prepared at one operation. 


Individual, adjustable registers accumulate each 
deduction separately. Cross computing registers 
compute and print the net pay automatically. Com- 
pletely electrified alphabet, numeral and operating 
keys speed each operation. Checks are numbered, 


dated and “protected” automatically! 


Let your Remington Rand specialist show you 
how this machine works on your payrolls. Write 
to Remington Rand Inc., Adding-Bookkeeping- 
Calculating Machines Division, Department BF, 
315 Fourth Avende, New York 10, New York 





MACHINES FOR MANAGEMENT 





FEATURED 
FOR 
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Whatever your size... 


200 empleyees or 20,000 . . . complete electrification 
and balances computed and printed automatically are just two of the many 
Remington Rand features to help you eliminate waste effort in 


















If you did the 









You’d relax—with the world’s finest 





washing machine at your side. 






But you say you already have the 






best—to make lighter work for the 






person who does the washing in your 
home. Good! 




















You’d relax every day—with the world’s 


finest typewriter on your desk. 





But how about the girls who do your 











a 
typing? Have you supplied them with 
Royals? Have you made sure that their 
work is lightened—speeded—with the 
help of the most efficient typewriter on 
the market? Royal! 

Typists Agree—Royals Are Tops! 

Popularity! A national survey shows that Royal is the favor- 

ite typewriter among secretaries and typists—preferred 2 to 1 

over any other typewriter! Your typists will do more work, 

better work on machines they prefer to use! 4 
Royal efficiency! There are work-saving, time-saving fea- 

tures on a Royal not found on any other typewriter! Meaning 

—higher production per machine! 

Royal durability! These typewriters are really sturdy. 





Royals stand up . . . spend more time on the job, less time 


out for repairs. With Royal, you get the maximum return for 





your typewriter investment! 


ROYAL~ World’s No. 1 Typewriter 
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**k One of the many problems confronting the casualty 
insurance industry concerns the impact of the recent 
unprecedented increase in premium volume and what 
might be ahead in the next few years if this rapid in- 
crease continues. With a look at the past, a survey of 
the present and a prediction as to the future, the article 
The Camel's Back Remains Intact on page 13 gives a 
very realistic valuation of the extent of the problem. 


*#kk Last month we presented a study of the operating 
expenses of the stock fire and casualty insurance com- 
panies and this month we look at the mutual operating 
expenses based on a study of representative companies. 
Operating ratios and comment appear on page 15. 


#kk One of the chief topics of conversation in insurance 
circles at the present time concerns commissions. This 
month we have selected three articles on the subject— 
the first, a brief restatement of the National Association 
of Insurance Agents by their vice president, and the 
second, a statement of the insurance commissioner of 
Connecticut—both of these on page 16—and the third, 
an opinion by the general counsel of the National Asso- 
ciation on Commission Agreements, on page 37. 


**k Heretofore, at least, the policyholder has been 
pretty much the forgotten man in insurance, according 
to the article in the Buyers’ Round Table section on 
page 19. However, as policyholders realize how much 
they have at stake, they will undoubtedly want to play 
a more important role than in the past. The article 
As I View It ably supports this contention and outlines 
a number of buyers’ desires in the way of changes in the 
status quo. 


*** With the growing complexities of the insurance 
business and the worthwhile efforts to place it on a 
professional standing, we hear more and more about 
the standards of qualification for progressive agents. 
The article Agents’ Examinations on page 23 outlines 
just what one of our leading states is doing about these 
examinations to place them on a scale of public service. 


*** Postwar disruptions and the increased cost of 
living have caused uneasiness and discontent on the 
part of many white collar workers who have not shared 
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DECEMBER,, 1947 


in the general increase in wages received by the organ- 


ized worker. The time has now come for producers to 
review fidelity bonds carried by their insureds to de- 


termine whether or not they are adequately protected, 


as outlined in Need for Fidelity Protection on page 25 
by the manager of the special risk department of The 
Ocean Accident and Guarantee Corporation. 


*x*x* Most everyone is in agreement that insurance com- 
pany statements are difficult to understand and that the 
public is entitled to a more simplified form. Associations 
representing fire and casualty accountants have pre- 
pared a suggested new form to submit to the National 
Association of Insurance Commissioners. Some of the 
reasons for this new form and a review of its major 
features are discussed under the title Understandable 
Statements on page 29 by the deputy insurance com- 
missioner of Michigan. 


*kx*x The installment sales floater has long been poten- 
tially one of the most lucrative premium producing 
lines in the entire inland marine field, according to the 
manager of the inland marine department of the Trans- 
portation Insurance Co. in his exposition on page 33. 


**k* New rules for the handling of premiums by agents 
and brokers was established by the New York Superin- 
tendent of Insurance Robert E. Dineen. An outline of 
the new regulations appear under the title Commungling 
Regulation on page 35. 


*k* Withdrawal of approval by the New York Insur- 
ance Department and the National Association of In- 
surance Commissioners of the 1921 Standard Profit 
Formula for fire insurance and development of a revised 
method are recommended: in a memorandum, the high 
points of which are outlined under the heading Under- 
writing Profit Formula Report on page 41. 


**x*k Agents whose territory has been hit by a hurricane 
accompanied by wave wash and rising waters have often 
described the fury of the storm as mild when compared 
with the fury of the assureds when they discovered that 
their windstorm policies did not cover wave wash or 
rising waters even though they accompanied and were 
the result of the wind. One agent who feels very 
strongly on the subject has given it much thought and 
even gone so far as to prepare a suggested comprehen- 
sive dwelling form. It is an earnest attempt to meet 
a public need and better the relationship between the 
insurance industry and the general public, and although 
many will not agree with the suggested solution, it is 
one that should not be dismissed lightly. The article 
Comprehensive Dwelling Coverage appears on page 45. 


*x* A discussion of methods considered to have pos- 
sibilities for making Christmas trees less flammable, 
appear in the Safety and Insurance section this month 
under the title Christmas Trees on page 77. 
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The Camel’s Back Remains Intact 


ALFRED M. BEST 


industry is confronted with new problems, many diffi- 

cult of solution, any one of several could be selected 
as worthy of discussion. In this paper I shall devote my 
remarks to the impact of the recent unprecedented in- 
crease in premium volume upon casualty insurance 
companies, with a little speculation as to what might 
be ahead of us in the next few years if this rapid increase 
continues—which seems likely. However, I hope that 
any predictions as to the future will be regarded merely 
as opinions, since I have no crystall ball for producing 
magic prophecies. 

The total premium volume of casualty companies 
showed a substantial growth each year from 1938 to 
1945, and a greatly accelerated growth in 1946. Pre- 
miums more than doubled in that period, and growth is 
continuing through 1947 at a still more rapid rate. 
Incredible as it may seem, the mid-year 1947 statements 
filed with my company indicate that for the entire year 
1947 casualty premiums, (including stock and mutual 
companies, accident and health business of life insur- 
ance companies, and casualty reciprocals and Lloyds 
organizations) may reach the staggering total of 
$3,000,000,000 as against about $2,391,000,000 in 1946. 
This tremendous 1946 total consists of stock companies 
(including stock life companies) $1,614,000,000; 
mutuals (including life companies) $688,000,000; 
reciprocals, $80,000,000; and Lloyds organizations, 
$9,000,000. 


[' THESE times, when the whole casualty insurance 


Ability of the Industry to Carry This Load 


Rapid growth creates financing problems, primarily 
because the unearned premiums are computed on total 


* premiums in force, ignoring the fact that the major part 


of the expenses in connection with any policy are in- 
curred when it is written. Thus, when a policy is written 
these expenses are disbursed or added to reserves for 
taxes, etc., and, at the same time, the entire premium 
must be set up in liabilities as unearned. While it is 
conceded that this is very conservative accounting 
practice, the fact remains that the financing of rapidly 
increasing premium volume does put a heavy strain on 
earnings and surplus. I estimate that in 1946 the drain 
upon earnings or surplus or both, from this one item, 
was about sixty-five million dollars. Moreover, while 
conservative company managements recognize that it is 
necessary to preserve a reasonable balance between 
surplus to policyholders on the one hand and liabilities 
and premium volume on the other hand, it seems, 
nevertheless, that there has been some fallacious think- 
ing and talking about that particular matter. It has 
been suggested, for example, that premium writings 
should be limited to some fixed ratio to net resources. 
Any such comparison is meaningless unless the results 
of the business are taken into account. If a company 
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is operating consistently with a substantial underwriting 
profit, a turn for the worse would simply reduce profits, 
but not surplus; while another company, just breaking 
even on underwriting, would at once begin using up 
surplus if there was an unfavorable trend in under- 
writing operations. 

Many companies in both the casualty and fire in- 
surance fields have been increasing capital and surplus 
funds this year in order to keep net resources in what 
their managements consider proper balance with their 
insurance commitments, present and prospective. Such 
commitments are roughly measured by the premium 
volume, and, in general, these increases of capital and 
surplus through the sale of additional stock have been 
necessary to preserve a sound operating structure. It 
does seem to me, however, that there has been undue 
anxiety in some quarters respecting the ability of the 
casualty insurance industry to carry this greatly in- 
creased load, although, as will be pointed out later, it 
may well be that before many years have passed very 
substantial additional funds will be required. Moreover, 
there is considerable variation from the industry 
averages among the individual companies. , 


Past Position 


In this connection, it will be interesting to look back 
to some other periods when the casualty companies were 
in a financial position greatly inferior to their present 
one. 

December, 1932, marked the nadir in company re- 
sources, as reflected by their annual statements. So far 
as the casualty companies were concerned, that was 
the bottom of the depression which began with the 
stock market debacle of October, 1929. The companies 
were then permitted to carry securities at figures materi- 
ally higher than actual market. As an indication of the 
general situation in the casualty insurance field, I 
estimate that at the end of 1932 the actual capital and 
surplus of all the stock casualty companies (with their 
securities at market values) was about two hundred 
million dollars. Their statement liabilities were about 
eight hundred million and their premium volume in 1932 
was over six hundred million. In other words, capital 
and true surplus were only about one-fourth of liabilities 
other than capital, and about one-third of premium 
volume. Suppose that at that time there had been some 
ruling in effect limiting the casualty companies to a 
premium volume of not more than twice their net re- 
sources, as has been recently suggested: it would have 
been impossible for the companies to supply the coverage 
required. If any rule is to be worked out with the object 
of holding in line company managements that want to 
write more business than is reasonable it will have to 
be based on something other than premium volume. 

(Continued on the next page) 
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Study of the present financial position of the casualty 
insurance companies reveals some very interesting 
facts. As just pointed out, at the end of 1932 capital 
and true surplus of the stock companies were only 
about one-third of premium writings and one-fourth of 
liabilities. At the end of 1946, after absorbing in that 
year an asset shrinkage of about fifty-eight million 
dollars, and an underwriting loss of nearly thirty-seven 
million dollars, capital, surplus and voluntary reserves 
stood at $1,010,000,000; statement liabilities were 
$1,769,000,000 and premiums written were $1,420,000,- 
000. Thus; from the end of 1932 to the end of 1946 
the ratio of capital and surplus to liabilities increased 
from about 25% to over 57%, and the ratio of capital 
and surplus to premium volume increased from 33% 
to about 71%; all of which shows that the companies 
not only survived the terrific wallops which reduced 
them to a very low estate at the end of 1932, but have 
progressed to a point where they are in immeasurably 
better position for the protection of policyholders. 


Please bear in mind that all of the figures quoted are 
based upon annual statements prepared on the statutory 
basis, without any consideration of equities in unearned 
premiums and in claim reserves, which in fact constitute 
a large additional element of security for policyholders. 
I have been using the statutory figures because those 
are the ones with which company managements must 
wrestle in getting ready for their annual filings with 
the various State Insurance Departments. In passing, 
however, I want to mention that at the end of 1932, when 
we estimated that a good many casualty companies were 
short on their claim reserves, there were plenty more 
that had equities therein. On balance, we allowed in 
our office calculations a very small net amount for 
equity in claim reserves in the entire company group. 
In contrast, at the end of 1946, we estimated that the 
companies had been so conservative in setting up their 
claim reserves that, in the aggregate, they had a very 
substantial safety edge in them. Of course, even in 
1932, there was a large equity in unearned premiums in 
the entire group, stock and mutual, and at the end of 
1946 we estimated that equity at two hundred and sixty- 
four million dollars. 


What of the Future 


Having surveyed the present scene, I wish to bring 
up one other thought which I think it will be well if all 
engaged in the industry keep in mind. What will be 
the problems of the casualty insurance business if during 
the next several years premium volume repeats the pat- 
tern established after the close of World War One? 


In 1918, when World War One ended, the premium 
volume on all casualty lines was about three hundred 
million dollars. In 1920, two years after the war, it 
was about four hundred and seventy-five millions ; and 
this volume more than doubled during the ’20s. 


In 1945, when the shooting stopped in World War 
Two, premium volume was about $1,934,000,000 and I 
estimate that this year it will be $3.000,000,000. 
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In the two years following World War One, therefore, 
there was an increase in premium volume of about 58%, 
and in the two years following the end of World War 
Two we have an increase of about 55%, although start- 
ing with a very much higher base figure. 

In the ten years following World War One premium 
volume trebled. 

If the same thing happens in the ten years following 
1945, we shall reach a premium volume of around five 
billion eight hundred million! I doubt that in fact the 
growth will be so prodigious in that decade, because we 
are starting with a base figure so much greatet than 
that of 1918; but I do think that there will continue 
to be very material growth in premiums written, and 
that this growth probably cannot wholly be financed out 
of the earnings of the companies, despite the fact that, 
historically, every dollar of underwriting profit and a 
substantial part of the investment income is always 
plowed back into the business to increase surplus and 
reserves. 


Other Major Problems 


While I have confined my remarks to the somewhat 
drab subject of premium volume, past, present and 
future, and the ability of the insurance industry to meet 
its greatly increased obligations to the insuring public, 
I am well aware that there are many other problems 
which insurance executives must keep constantly in 
mind, for it is very true that eternal vigilance is the 
price of liberty. It is especially important that they be 
on guard against the efforts of some segments of the 
Federal bureaucracy to get their itching fingers on the 
tremendous resources of the insurance business in all 
its branches. While it is fortunately true that the in- 
fluence of these particular bureaucrats is waning, they 
are stubborn and persistent, never giving up while there 
is any chance of attaining their socialistic ends. 

In the very important field of governmental control 
of insurance rates—upon the adequacy of which the 
very existence of the companies depends—it seems to 
me that the increased activity of the State Insurance 
Departments, made inevitable by the enactment of Public 
Law 15, is marked by a real effort to be fair to all 
concerned. These authorities clearly recognize that 
fixing a rate level adequate to keep the insurance com- 
panies in sound condition and yield a reasonable profit is 
quite as important a duty as preventing rates from being 
unreasonably high or discriminatory. It is universally 
understood that the problem is extremely intricate, and 
I think it is being approached both by the company 
executives and the supervising officials with care and 
intelligence. 

Finally, I would like to state that, great as has been 
the growth in financial strength and influence of the 
casualty insurance companies in the last quarter of a 
century, I think there is little doubt of the industry’s 
even greater involvement in the country’s future life— 
provided it is allowed to progress normally and without 
undue interference. 


From an address before the National Association of Independent 
Insurers. 
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the companies and the 
wide difference in size of the companies and classes of 
business transacted. For example, nearly one-quarter of 
the casualty companies obtain business direct and nearly 
an additional quarter list commissions at less than 10%, 
indicating that at least a portion of business is secured 
direct. In contrast, one small accident and health com- 
pany reports policy fees and commissions of 1%, 
while another much larger company writing $58,000,000 
in premiums pays commissions of 26%. Commission 
differences in the fire field were not so great but range 
from minus 3% to 27%. Variations in loss ratio because 
of different classes of risks,written are even greater. 
There is no average mutual company. 


Difference in Size 


There are many more mutual fire companies than 
mutual casualty companies, but the total premium vol- 
ume developed in the mutual fire field is less than one- 
half the net premiums written by the casualty mutuals, 
although a dozen years ago the casualty mutuals wrote 
less business than the fire mutuals. Only eight of the 
mutual fire companies included in this study wrote more 
than $5,000,000 in annual premiums in 1946 as against 
nineteen casualty mutuals reporting premium writings 
in excess of this figure. Moreover, the largest fire 
writer reported just over $12,600,000 in premiums as 
compared with $74,500,000 for the largest casualty 
writer. 


Total expenses in the mutual casualty field declined 
in 1941 and 1942 as premium volume rose sharply due 
to increased workmen’s compensation business derived 
from bulging war payrolls but jumped two points in 
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Total expenses for the two 
smallest groups average about 32%, while expenses for 
the two largest groups average 8 points less. Average 
commissions also drop from 16% to 9% and home office 
salaries decline. 

The reason for the small number of mutual fire com- 
panies in our group is that we tried to make it represent- 
ative and excluded such special groups as the Associated 
Factory Mutuals, the Mill Mutuals and companies oper- 
ating on the assessment plan. All companies included in 
the group transact more than $900,000 premiums annu- 
ally. Nevertheless, there is considerable variation as com- 
missions vary from minus 3% to 27%, field supervision 
and inspections from zero to 9% and salaries from 
3% to 16%, making an over-all variation in total 
underwriting expenses between 17% and 43%. Over- 
all expenses in the mutual fire field declined two points 
on the rising volume of business underwritten. 


Loss Ratio Spread 


Although there is not nearly so large a spread be- 
tween stock and mutual company expenses in the fire 
insurance field as there is between such companies in 
the casualty field, there exists a very different situation 
as regards losses. The mutual casualty loss ratio is 
more than three points higher then the average loss 
ratio for stock casualty companies, while the mutual 
fire loss ratio is many points below the average loss 
ratio of the stock fire companies. The preponderance 
of workmen’s compensation business increases the 
average mutual casualty loss ratio. The stock casualty 
companies are enjoying very low loss ratios on fidelity 
and surety business which the casualty mutuals do not 
generally write. 
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COMMISSIONS 


JOHN C. STOTT 


UNDREDS of the members of the National As- 

sociation of Insurance Agents are disturbed as to 

the commission situation in our business. They 
are disturbed because of the increasing tempo in di- 
rectives to agents that commissions in certain classes 
are to be reduced on given dates without assigning a 
reason for their action. They are disturbed because im- 
portant companies reduce the level of rates in one sec- 
tion of the country and tell another section that higher 
rates will permit of an expanded market. These acts 
lead the agency forces to a definite conclusion that too 
much instability is apparent for the good of the business 
and for the public good. 

The National Association is grateful for the ex- 
pressed intent of the Association of Casualty and Surety 
Companies to take no action commissionwise without 
first conferring with the agents. The agents will con- 
tinue to be disturbed in this matter until other company 
elements in our business give us a similar expression 
of willingness to cooperate. 

Our Association has indeed been frank and open on 
the subject of commissions—we want and we shall in- 
sist on complete data on operating costs all the way 
down the line before we accept any unreasonable down- 
ward revision of commissions. Our position is honest. 
It is just. We are entitled to and we believe it to be 
in the public interest that companies and the agents 
have these records before them, before any action is 
taken. Until these facts are before us, and the National 
Association is gathering agency data as fast as possible, 
we are unable to give the answers to important questions 
that everyone, including the public, wants to know. 
Some of these questions are: 

What is an excessive commission on an insurance pol- 
icy measured by the service rendered by the ‘agent (to 
which the public is entitled and expects) ? 

What is too low a percentage of commission (that 
stifles production of small business, which is indeed in 
the public interest) ? 

What is an excessive salary for company management 
or company association or agency management ? 

What is too low a salary for these same services? 

The National Association does not at this time know 
the answers. It is our business to find out—that we 
will do. We believe it is in the interest of the public 
and state regulatory bodies that our companies cooper- 
ate with us in securing this data. 

Unless those questions are settled right, and I am one 
of those who believe we have the ability to settle our 
own problems, I can foresee governmental functions dis- 
posing of these problems by popular demand, perhaps 
not at all to the liking of either agents or companies. 
The time is overdue that companies and agents start 
practicing the “Golden Rule.” 
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W. ELLERY ALLYN 


T IS not my intention to overemphasize the impor- 

tance of the prevailing restricted market in the insur- 

ance business but I don’t have to tell you of the 
possible serious consequences growing out of an ap- 
plicant’s inability to adequately insure his property or 
to insure against other possible losses. Not the least 
of these, may I add, is the possibility of federal inter- 
vention. I assure you, however, that the supervising and 
company officials are not unmindful of the existing 
situation and I am convinced that every effort is being 
made to correct it as quickly as possible. I can report 
that progress is being made. 


Three Factors 


As I see it, there are three factors that are causing 
the prevailing condition. (1) The unfavorable effect 
on surplus due to increased premium reserves, resulting 
from an unusual increase in business. (2) Increased 
loss ratio and (3) the effect on surplus due to security 
market fluctuations. As the result of these factors meet- 
ing head on, we have, today, as in most commodities, a 
sellers market in the insurance business. Some lines, 
once considered the cream of the crop, now go begging 
for coverage. Where once the field forces were busily 
engaged in developing new business, today, seemingly, 
their principal function is to curtail the agent’s under- 
writing activities. 

The National Association of Insurance Agents at its 
convention in Atlantic City last month showed a keen 
appreciation and understanding of the difficulty that 
confronts the industry and I want*to commend their 
officers and organization for the resolution there 
adopted. They acknowledged that the prevailing re- 
stricted market was due to conditions and factors be- 
yond the control of the insurance companies and that 
they, the companies, are employing every means at 
their command to meet the requirements of the insuring 
public. 


Possible Solutions 


While it should be kept in mind that my principal ob- 
ligation is to make certain that the public receives sound 
insurance, I would like to comment very briefly on some 
of the proposals that are being discussed as a possible 
solution of this problem. One is to increase the work- 
ing capital of both fire and casualty insurance compa- 
nies. Some companies have already secured additional 
capital funds and others are considering similar action. 
It is not easy, however, to attract new capitai unless 
the venture holds out some promise of profit and such 
effort, in itself, may not solve the problem. Some have 
suggested the possible need of additional insurance com- 
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nies but I doubt if a mere increase in numbers will 
solve the problem. 

The thought has been expressed that the requirements 
for reserves should be reduced so as to permit increased 
underwriting on the part of many companies. This, 
however, is an extremely intricate question and as I 
have already said, my principal obligation is to make 
certain that the companies licensed in Connecticut main- 
tain a sound and solvent condition in order that the 
public may be assured of sound insurance. My depart- 
ment would, therefore, want to weigh very carefully 
any proposed modification of what we now consider 
sound practices. 


Reduced Commissions 


Another remedy that has been suggested, is the crea- 
tion of a large re-insurance corporation and finally there 
seems to be the feeling that a reduction in the acquisi- 
tion or production costs would solve all of our diffi- 
culties. I purposely place that one at the bottom of my 
list because there is where I believe it should be. While 
I appreciate that there has been a very substantial in- 
crease in premiums with a corresponding increase in 
commissions, we all know there has also been a sub- 
stantial increase in the cost of conducting an agency. 
My personal feeling is that all other avenues should be 
most carefully explored and a thorough examination 
made, before trying to solve this problem by tampering 
with the normal scale of commissions paid to agents. 

What ever the ultimate solution may be hasn’t yet 
been too clearly indicated but in connection with this 
suggested reduction of acquisition or production costs 
there are several factors which may, in my opinion, hold 
real possibilities. It may, for instance be an opportune 
time for the companies to do a little gardening in the 
agency field and weed out some of the inactive and part- 
time agents, particularly those who, while receiving the 
same commissions as do other agents, give little or noth- 
ing in the way of service, either to the company or to 
the public. They never learn the insurance business and 
what is more important from my point of view, they 
never become qualified to properly service a policy- 
holder. Not infrequently they leave a policyholder 
partly, if not entirely, unprotected. They do not write 
their own policies. They do not write their own en- 
dorsements. In fact, so far as we are able to observe the 
only thing they do is to collect their commissions all of 
which are added to the acquisition cost on the company’s 
financial statement. 


Excepted Territories 


It might also be in order to suggest that serious con- 
sideration be given to the elimination of special com- 
missions paid in “excepted territories.” There are too 
many of these territories and it is difficult to see the 
justification for the extra expense entailed. There too, 
the added expense is included in the acquisition cost 
on the company’s financial statement resulting in a dis- 
torted over-all picture of what the average agent re- 
ceives and which may be advanced as an argument to 
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justify a reduction in the rates of commissions paid to 
all agents. 


In closing there is one word of warning I would like 
to leave with you. During these days of restricted un- 
derwriting please make certain that any policyholder 
whose policy is not to be renewed is notified in writing 
of your intention not to renew upon expiration and if 
any of you have a finance account please make certain 
that the purchaser is given written notice of any change 
in his insurance coverage. 


MONTHLY FIRE LOSSES 


IRE losses in the United States for the first ten 

months of 1947, as estimated by the National Board 
of Fire Underwriters, broke all records for any single 
full year in the country’s history. 


With the last two months of the year still to be in- 
cluded the nation’s fire losses in 1947 have already 
reached the staggering total of $572,928,000. The high 
record for United States fire losses was set in 1926, 
when fires destroyed $561,980,000 worth of property 
and was nearly equalled in 1946 when $561,487,000 in 
values were destroyed during the entire year. 


Fire losses during October amounted to.$54,946,000, 
or 37% higher than the losses of $40,108,000 recorded 
in October, 1946. This sharp increase resulted largely 
from two conflagrations during the month, the $5,000,- 
000 Grace Line Pier fire in New York City and the 
forest fires in Maine, which caused an insurance loss of 


about $6,000,000. 


For the twelve months ending October 31, 1947, esti- 
mated fire losses amounted to $675,728,000 compared 
with $545,558,000 and $450,999,000 for the similar 
periods ending October 31, 1946 and October 31, 1945, 
respectively. 


Comparative Table 


Comparative table of fire losses over the past thirty- 
six months (last 000 omitted) follows: 





1944 1945 1946 
November ...... $33,847 $37,393 $44,706 
December ...... 48,694 49,478 58,094 

1945 1946 1947 
January ........ 44,865 49,808 57,180 
February ....... 41,457 51,759 64,247 
eee 40,876 53,252 72,435 
ME. évkeuses es 37,950 52,153 68,029 
shakkb ewes 34,153 46,094 56,545 
PP 5 ek 54 6 34,090 44,240 50,840 
ss vakenvdes 34,054 40,998 49,357 
ee 34,096 40,019 51,359 
September ...... 32,447 40,256 47,990 
CET vs ss ede 34,470 40,108 54,946 
TOE 6.65 o058 $450,999 $545,558 $675,728 
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HARTFORD POLICY 


—to deal fairly 


—to act courteously 
—to show a sincere desire to please 


at all times and under all circumstances 


HARTFORD FIRE INSURANCE COMPANY 
HARTFORD ACCIDENT and INDEMNITY COMPANY 
HARTFORD LIVE STOCK INSURANCE: COMPANY 

















AS I VIEW IT 


ERETOFORE at least the 
FY rwticstites has been pretty 

much the forgotten man in 
insurance. The insured himself is 
much to blame for this, because of 
his own inertia. But he has at times 
been aided and abetted by some 
within the industry who have bee: 
more than willing to see that he 
stayed inert! 


Kind Providence 


The reason that until recently the 
insured has not bestirred himself is 
because he did not sense the need. 
A kind providence has looked after 
him, helped immeasurably by many 
conscientious company executives, 
by diligent agents and brokers, and 
by enlightened state commissioners. 
And they have all done a fine job for 
the insured, probably better than he 
deserves. For is there any other 
product, either tangible or intangible, 
any service, or any contract, for 
which presumably enlightened indi- 
viduals and business men pay so 
much over the years, and concerning 
the terms and facts of which they 
know less, than is the case with their 
insurance ? 

But times are changing. Personal 
and business life today are compli- 
cated and hazardous. Yesterday’s 
safeguards and yesterday’s insurance 
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KENNETH C. BELL 


Vice-President, Chase National Bank 


in many ways are out-of-date, not 
as to basic concepts, but as to the 
interpretations and specific applica- 
tion of those concepts. As more of 
these sleepy creatures—the Ameri- 
can insuring public, the policyhold- 
ers—awaken from their long slum- 
ber and realize how much they have 
at stake, they will undoubtedly want 
to play a more prominent role than 
in the past in this huge insurance 
business which they so generously 
support, they, the policyholders, who 
constitute the one really indispen- 
sable element in the whole insurance 
industry. : 


Improvements Necessary 


If producers find seme buyers 
hard to “sell,” the answer may not 
be wholly ignorance on their, part. 
The standard brands they have to 
offer may not suit the prospect. Or 
maybe the rates do not. Many of 
the experienced buyers have had, in 
self-defense, to master a broad in- 
surance curriculum of their own, to 
maintain even a job-holding grade 
in their work. So it may be that 
multiple line training is of more re- 
cent origin in the insurance industry 
than in certain buying circles. 


You see, with our buyer having 
been quite occupied in developing 
the other phases of the American 
enterprise system which insurance 
serves, and thus having played but 
little part in the development of in- 
surance itself up to this point, but 
rather having merely taken what 
was offered to him as coverage and 
been glad to get it, the buyer who 
wants coverage to fit his require- 
ments doesn’t at all appreciate the 
impossibility of many things which 
the industry itself says cannot be 
done on his behalf—meaning often 
just that such things have never 
heretofore been done. As innova- 
tions seem desirable to the buyer to 
meet his changing needs, he, the 
policyholder who pays the bills, is 
inclined to meet any industry re- 
sistance with the reply: “Where 
there’s a will, there’s a way!” And 
isn't he right? After all, don’t forget 
that policyholders’ premiums are the 
life blood of the industry. 

Since it is inevitable that in the 
future the public, that is the insuring 
public, the policyholders, will play 
a more prominent and more articu- 
late role, let us spend a few minutes 
reviewing some of the comments and 
opinions one may hear daily, if one 
listens, in informed buying circles 
all around. And those cifcles’ are 

(Continued on the next page) 
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steadily growing, both in size and in 
number. The policyholders are 
learning that they have voices, and 
that they may use them. 


Personal Contact Essential 


Even if there are still a lingering 
few in the insurance industry who 
resent any voice whatever of the in- 
sured in insurance circles, whether 
as to policy forms or otherwise, that 
attitude that insurance is a person- 
ally owned business in which the 


buyer's role scarcely exists and may 
be totally ignored no longer domi- 
nates the industry, if indeed it ever 
did. Part of whatever misunder- 
standings there are or may have been 
between the industry and the insur- 
ing public could be due to the fact 
that many top-flight executives have 
now reached a position where they 
have for too long a time been out of 
close contact with their policyhold- 
ers. That personal contact should 
be reestablished. 

From here on in, and now that 
insurance is irrevocably commerce, 
the phrase “in the public interest” 
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must be something more than empty 
words reserved for public speeches, 
I am sure that it will be heard daily 
in all seriousness as a motivating 
factor in industry councils, even 
when behind closed doors! In many 
ways the future of property and 
liability insurance underwriting, 
production and supervision in this 
country may be quite different from 
that of the past. 


Buyer's Desires 


What is it then by way of changes 
in the status quo—or the status quo 
ante 1944—of insurance that the 
buyers of property and liability coy- 
erages want most today? If I under- 
stand them rightly from frequent 
contacts with buyers in many fields 
of business enterprise they are, 
briefly, these: (1) the extension of 
multiple line underwriting powers 
for companies, so that buyers can at 
least negotiate with the company or 
companies of their choice for all- 
risk covers, or for such special 
“package” insurance as they or their 
businesses may need, not to the ex- 
clusion, however, of optional re- 
stricted coverages; (2) flexible and 
more equitable rates, both intra- 
state and inter-state, along with flex- 
ible underwriting and the extension 
of merit or experience rating; (3) 
basic minimum clauses, and fewer 
standard forms; (4) underwriting 
freedom to handle unusual risks and 
special coverages; (5) the applica- 
tion of “fair discrimination” as well 
as the avoidance of “unfair discrim- 
ination” in rates; (6) far less, in fact 
a minimum, of regulation of rates, 
forms and underwriting practices, at 
least when company financial sta- 
bility is maintained, under either a 
state or a Federal regulatory sys- 
tem; (7) fewer bureaus and regu- 
lating groups; (8) sufficient capital 
funds in the business to write needed 
coverage, still under conservative 
accounting; (9) something ap- 
proaching a more uniform composi- 
tion of the basic ocean marine policy, 
and (10) a chance to be heard, and 
to be consulted, whenever major 
changes affecting forms, or rates, or 
regulation are under consideration. 

Several of the foregoing points 
are in part repetitious or overlap- 
ping, but each has its separate impli- 
cations as well. 
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One attitude so prevalent in the 
industry which policyholders deplore 
is that which prompts the reply of 
“No demand” to even widely de- 
sired new or improved coverages, 
whether they be all-risk, or packaged 
goods, or even simply policy re- 
visions. The resistance of so many 
in the industry to change of any 
kind, even to meet urgent business 
needs, is something beyond the buy- 
er’s comprehension. New products 
are needed constantly by the public 
in insurance, as in other fields, but 
they are not easy to get. A few en- 
terprising companies and a few more 
industry leaders are eager to do such 
a job, but the restraints they en- 
counter are surprising in this day 
and age. Too often in the past those 
unwilling themselves to meet new 
demands have even stopped their 
competitors from doing so. Maybe 
under the new laws there will be less 
of that. Today, under either Federal 
or state laws, all restraints of trade 
should disappear. + 


Change Is Inevitable 


Insurance is not a fair weather 
nor short range enterprise. Its lead- 
ers need vision, courage, patience 
and skill at all times but possibly 
today more than ever before. Even 
as they plan for today’s needs, they 
must prepare for tomorrow’s prob- 
lems, while not forgetting yester- 
day’s. How few years ago it was 
that the industry was bemoaning the 
over-capitalization of the fire com- 
panies! You don’t hear that com- 
plaint today, do you? Times and 
conditions do change. Insurance 
leadership must anticipate the 
changes. 

Most of you can recall, as buyers 
can, how some company executives 
a few short years ago decried also 
the movement for a better and sim- 
pler fire policy, for which the buyers 
were clamoring. Those men asserted 
that a modernized form never could, 
or would, be adopted nation-wide! 
And yet, since the new fire contract 
has swept the country, representa- 
tives of those same companies have 
made speeches lauding the new con- 
tract which the insurance industry 
has given to the public! That was 
another time when the buying public 
and a few producers were, oh! so 
right. 
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In 1947, Appleton & Cox, Inc. celebrates its 
75th Anniversary Year. It is today an ex- 
panding and substantial concern, employing 
about four hundred people and managing 
the marine depcrtments of a large and 
powerful group of companies. The Home 
Office is located at 111 John Street, New 
York City, and through its branch offices 
and regional general agents is well 
equipped to giv 2 service to agents in every 
section of the country. Today Appleton & 
Cox, Inc. looks to the future with confidence 
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founded on a long and enviable record in 
the field of marine insurance. 


Marine insurance today is a far cry from 
that written in 1872. During these 75 years 
Appleton and Cox has kept step with rap- 
idly changing conditions and has always 
offered the last word in up-to-the-minute 
underwriting. You can have complete con- 
fidence when submitting any marine ques- 
tions to this outstanding organization. 
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Again, in the field of multiple line 
underwriting powers, see what prog- 
ress has been made! Some three 
years ago and more, while execu- 
tives of many company groups with 
multiple line facilities already avail- 
able quite understandably opposed 
the extension of multiple powers as 
being unnecessary and unwise, there 
were also leaders of single-line com- 
panies who at the same time denied 
their need of underwriting running 
mates to keep up with the parade 
and to hold their share of business. 


Yet many of the latter have since 
formed just such running mates. 
And probably there is not one who 
has not seriously considered that 
step. The whole multiple line move- 
ment has spread. It is bound to do 
so, for American business needs it. 
These improvements in insurance do 
not sweep the country without there 
being a pent-up need for them. With 
a sane, progressive, liberalizing un- 
derwriting program our American 
insurance need not be wrecked in 
(Continued on page 96) 
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T IS almost impossible today to 
rsa an insurance publication 
without finding some reference 
to the need for rigid Qualifications 
Laws for prospective agents and 
brokers. The agents’ associations of 
many states which do not now have 
written qualifying examinations are 
strong in their efforts to secure legis- 
lation which will bring such examina- 
tions into being. In New York State, 
however, we have in our Insurance 
Law a clearly defined examination 
requirement for prospective agents 
and for brokers. The Superintendent 
is required to provide examinations 
to test the competency of applicants 
for such licenses. These examina- 
tions have been referred to, among 
other things, as a “public service,” 
- which they truly are, because they 
are not an attempt to keep any quali- 
fied citizen out of-.the insurance 
business, but rather to test the com- 
petency of those entering it with an 
aim to protecting the public from 
unprofessional standards of conduct 
on the part of agents and brokers. 


Professional Standards 


When we come to discuss profes- 
sional and unprofessional standards, 
words which are often used loosely, 
it seems to me it might be well if we 
were to refer to the dictionary def- 
inition for the word “professional” 
ie., “pertaining to a calling or oc- 
cupation requiring a superior edu- 
cation.” Much time, effort, money 
and thought has been put forth by 
agents’ associations, brokers’ associ- 
ations, insurance companies and the 
various state governments in the 
past few years to bring about the 
recognition of the insurance business 
as a profession. The effort has been 
to a great measure successful. The 
public is becoming educated to re- 
gard the insurance business in a more 
respectful light. In this connection 
there is little doubt that the examina- 
tion requirements have done much 
to bring about such a feeling; they 
have at any rate created some criteria 
by which an agent’s knowledge may 
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be judged. As our definition shows, 
in order for an occupation to be 
classed as a profession, it must re- 
quire superior education. By this 
is not necessarily meant a college 
education or even any formal type of 
schooling in the classical field. There 
are other types of “superior educa- 
tion,” and for the purposes which 
the insurance business serves, they 
consist of knowledge of the service 
it is selling to the public and knowl- 
edge of the product its members 
have to sell. 


Fundamental Knowledge 


A salesman of any article or prod- 
uct should hesitate to attempt to sell 
something about which he knows 
not even the fundamental facts, and 
surely the company by which he was 
employed to sell their product 
should hesitate to allow him to at- 
tempt to sell it without the proper 
information. Why? Because the 
manufacturer of that product wants 
more than just sales. He wants 
satisfied customers, the very best 
form of advertising; he wants the 
salesman of his product to fill the 
need of his customers. Should not 
the insurance business, which is so 
much in the public interest, be in a 
better position to serve the public? 

The purchaser must be convinced 
he has a need of the product or serv- 
ice and that the salesman has the 
product or service to fit that need. 
Here is where the superior knowl- 
edge comes in—a vacuum cleaner 
salesman must know more about the 
machine he is selling than how to 
push the botton which turns it on! 
He must also know how all the at- 
tachments which come with it may 
best serve the buyer if he is to doa 
good selling job; the insurance 
agent, likewise, must know not only 
the name of the policy he is selling 
—he must also know the ramifica- 


tions of the coverage so as to render 
the service best suited to the needs 
of his client. 

The examinations under the quali- 
fication laws of New York test the 
fundamental knowledge of prospec- 
tive agents and brokers. Note the 
use of the word “fundamental.” 
There is no denying that there are 
many attributes required of an 
agent which examinations have no 
way of testing, nor are they in- 
tended to test them, but the exami- 
nations do serve as a basis for 
judging fundamental points in that 
superior knowledge which the pro- 
fession should require. It is most 
discouraging, however, for us whose 
duty it is to supervise the prepara- 
tion of the examinations to find 
that applicants are sponsored by 
companies and sit for examinations 
who haven’t even the barest essen- 
tials of information about policies 
which the licenses they seek would 
permit them to sell. How can they 
possibly serve the public? 


Some Answers Received 


As an illustration, let me quote to 
you some answers taken from recent 
examinations: In answer to. this 
question “If a person acts as an 
insurance agent without being prop- 
erly licensed, of what crime is he 
guilty ?”, the applicant wrote “Im- 
personation.” Other answers : “Evi- 
dence of insurability means a severe 
loss of bread winner, such as a 
father, who is a blood relative.” “A 
bailee is a person who works on or 
for someone else for an accepted 
amount of money.” “Concurrency 
exists where there is a lack of non- 
currents or if a company wishes to 
cancel the policy it is concurrent.” 
“If a company pays the claim and 
no liability exists, it is subroga- 
tion.” “A hostile fire is one which 

(Continued on the next page) 
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must be fought while a friendly fire 
is of the lazy type and causes very 
little damage.” An applicant gave 
this answer to a question concerning 
the need for farm liability coverage, 
“The farmer might accidentally 
shoot an insurance man who came 
to sell.” For a definition of inherent 
vice we have “Guaranteeing a per- 
son’s infidelity.” Term rates are, 
according to this applicant, “If an 
insured desires to cover a load of 
furniture for a period of six months 
while he is at his mother-in-law’s, he 
could secure a term rate.”’ 


These are humorous to a point— 
yes—but beyond that they take on a 
different aspect, especially when it is 
realized these were written on 
examinations, the purpose of which 
was to qualify the authors as li- 
censed agents in the insurance “pro- 
fession.” (Remember the definition 
said “requiring superior knowl- 
edge!”) Why were these answers 
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written? They were written in good 
faith because of a lack of the cor- 
rect knowledge which should have 
been in the possession of the writer 
before he presumed himself compe- 
tent to pass a qualifying examina- 
tion for an insurance agent's license. 
The licensed insurance men owe 
it to their profession to see that 
those) endeavoring to enter it as 
qualified representatives of the vari- 
ous companies get the knowledge 
they should have, not only to pass 
the examination, but to serve the 
public conscientiously and _ repre- 
sent the companies intelligently. 


Importance of Preparation 


The importance of preparation 
for the examinations and for a ca- 
reer in the insurance business is of 
such moment that Superintendent 
Dineen in his 1947 report to the 
New York Legislature saw fit to de- 
vote part of it to a discussion of the 
subject. He said, in effect, that the 
responsibility for preparation lies 
first with the sponsoring company, 
and ultimately with the individuals 
themselves, and that many of the 
companies, realizing that the exami- 
nations are meant to test compe- 
tency, have set up courses by which 
such competency may be attained, 
but that, on the other hand, there 
are many companies who sponsor 
men, give them no formal training 
and, therefore, they invariably fail. 
An article recently appeared in an 
insurance journal referring to the 
Superintendent’s report from which 
I quote the following: “It is a 
mighty poor way to promote good 
public relations to appoint agents 
and attempt to turn them loose on 
the public without sufficient knowl- 
edge of insurance ‘to service prop- 
erly the business they get.” Who 
can dispute this sage comment? 

There are no doubt agents who 
will read this whose job it is to 
train men as agents. Let us hope 
there is not one who says, as a cer- 
tain general agent once did: “I’m 
anxious for Jim to pass the exam, so 
I can begin instructing him.” Be 
fair to your own business and to the 
man who is attempting to enter it. 
Don’t start him out with an inferior 
feeling: because ‘he hasn’t the in- 
formation he needs to pass the nec- 
essary examination. 


We wonder many times if some 
of our candidates have ever seen a 
fire policy, especially when they to. 
day refer to dies and patterns as ex. 
cluded property, and we wonder, 
too, how they can explain to a client 
why he is buying the policy when 
they define a friendly fire as “one 
set by a friend while visiting a host 
and a hostile fire as one set by a 
host while friends are visiting.” 
Surely it isn’t expecting too much 
of the applicants to presume they 
know these subjects. The Depart- 
ment is vested by law with the re. 
sponsibility to test the competency 
of those men who are to represent 
the insurance companies of the 
state to the public. There are those 
who say the examinations are too 
difficult. We could not in conscience 
feel that we were testing compe- 
tency if we were to ask ridiculously 
simple questions because passing 
the examination and obtaining a li- 
cense would then be a farce; it 
would mean nothing to the public, 
the company or the agents. 


Cooperative Effort 


The entire procedure is, and 
should be a cooperative effort— 
cooperation on the part of the com- 
panies in the preparation that they 
give their agents and cooperation on 
the part of the Department in see- 
ing to it that the examinations are 
of such a nature that they test 
knowledge required in a degree 
which makes them an important and 
useful tool in judging competency. 
Doctors and lawyers, etc., must pass 
tests before they are permitted to 
practice their chosen professions. 
Few people, if any, will say those 
examinations are unnecessary or too 
difficult because they want to be 
sure the men in these professions 
are of such a caliber that they may 
entrust their lives and their legal 
problems to them with safety. The 
situation in respect to the insurance 
examinations, while’ not entirely 
comparable, is in many respects.sim- 
ilar. We are obliged to protect the 
public from unqualified agents. It 
is the only way the profession can 
prosper under high colors, and that 
is the only way anyone should want 
it to survive. 


eh 


From an address before the New York Sub 
urban Discussion Course Alumni. 
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Need for 


ducers to review the fidelity 
bonds carried by their insureds 
to determine whether or not they 
are adequately protected in view 
of present conditions, and to urge 
those who do not have bonds to 
purchase them without delay. 
After-war disruptions and the 
increased cost of living have caused 
uneasiness and discontent on the 
part of many white collar workers 
who have not shared generally in 
the substantial increase in wages 
received by the organized worker. 
These employees have been accus- 
tomed to a certain standard of liv- 
ing and many are finding now that 
they cannot make ends meet and 
still maintain that standard. Many 
of these employees are in a position 
of trust and have been for years— 
but no one can tell when tempta- 
tion may be stronger than their 
moral fiber can withstand—with the 
result that the employers’ funds are 
misappropriated—with consequent 
serious loss or perhaps bankruptcy 
—unless protection is carried. 


Tie time has come now for pro- 


Uncovered Losses 


Of course, we do not want to 
paint an exaggerated picture but 
we know from experience there are 
individuals who, for one reason or 
another, will devise some scheme to 
embezzle their employers’ funds. An 
illness or an operation requiring a 
large sum of money may prompt 
an employee to “borrow” his em- 
ployers’ funds, without the knowl- 
edge of his employer, and from that 
point on anything may happen— 
usually a pyramiding of the loss 
until eventual discovery. Then too, 
there are race tracks and stock ex- 
changes which lure some employees 
into making easy money with the 
inevitable result. No fool-proof 
system of checks and balances has 
yet been devised which has not at 
some time or other been broken. 

Estimates of employers through- 
out the country who are not covered 
by fidelity bonds run from 50% to 
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75% and it has been estimated that 
fidelity losses not covered are about 
$500,000,000 per year. 

A few examples of losses which 
we have paid will illustrate the de- 
gree of underinsurance in fidelity 
coverage. 

1. “The cashier of a branch office 
of a meat packer, very adept at fig- 
ures, conceived the idea of pocket- 
ing monies which he received on 
collections and covered this up by 
transferring funds from the em- 
ployee sick benefit association of 
which he was treasurer. In this 
manner he created a deficit of ap- 
proximately $10,000. The fidelity 
bond coverage was $5,000.” 

2. “In this instance the employee 
had in the course of two years dur- 
ing war time been promoted from 
the position of clerk to that of pay- 
master. One of his duties was to 
prepare payroll checks which were 
signed by impressing the facsimile 
signature stamp of authorized offi- 
cers on such checks. In a little more 
than a year this employee had 
negotiated approximately $25,000 
worth of checks which were made 
payable to former employees, by 
personally presenting them at the 
bank for payment on the pretext 
that the payees were too busy and 
had asked him to cash the checks in 
their behalf. Fidelity coverage was 
in the amount of $5,000. The em- 
ployer, of course, had to stand a loss 
of $20,000.” 

3. “Miss X was forty years old, 
single and a trusted employee. She 
had been employed as bookkeeper 
for ten years when this loss was 
discovered. Her method of opera- 
tion was comparatively simple. Her 


employer had an interest in three 
hotels and she was entrusted to keep 
a separate set of books and bank 
accounts for each of them. In order 
to cover up her embezzlement she 
would transfer funds from one of 
the accounts to another to make up 
the deficits and report incorrect 
bank balances. Her scheme finally 
came to light when she had depleted 
all three of the accounts below a 
working balance and she then con- 
fessed. She was bonded in the sum 
of $5,000 and the loss amounted to 
approximately $30,000.” 

4. “Mrs. B, who was about thirty- 
five years of age and married, had 
been in the employ of a department 
store for about five years. This firm 
had absolute confidence in her in- 
tegrity and ability, and, therefore, 
when she stated that an account was 
uncollectible it was marked ‘dead 
matter’ and no longer retained in 
the active file. It developed, how- 
ever, that Mrs. B was actually mak- 
ing collections on many of the ac- 
counts that she had marked ‘dead 
matter’ and was appropriating the 
money to her own use. This prac- 
tice continued for a period of about 
two years, during which time she 
had embezzled approximately $15,- 
000. Coverage on her bond was 
limited to $10,000 and her employer 
had to stand the difference.” 

Recently there was a very large 
loss which has received wide pub- 
licity, where the amount embezzled 
was over $800,000 and the amount 
of the fidelity bond was $5,000. 
Another recent loss reported in- 
volved a treasurer of a securities 
holding company which was formed 
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Fidelity Protection—Continued 


to liquidate some $750,000 in se- 
curities. It was alleged that this 
individual embezzled $220,000 of 
the securities. No bond was car- 
ried. It was reported that this money 
was lost in the stock market. 


Build up a File 


Insurance producers should build 
up a file of fidelity losses to demon- 
strate to their clients that such losses 
do happen and might happen to 
them. It is not hard for the average 


business man to realize that he must 
carry insurance on his buildings, 
and it usually does not require much 
sales effort to have him carry lia- 
bility protection on his automobiles 
and business operations. Also where 
large sums are physically on hand 
or carried by a messenger, the need 
for adequate burglary and robbery 
insurance is readily apparent to him. 
He carries these coverages primarily 
to protect himself against a large 
financial loss in case the contingency 
should occur, no matter how remote 
it may be. A loss of a building or 
of a large sum of money is a very 











Believing that prevention of ac- 
cidents is fully as important as 
paying for losses, AMICO 
maintains a staff of 200 expert 
engineers to service compensa- 
tion and fleet risks. One hun- 
dred power plant engineers 
inspect boiler and. machinery 
risks. These specialists detect 
and correct hazards which might 
produce losses, and often their 
work results in improved loss 
ratios, reduced insurance costs 
and increased operating eff- 
ciency. 

AMICO is a nationwide, par- 
ticipating stock company writ- 
ing all forms of casualty insur- 
ance and bonds, 
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real thing and insurance is carried to 
protect the financial position of the 
business. 


The necessity for fidelity bond 
coverage should be presented on 
the same basis, that is, not how re- 
mote the possibility of loss may be, 
but how large a loss could be 
developed before discovery, and 
whether such a loss could be. borne 
by the business without any fidelity 
protection. Most businesses, and 
certainly the smaller ones, need pro- 
tection against employee dishonesty 
just as much as they need fire and 
liability insurance protection, and 
the producer should sce that his 
clients realize this need. 


Trusted Employees 


Of course, some employers may 
insist that all of his employees who 
handle money have been with him 
for years, that they are trusted em- 
ployees and that they would not 
possibly yield to temptation. His 
insurance advisor should point out 
to him that he is taking a long 
chance and his faith in human na- 
ture may receive a severe jolt if he 
finds that one of these employees 
has succumbed to temptation caus- 
ing a major financial loss. Then too, 
it is not always the employees who 
handle money who may be able to 
cause a loss. Merchandise may be 
disposed of very readily these days 
and a large loss may be perpetrated 
by one or maybe several employees 
working in collusion. Most busi- 
nesses have had a relatively large 
turnover in so far as employment is 
concerned during the last few years 
which tends to increase the chances 
of employing workers who may try 
to profit by their dishonesty. The 
producer should recommend that a 
modern form of blanket bond be 
carried in an adequate amount to 
protect the business against financial 
loss by dishonesty of all its em- 
ployees. To pick out only certain 
employees for coverage is danger- 
ous. 


While the most important con- 
sideration in carrying a fidelity 
bond is the protection that it actually 
affords when a loss occurs, there 
are other advantages which accrue. 


A bonding company investigates 
employees who handle money or 
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property. This is a valuable service 
that is rendered in that it makes it 
possible for the employer to weed 
out those employees who do not 
meet the required standards. Also 
there is the effect upon an employee 
who is bonded by a bonding com- 
pany. Experience has proven that 
an employee who has been bonded 
is not so likely to cause a loss, per- 
haps because of the fear that the 
bonding company will make it hard 
for him if he causes a loss on the 
bond. 

Then too, there is the added se- 
curity which the employer has when 
he carries a fidelity bond in an ade- 
quate amount in dealing with his 
banks, or with others where his 
credit is a factor. A fidelity bond 
is real protection in so far as a finan- 
cial statement is concerned if it is 
carried in a sufficient amount to 
cover any possible hidden loss sud- 
denly discovered after it has reached 
major proportions. 

Even if no outside credit is de- 
sired or needed, if assets appearing 
on the financial statement are in fact 
false as a result of an employee's 
helping himself to funds, a fidelity 
bond will provide protection for the 
invested capital in the business. 


Claim Procedure 


Now what happens when a loss 
occurs. Is it necessary for the in- 
sured to catch the defaulter if he 
has disappeared, or to put him in 
jail before the bonding company 
even undertakes to settle his loss? 
No, that is not the case. The bond- 
ing companies today, under the 
modern forms of blanket bonds, re- 
quire only reasonable proof that the 
loss has been caused by the dis- 
honesty of an employee or maybe 
several employees. There is only 
the question of determining how 
much..the loss actually is and pay- 
ment of such loss up to. the amount 
of protection carried is prompily 
made. 

What has the producer to offer 
his clients to protect them against 
employee dishonesty. There are 
many forms of bonds such as indi- 
vidual bonds, name schedule bonds, 
position schedule bonds, but most 
businesses should have broad forms 
of bonds which provide automatic 
coverage for all employees and any 


For December, 1947 











This és under no circumstances to be construed as an offering of these securities for sale, or as an 
offer to buy, or as a solicitation of an offer to buy, any of such securities. These securities 
are initially being offered by the Company to its Stockholders and such 
offering is being made only by means of the Prospectus 


NEW ISSUE 


200,000 Shares 


Springfield Fire and Marine 
Insurance Company 





Capital Stock 


($10 par value) 


Rights, evidenced by Subscription Warrants, to subscribe for these shares 

have been issued by the Company to its Stockholders, which rights will 

expire at 3:00 P.M., Eastern Standard Time, December 5, 1947, as more 
fully set forth in the Prospectus. 


November 19, 1947 





Copies of the Prospectus may be obtained from any of the several underwriters of the 
snsubscribed shares only in States in which such underwriters are qualified to act 
as dealers in securities and in which such Prospectus may legally be distributed. 


The First Boston Corporation Kidder, Peabody & Co. 
Blyth & Co., Inc. Goldman, Sachs & Co. Harriman Ripley & Co. 
Incorporated 
Lazard Fréres & Co. F. S. Smithers & Co. White, Weld & Co. 
M. A. Schapiro & Co., Inc. Clark, Dodge & Co. Coffin & Burr Estabrook & Co. 
neorpora’ 


Hornblower & Weeks Lee Higginson Corporation Merrill Lynch, Pierce, Fenner & Beane 
Tifft Brothers Cooley & Company Folger, Nolan Incorporated Mackubin, Legg & Company 


Putnam & Co. Tucker, Anthony & Co. G.H. Walker & Co. Whiting, Weeks & Stubbs 
Bacon, Whipple & Co. Shelby Cullom Davis & Co. First Southwest Company 
The Milwaukee Company Maynard H. Murch & Co. _ Pacific Company of California 
Pacific Northwest Company Rauscher, Pierce & Co., Inc. Chas. W. Scranton & Co. 
William R. Staats Co. Stroud & Company Watling, Lerchen & Co. 
H. F. Boynton & Co., Inc. Percy O. Dorr & Co., Inc. Robert Garrett & Sons 
Granbery, Marache & Lord Kinsley & Adams William H. Rybeck & Company 




















new employees which might be 
hired from time to time without the 
necessity of notifying the bonding 
company. 

The two principal forms of bonds 
which provide very broad automatic 
coverage are the blanket position 
bond and the primary commercial 
blanket bond. 


The blanket position bond covers 
each and every employee in the 
face amount of the bond. The 
amounts range from $2,500 to $100.- 
000. The principal advan‘age of 
this form of bond is that where 


more than one employee is involved 
~jn a less and all the employees can 
be identified, the amount of the bond 
applies to each employee. Even 
when a loss can be_ reasonably 
proved to have been caused by em- 
ployee dishonesty, but no employee 
can be named, the face amount of 
the bond is still available to cover 
the loss. 

The primary commercial blanket 
bond has the same automatic fea- 
tures as the blanket position bond. 
The essential difference is that the 
primarv commercial blanket bond 

(Continued on the next page) 
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Fidelity Protection—Continued 


provides protection in the face 
amount of the bond no matter 
whether one or more employees may 
be involved in any one loss. Usually 
the primary commercial blanket 
bond should be carried in a much 
higher amount than a blanket posi- 
tion bond. The amounts range in 
this bond from $10,000 upward. 
The face amount of both bonds is 
automatically restored both as to 
prior and subsequent losses. In 
other words, neither bond is re- 
duced when a loss is paid, and no 
additional premium is charged. 
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Combinations of these two bonds 
are available to cover larger busi- 
nesses and each of them may be 
supplemented by additional cover- 
age on certain named individuals 
or positions. 


Computation of Premium 


All that is needed in arriving at 
the amount. of premium to be 
charged for these bonds is to get 
the description of the business, a 
list of employees by classifications 
such as bookkeeper, salesman, man- 
ager, office clerk and so on. The 
premiums are based on the various 




















classifications of employees. The 
manual premium is then computed, 
If the experience has been good 
and the annual premium amounts 
to $150 or more an experience credit 
will apply the size of which will 
depend upon the amount of annual 
premium developed. This premium 
is not subject to adjustment during 
the year, unless there is a merger 
or consolidation of the insured with 
another company. 


The premiums on blanket bonds 
have been reduced greatly within 
the last few years and they are now 
the lowest they have ever been in 
the history of the business. In ad- 
dition to this reduction, bonds may 
now be written for a period of three 
years at two and one-half times the 
annual premium which is in effect 
another material reduction. 

Fidelity protection is a major 
element to be considered by a busi- 
ness man in protecting his assets. 
The protection afforded by a fidelity 
bond is very broad, and should be 
considered in providing proper in- 
surance protection along with the 
other important coverages. One of 
the best ways of developing fidelity 
bond production is through a sur- 
vey or analysis of all the insurable 
hazards of a business. This pro- 
vides an excellent opportunity not 
only of bringing fire insurance cov- 
erages up-to-date but of recommend- 
ing the comprehensive casualty 
coverages such as comprehensive 
automobile, comprehensive — public 
liability and the comprehensive dis- 
honesty, disappearance and destruc- 
tion policies, if these broad forms 
are not already carried. Fidelity 
coverage is an important part of 
the comprehensive dishonesty, dis- 
appearance and destruction policy 
and when this protection is ex- 
plained in relation to the other com- 
prehensive forms its relative im- 
portance can be demonstrated to 
your client and provision made for 
carrying proper and adequate 
amounts. 

If a producer undertakes to pro- 
vide his client with a well-rounded 
insurance program he cannot over- 
look the fidelity bond coverages 
available and explaining the benefits 
and protection which they afford. 


From an address on Pittsburgh Insurance 
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NUMBER of insurance men 
Ai: advised me that they have 
studied the annual statement 
blank from the standpoint of what 
it conveys, or fails to convey, to 
the mind of John Q. Public, and 
that they have questioned whether 
the statement should be a financial 
report for company executives only, 
or whether it should not also be 
understandable to every policyholder 
who cared to read it. 
Certainly the public is entitled to 
a financial statement setting forth 
the condition of every insurance 
company in a fairly simplified form 
and manner. What excuse can we 
offer for not drawing a clear and 
understandable financial picture? A 
contention to the effect that the 
public is not entitled to have clearly 
pictured the financial statement of 
its insurance company is indefen- 
sible; further, an utterance that 
insurance accounting is so technical 
and involved that its results cannot 
be summarized in a form under- 
standable to the layman, would only 
make us ridiculous. 


Public Has an Interest 


G. F. Michelbacher in his book 
entitled “Casualty Insurance Prin- 
ciples,” tells us that the financial 
statements of insurance carriers are 
fully intelligible only to the techni- 
cians. Upon reading such an obser- 
vation, I suppose most of us, being 
only human, might be momentarily 
impressed by the thought of our 
profound knowledge, and might 
wonder if our associates and superi- 
ors properly appreciate our unusual 
capabilities. It is certainly no 
exaggeration to say that few indi- 
viduals outside of insurance account- 
ants can analyze the present form 
of annual statement without assist- 
ance. 

The insurance-buying public is 
vitally interested in the soundness 
of insurance institutions, to which 
it pays huge sums of money to be 
held in trust for greater or less 
periods. ‘We may feel certain that 
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the agent in soliciting the prospec- 
tive buyer has praised to the heavens 
the virtues of the policy being 
offered, and the sound financial 
structure of the company he repre- 
sents. However, you and I, as 
members of the public, buy insur- 
ance ; and we may not care to accept 
the agent’s rosy picture without 
some verification. Before deposit- 
ing the premium, we desire to review 
the prospective insurer’s financial 
record. For identical reasons many 


other members of the public have the:.: 


same desire. I think this statement 
is proven by the many requests re- 
ceived at state insurance depart- 
ments for information concerning the 
financial condition of insurers, 


Three Groups 


At this point it might be well to 
determine of whom we speak in re- 
ferring to the public. Obviously we 
refer to the insurance-buying public; 
but I believe that group, for our 
present purposes, may be subdivided 
into three classifications. In one 
small section we find those indivi- 
duals occasionally purchasing small 
policies, who are not -particularly 
interested in the financial statement 
of the insurer. A second classifica- 
tion, also small, embraces the quan- 
tity buyer whe annually spends large 
sums for all types of insurance 
coverage. This member of the pub- 
lic is financially able to retain the 
services of insurance technicians to 
furnish him expert interpretation of 
the companies’ financial statements. 
But, in the third classification, em- 
bracing by far the majority, is found 
the average insurance buyer, who 
may be expected to purchase cover- 
age against fire on his home, a 
policy on the family automobile, 
some life insurance, and_ perhaps. 
accident and health and hospitaliza- 
tion coverage, In this section, we 
find the small business man, pur- 
chasing a limited amount of various 
coverages. No one questions his 
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intelligence, and we do know he 
reviews and understands financial 
statements of other enterprises, such 
as banking institutions and commer- 
cial and industrial organizations. 

We are agreed, then, that the pub- 
lic is entitled to a simplified financial 
statement which it can understand. 
We have now determined the group 
most in need of aid. The next 
questions to be answered would 
seem to be, first, to whom shall be 
intrusted the task of preparing a 
simplified annual statement, and, 
second, in what form should it 
appear? For the present at least, 
both questions seem to have received 
attention. Various committees of 
the’ msurance industry, after the 
completion of studies, have designed 
a revised form of annual statement 
blank for the use of the fire and 
casualty insurance companies. The 
committees advise that the new form 
embodies modern accounting prin- 
ciples, and that it will present oper- 
ating results and financial conditions 
of insurance companies on a basis 
conforming closely to the generally 
accepted methods used by other 
businesses in presenting such results 
and conditions. 


Revised Fire and Casualty Statement 


A technical discussion on the 
merits of the new proposed form, 
as compared with the present annual 
statement, is impossible at this time, 
in view of the limited space and the 
brief opportunity I have had to study 
the proposal. 

However, it should be profitable 
to review the major features of the 
proposed form. Of less importance 
to the public, but of great interest 
to company and insurance depart- 
ment personnel, is its use of an iden- 
tical combined form of statement for 
both fire and casualty companies, 


This would seem to simplify the 


problem of companies reporting 
“multiple line” activities. Although 
the revised form is a radical depart- 
ure from the present blank, it would 
(Continued on the next page} 
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appear to present the figures in a 
simpler form in so far as the public 
is concerned. The first two pages 
are more of a summary, shorn of 
confusing detail, which he who runs 
may read. The supporting detail 
is banished to the following pages, 
where he who seeks may find. The 
reporting of assets, liabilities, in- 
come, and outgo on the accrual basis 
follows the modern financial state- 


ments of other businesses. Indeed, 
the proposal is in a form the public 
is most accustomed to studying. 

We are assured that the adoption 
of the new form will not necessitate 
a revision in companies’ bookkeep- 
ing records. This assurance may 
have removed one of the major ob- 
stacles to the acceptance of any 
change by insurance companies and 
insurance departments. 

There would appear little likeli- 
hood of difficulty in the preparation 
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of the proposed statement by insur- 
ance company personnel from pres- 
ent records. In fact I believe many 
of the companies now prepare similar 
financial statements for the enlight- 
enment of those in their manage- 
ments who are more familiar with 
statements prepared on the accrual 
basis. 

Most noticeable on the asset page 
is the disappearance of the captions 
“ledger,” “non-ledger,” and “not 
admitted.” Reference to other por- 
tions of the blank must be made by 
those interested in the method of 
determining the statement values 
shown. No doubt in this revision the 
committee has removed one of the 
major causes of confusion to the 
public; as the terms, “ledger as- 
sets,” “non-ledger assets,” “gross 
assets” “assets not admitted,” and 
“admitted assets” were terms not 
generally used outside insurance 
accounting, and, therefore, conveyed 
little to the layman. 


Agents’ Balances and Uncollected 
Premiums 


The combination of agents’ bal- 
ances and uncollected premiums into 
one itemy eliminates the necessity of 
explaining to the layman the reasons 
for segregating two accounts receiv- 
able items which in his opinion may 
have equal value regardless of age 
or type of account. The provision to 
show this item “net” after deduction 
of commissions should also be help- 
ful from the standpoint of the public. 
I also doubt if the public was inter- 
ested in the separate listings of un- 
collected premiums by lines of 
business. The consolidation of all 
due and accrued interest items into 
a single entry further exemplifies 
the attempt at simplification. 

The new arrangement of asset 
items, while not a matter of great 
importance, does follow the practice 
of commercial institutions. 

The page devoted to liabilities, 
capital, and surplus represents a 
major change from the present con- 
vention form. The detailing of in- 
formation by line of business with 
respect to “Losses and Claims,” 
“Expense of Investigation and Ad- 
justment,” and “Commissions and 
Brokerage” has been discontinued. 
Aggregate entries now appear, and 
reference must be made to support- 
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ing schedules by those desiring 
further explanation. The remaining 
items on the page appear sufficiently 
descriptive for public understanding. 


Net Income 


In place of present pages 2 and 3 
showing moneys received and ex- 
pended, we find a statement of net 
income on an accrual basis. It is 
likely that from the viewpoint of 
the public the abbreviated state- 
ment arriving at net income is less 
confusing than a lengthy exhibit of 
moneys received and expended. 

After a comparison of the present 
and the proposed forms, it may seem 
as if a major surgical operation had 
been performed on our old friend the 
convention form annual statement. 

This change may come as a violent 
shock to some and require a period 
of convalescence on their part before 
they accept or reject the revision. 
Please understand I have no inten- 
tion of advocating the acceptance 
or the rejection of the revised form 
at this time. The writer has no 
authority to commit the insurance 
regulatory officials of the insurance 
departments. What I wish to convey 
is the thought that for the entire 
length of our insurance experience 
we have been accustomed to the use 
of the present annual statement 
blank ; at some time most of us have 
worked on it, at it, with it, criticized 
it, or have risen to its defense. It 
has caused the young insurance 
accountant many hours of toil and 
many a headache. In this respect 
I speak from experience. However, 
it has always been with us, like the 
aged and comfortable arm chair 
awaiting our return after a day of 
wearying toil. 


Varied Reactions 


Our reactions upon discovering 
that our favorite spot for relaxation 
had been replaced by a modernistic 
piece of furniture would probably be 
varied. A few of us—particularly 
those who have wives—might accept 
with resignation what appeared to be 
the inevitable. Others, after protest 
and a period of readjustment, would 
eventually accept the new article in 
good grace. However, a few might 
very likely give vocal expression to 
their outraged feelings at such a 
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sacrilege, and in no uncertain terms 
demand the return of the favorite 
arm chair. 


Departmental Approval 


Naturally, any revision of the 
convention form of annual statement 
must have the approval of all in- 
surance departments. The decision 
to accept the proposed form, a simi- 
lar form, or reject any modification, 
rests solely in their hands. If there 
is to be an acceptance of this or some 
corresponding form, such action will 
require an adjustment of certain 
records compiled and maintained by 
insurance departments. It might 
also require amendment of existing 
insurance laws of some states. As 
previously stated, the present con- 
vention blank has been in constant 
use for many many years, and in- 
surance departments’ staffs are ac- 
customed to its use and arrangement. 
They must be convinced that any 
other form will continue to furnish 
the data required for departmental 
information. 


The revised form of annual state- 
ment for fire and casualty insurance 
companies has been formally pre- 
sented to all the state insurance 
departments, and to the Committee 
on Blanks of the National Associa- 
tion of Insurance Commissioners, for 
their study and disposition. Of one 
thing we may feel certain, the pro- 
posal will receive the attention and 
consideration it merits as a result 
of the careful effort it represents on 
the part of the insurance industry. 
If, after carefully weighing the mer- 
its of both forms, the responsible 
officials believe it necessary to reject 
the revised form, of this one thing 
I am confident: Those individuals 
of the industry, in whose hands rests 
the responsibility for the compilation 
of financial statements and related 
statistics, have the ability and in- 
itiative to eventually design a form 
of annual statement blank acceptable 
to insurance officials, and one which 
will also be in a form understandable 
to the public. 


From an address before the National Asso- 
ciation of Independent Insurers. 
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| On December 17, 1903, theWright brothers | been in progress by such capital stock insurance 
Si} 2 Kitty Hawk, N. C., made the first successful companies as those in the Fire Association Group, 

airplane flight, establishing the principles for the | with such beneficial results that today you will 
|| control of one of Nature’s very elements, the air. | find fire protection the finest, fire insurance rates 
Kt The control of another element, fire, had long | among the lowest, in history. 
H 1947—DECEMBER hath 31 days ‘Giving is its own reward”’ 
a 
Si] 1—M.—1866, Typewriter patent issued to John Pratt. 
& 2—Tu.—1927, Lindbergh gets Congressional Medal of Honor. 

3—W.—1818, Illinois admitted to Union. 

Til 4—Th.— G Last Quarter, 7:55 A. M., E.S.T. 1915, Ford Peace Ship. 
>| S—Fr. — Start re-checking your insurance for the new year; see your agent or 
Ae broker today. 5 
4 6—Sa.-—1907, 361 died in Monogah, W.Va. mine fire. 

7—Su.—1941, Remember Pearl Harbor! 
7 8—M.—1941, Congress declared war on Japan. 
|| 9—Tu.—New possessions? See your insurance agent or broker without delay. 
AA Don’t risk loss! 
ct 10—W. —1898, End of Spanish-American War. 

11—Th.—1941, Germany, Italy declared war on U. S. 
% 12—Fr. -@ New Moon, 7:53 A. M., E.S.T. 1861, $10 million fire, Charleston. 
a 13h. — 1769, Dartmouth College Charter granted. 
3] 14—Su.—1799, Washington diced at Mount Vernon. 
$j] 1S—M. —1944, U.S. landed on Mindoro, P. I. 
‘ 16—Tu.— 1689, English Parliament passed Bill of Rights. 

17—W.—1939, Graf Spee scuttled by crew off Uruguay. 
7i| 18—Th.—1865, 13th Amendment abolishing slavery, ratified. 
| 19—Fr. —1928, First autogyro flown. 
si} 20—Sa. — > First Quarter, 12:43 P. M., E. S.T. 
$i] 21—Su.— 1620, Plymouth Rock landing. 

22—M.—Winter Solstice, 11:43 A. M., E.S.T. 
7 23—Tu.— Expert advice usually means money saved. Your agent or broker is your 
a insurance expert. 
Si] 24—W. —1812, U.S.-Great Britain treaty of peace. 
s 25—Th.—Christmas Dap. 

26—Fr. —1776, Battle of Trenton. 
{|| 27—Sa.—<s Fall Moon, 3:27 P. M., E. S.T. 
>| 28—Su.— =) 1846, Iowa admitted to Union, 29th State. 
>| 29—M.—1851, First American Y. M.C. A. established, Boston. 
* 30—To.— Are you insured against damage by riot? 
4 31—W.—1890, Ellis Island immigration depot opened. 
7 OBSERVATION for December: Ail manufacturers and merchants have stocks in H 
» trade whose valye is subject to considerable change. Sell them 
a ‘Reporting ral insurance, the — of which parallels 
4 -_ So. | i varying property value. 
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All manufacturers and merchants have 
stocks in trade, the values of which do 
not remain constant but vary from time 
to time. Find them and you will find 
opportunity for profit in “Reporting 
Form” insurance. 


Basically, insurance prepared on this 
plan provides a rubber-yardstick policy 
which is not written for a fixed amount 
of insurance but permits the insurance 
to fluctuate with and parallel the value 
of the property insured—the premium 
cost rising or falling concurrently, in 
the same relation as the insurance. The 
principal advantage. under the “Report- 
ing Form” plan, of course, is that there 
is never costly over-insurance or danger- 
ous under-insurance. 


“Reporting Form” insurance entails 
no unnecessarily complicated bookwork 
on the part of the insured. There is no 
requirement that physical inventories 
be kept. Ability to report monthly an 
adequate value is all that is required to 
satisfy the conditions of the form. 


You'll find that “Reporting Form” 
insurance will help you stretch commis- 
sions and make client-friends. It’s easy 
to become thoroughly familiar with the 
possibilities of this contract. Just ask 
your local Fire Association Group rep- 
resentative for information and help. 


Fire Association Group, 401 Walnut 
St., Philadelphia 6, Pa. Branches in 
Atlanta, Chicago, Dallas, New York, 
San Francisco, Toronto, 


Try these ideas in your 
local, and direct mail 
advertising. 
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INSTALLMENT SALES FLOATER 


HAROLD O. MOLITOR 


long been potentially one of the 

most lucrative premium produc- 
ing lines offered in the entire inland 
marine field. This line has recently 
been made even broader in almost 
all states when it became legal to 
extend the installment sales floater 
to include property in possession of 
dealers under “Floor Plan,” pro- 
vided : 

1. Such merchandise is encum- 
bered to a bank or lending institu- 
tion and specifically identified as so 
encumbered ; 

2. The dealer’s right to sell or 
otherwise dispose of such merchan- 
dise is conditioned upon its being 
released from encumbrance by the 
bank or lending institution; and 

3. That such policies cover in 
transit and do not extend beyond the 
termination of the dealer’s interest. 

The floor plan policy in itself is 
being approached rather warily by 
almost all of the marine companies 
and possibly, justly so, because in 
itself, it is new and the companies 
have not had an opportunity to get 
the normal insurance spread and 
experience that they have on other 
lines. 


Tice installment sales floater has 


Large Sales Potential 


I immediately follow that state- 
ment with a statement that seemingly 
refutes my previous remarks in that 
it has been brought to my attention 
that some of the companies, possibly 
even the company with which I am 
associated, have been known to go 
so far as to write an all risk policy 
for floor plan merchandise. I am 
absolutely sincere when I say that 
most of us are only experimenting 
at this particular time and I hope 
that as time goes on we will be able 
to come up with a more complete 
plan. 

From a sales standpoint, I cannot 
actually see why floor plan insurance 
could not be sold to every banking 
and financial institution doing any 
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financing of that type by simply 
asking them for permission to write 
that type of a policy covering the 
merchandise they are financing. So 
as not to get the cart before the 
horse—in other words, giving some 
of the sales appeals before I tell 
you what the policy is, I am going 
to take a few moments and outline 
briefly just what floor plan insurance 
is. 

The original intent of floor plan 
insurance was that an inland marine 
policy could be written that would 
protect a banking institution or fi- 
nance company against a loss or 
damage to merchandise that they 
might be financing for some whole- 
saler or retailer while he had such 
merchandise in his store or ware- 
house; in other words, on his floor. 
Quite obviously, there is a great 
need for such protection insofar as 
a financial institution is concerned 
because you can readily appreciate 
that when a customer buys $20,000 
worth of refrigerators with only a 
down payment of $5,000, the only 
security for the finance house is the 
refrigerators on the floor. If some- 
thing should happen to those re- 
frigerators, and there was not some 
form of insurance in effect, quite 
obviously the dealer might be wiped 
out, and in turn, since the only 
security the finance house has is the 
refrigerators, they could probably 
not collect the unpaid balance due 
them. 


Old Style Method 


The way most financial institu- 
tions have been able to eliminate this 
worry in the past is that when they 
do finance anything on a floor plan 
they immediately insist that their 
customer procure an insurance policy 
ranging anywhere from fire to all 
risk to protect their interest in the 
merchandise until it is finally paid 
for by the dealer. This, of course, 
has always been very cumbersome 
and causes a certain amount of 


trouble and puts obstacles in the 
way of a bank or financial institu- 
tion in completing a loan which they 
may be desirous of completing. 

The installment sales floater floor 
plan policy is the ideal answer if 
written properly, to protect the bank 
or financial institution against any 
possible loss that might happen to 
the merchandise while it is being 
financed. 

All that actually is in existence 
under such a policy is simply a — 
standard policy written in favor of 
a financial institution, which states’ 
that in the event there would be al 
loss caused by any of the insured 
perils and by virtue of that loss the 
financial institution could not collect 
its money, then the insurance com- 
pany would step in and pay. The 
important factor behind all this is 
the method of approach. 


Preserving Good Will 


From my own personal standpoint, 
I do not believe that the best form to 
sell a finance house is the form of 
insurance which protects only the fi- 
nancial house interests for the quite 
obvious reason that in the event 
there should be a loss caused by one 
of the perils insured and the financial 
house could not collect its money, the: 
insurance company would have full 
subrogation rights against the origi- 
nal purchaser of the merchandise 
and they, of course, would exercise 
those rights. This causes distaste on 
the part of the purchaser of the 
merchandise, and, of course, does 
the one thing the financial institu- 
tion doesn’t want to have happen, 


_ and that is destroy, at least in this 


one corporation, the good will of that 
financial institution. 

A possible answer to that problem 
is to extend the policy so that it 
covers, not only the interests of the 
financial institution, but also the. 
interests of the purchaser of the 
merchandise. In other words, if 

(Continued on the next page) 





Installment Floater—Continued 


you purchase $20,000 worth of re- 
frigerators, and you still owe $10,- 
000 on them when they are de- 
stroyed, then the insurance company 
immediately steps in and pays the 
$10,000 with no rights of subroga- 
tion and, of course, the financial 
house doesn’t have to exercise any 
attempt at collection because you 
are insuring from the very begin- 
ning, both the loaners interest and 
the interest of the purchaser. 


I personally would believe that the 
ideal method to sell would be a pro- 
gram under which you would truly 
cover the financial house’s interest 
and the interest of the ultimate pur- 
chaser in that you would write a 
policy covering the full value of the 
merchandise, from the day it was 
purchased, until the day it was paid 
for. In other words, if this same 
$20,000 worth of refrigerators was 
covered under a full interest policy, 
the financial institution would be in 
the very enviable position of being 
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MYSTERY MAN 


Employees spend an average of 7 hours out of every working day on the 
job. But even after years of service, how well does any employer really 


Family illnesses and death; high living costs and the struggle to make 
ends meet; bad companions; gambling—thesé are the foremost reasons 
why honest employees become thieves. And it’s a rare employer who knows 
his people well enough to know when such danger threatens. 

That's why, in big business or small, correct Fidelity Coverage is the only 
assurance an employer has that he won't suffer a serious loss through em- 


With “American's” four types of Dishonesty Bonds, you can provide the 
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able to retire the unpaid note and 
also to forward to their dealer the 
money he has already paid, thereby 
enabling the dealer to continue in 
business, or at least to remove the 
sting from the loss which he has 
just suffered. 


Simple Rating Program 


There is not a great deal more 
to be said about floor planning other 
than that the rating program on it 
is quite obviously simple because all 
that is necessary for an underwriter 
to know is where the location of the 
merchandise is, what that fire rate 
is, and then add on to that whatever 
loadings are necessary for coverages 
other than fire to give an -adequate 
premium on a full value basis. By 
the same token, if you are only writ- 
ing the policy on a dual interest 
basis, covering the financial institu- 
tion and the purchaser for the un- 
paid balance, then you apply the 
same rate, but only on the unpaid 
balance. If you are covering only 
the interests of the financial institu- 
tion, that rate would be reduced con- 
siderably because then you would 
have a contingent lability in that the 
bank would have to exercise all their 
collection rights before the insur- 
ance company would have a loss. 

The biggest problem behind the 
whole thing as I see it is the trouble 
an agent is going to have to find 
any insurance company being partic- 
ularly anxious to write floor plan 
insurance on financial houses, par- 
ticularly under the so-called valued 
or dual interest forms. A tip to the 
wise might be sufficient at this time, 
which gives me the perfect chance to 
launch into the regular installment 
sales floater, and that is I think al- 
most every company would be in- 
terested in writing the floor plan if 
the agent will be good enough to 
include along with it, coverage for 
the banking institution or financial 
house, on all merchandise they sell 
under their regular installment sales 
program. In other words, every- 
thing from threshing machines, on 
down to washing machines. I am 
going to go over the more or less 
standard forms offered by the com- 
panies today on installment sales and 
attempt to introduce to you a form 
which is being tried by many of the 

(Continued on page 52) 
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COMMINGLING REGULATION 


EW rules for the handling of 
Novena by insurance agents 
and brokers were established 
by Superintendent of Insurance 
Robert E. Dineen in a regulation 
issued November 12th. Its purpose 
is to facilitate compliance with sec- 
tion 125 of the New York Insur- 
ance Law, which prohibits an agent 
or broker from mingling premium 
collections with his own funds or 
other funds in his control. It was 
prepared and issued following ex- 
tended consultation by the Insurance 
Department with a special commit- 
tee of the industry, including repre- 
sentatives of the principal agents’, 
brokers’ and company organizations. 
Commenting on the new regula- 
tion, Superintendent Dineen said: 
“Experience has demonstrated that 
‘borrowing’ by agents or brokers 
from premium collections for per- 
sonal or business purposes is likely 
to lead to serious financial trouble. 
Fortunately, abuses of this kind are 
not numerous in proportion to the 
number of agents and brokers li- 
censed by the state, but. when they 
occur they reflect on the entire busi- 
ness and often lead to waste and 
extravagance. No agent or broker 
should be permitted to finance him- 
self with the funds of his clients or 
companies. The fact that the indus- 
try has cooperated wholeheartedly 
in the drafting of the regulation in- 
dicates their endorsement of the 
principles involved. The new rules 
should permit a clear understanding 
of the basis of compliance with Sec- 
tion 125, and enable the Insurance 
Department to enforce the statute 
on a practical basis.”’ 

The statute was introduced during 
the administration of Superintendent 
Louis H. Pink, passed by the Legis- 
lature in 1939, and signed by former 
Governor Herbert H. Lehman. It 
establishes the fiduciary capacity of 
agents and brokers in the following 
language: “Every insurance agent 
and every insurance broker acting 
as such in this state shall be respon- 
sible in a fiduciary capacity for all 
funds received or collected as in- 
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surance agent or insurance broker, 
and shall not, without the express 
consent of his or its principal, mingle 
any such funds with his or its own 
funds or with funds held by him or 
it in any other capacity. Nothing 
herein contained shall be deemed to 
require any such agent or broker 
to maintain a separate bank deposit 
for the funds of each such principal, 
if and as long as the funds so held 
for such principal are reasonably as- 
certainable from the books of ac- 
count and records of such agent or 
broker, as the case may be.” 


Text of the Regulation 


The complete regulation follows: 

1. This regulation is issued for 
the purpose of interpreting and fa- 
cilitating compliance with Section 
125 of the New York Insurance 
Law. 

2. Every insurance agent and in- 
surance broker who does not have 
the express consent of his or its prin- 
cipals (insurer or insurers) to 
mingle premium monies with his or 
its personal funds shall hold such 
premium monies separate from other 
funds in accordance with the follow- 
ing rules: 

(A) Agents and brokers who do 
not make immediate remittance to 
their companies shall not deposit 
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premiums in office operating ac- 
counts, but shall keep such’ monies 
in a separate bank account from 
which no disbursements shall be 
made other than for payment of pre- 
miums to companies, return pre- 
miums to assureds, for the transfer 
of commissions or the withdrawal 
of voluntary deposits. 

(B) Voluntary deposits in the 
premium account in excess of those 
premiums collected and unpaid to 
companies may be made for the pur- 
pose of maintaining a minimum bal- 
ance, to guarantee the adequacy of 
the account, or for the purpose of 
the payment of premiums to the com- 
panies in advance of their collection 
and when so made may not be with- 
drawn except to the extent that the 
remaining balance is at all times 
equal to the total of net premiums 
collected and unpaid to insurers. 

(C) The deposit of a premium 
collection in a separate bank account 
shall not be construed as a mingling 
by the agent or the broker of the 
net premium and of the commission 
portion of the premium ; the commis- 
sion portion of premiums may be 
withdrawn from the separate bank 
account at the discrction of the agent 
or broker. 

(D) The maintenance in a sep- 
arate bank account at all times of at 
least the net balance of premiums 
collected and unpaid to the compa- 
nies by agents operating under the 
“account current system” shall be 
construed as compliance with this 
regulation and with Section 125 of 
the Insurance Law, provided that 
the funds so held for each such prin- 
cipal are reasonably ascertainable 
from the books of account and rec- 
ords of the agent. 

(E) Agents and brokers who 
make immediate remittance of col- 
lections to their companies need not 
maintain separate bank accounts for 
such collections. 

3. This regulation is made pur- 
suant to Sections 21 and 125 of the 
Insurance Law and shall take effect 
on January 1, 1948. 

Robert E. Dineen 
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Merchandise Mart, world’s largest office building, as seen from across the Chicago River. 


eee strength that draws from her tireless soil’”—IIlinois floats on a sea of 
coal and ranks high in farm, oil and mineral production. Industrially, Illinois’ plants 
make nearly every conceivable article. Its meat-packing operations, largest in the United 
States, are famous throughout the world. Chicago is America’s second city in size and 
in volume of trade and manufacture. 

In giving security to the diversified industries of this great state, we are continuously 
“Serving the Leaders.” 
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COMMISSION AGREEMENTS 


T THE annual convention of 
Ae National Association of 

Insurance Agents at Atlantic 
City in October 1947, there was 
before the National Board of State 
Directors the question: “Should the 
National Association Policy with 
Respect to Commissions Be Rede- 
fined?” That presupposed that the 
National Association has a policy on 
the commission question. I suppose 
this is true, even though it may be a 
nebulous and uncertain one. In 
ancient times it was not uncertain. 
The policy was not to deal with 
commissions at all. But changing 
and shifting conditions over the 
last decade have brought to the fore 
the necessity for a definite policy 
at the present time. A commission 
policy is tied into and has become 
a part of company desire to meet 
competitive conditions, accelerated 
by demands from insurers. 


The Primary Question 


Therefore, the question should be 
reexamined in relation to federal 
statutes now applicable to the busi- 
ness of insurance. Generally speak- 
ing again, the operation of these 
statutes has been suspended until 
July 1, 1948. However, it would 
not be a part of wisdom to wait 
until that date arrives before consid- 
ering the questions presented. 

The primary question to be con- 
sidered is whether or not it is legal 
for a group of agents operating 
through an association to agree 
amongst themselves that they will 
undertake to negotiate a reasonable 
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and adequate commission compensa- 
tion, or agree between themselves 
and a group of insurance companies 
with reference to such commissions, 
provided that such a group of com- 
panies is willing so to agree. 

A concurrent question also arises 
as to whether or not either of such 
agreements, if effectuated, would 
constitute or would have any sub- 
stantial relation to price fixing. 
These questions are not so simple as 
to admit of an immediate yes or no 
answer. 


Free Enterprise 


It is argued by some that the free 
enterprise and individual initiative 
system ought to be applied to in- 
surance in all its pristine glory, 
without restrictive and hampering 
legislation, and without agreements 
of any kind. But I am not at all 
sure that free enterprise that is 
entirely free, and rugged individual- 
ism that is entirely rugged, is 
applicable to the business of insur- 
ance. We have seen some examples 
of such operations which have pro- 
duced tragic consequences in the 
crash of the free and rugged, with 
policyholders left holding the bag. 

It will be remembered that the 
Superintendent of Insurance of the 
State of New York in 1946 sub- 
mitted to the Attorney General, an 
extensive discussion concerning the 
transaction of the insurance business 
as carried on by the New York 
Fire Insurance Exchange, for the 
purpose of securing from the At- 
torney General an opinion, among 


other things, governing commissions. 
The Superintendent’s theory was 
that if the practices of the Exchange 
in this behalf are unduly restrictive 
and in restraint of trade, it would be 
necessary to decide whether the 
commissions should be unregulated 
or whether they should be controlled 
under some regulatory scheme. 


Attorney General's Opinion 


The Attorney General in respond- 
ing gave it as his opinion that the 
legislative act under which the Fire 
Insurance Exchange was organized 
did not give the Exchange power to 
fix commissions, citing Importers 
and Exporters Ins. Co. v. Rhodes 
239 N. Y. 420. He also cited the 
case of Potomac Fire Ins. Co. v. 
State 18 S. W. (2d) 929, holding 
that an agreement between two com- 
panies as to commissions, was in 
violation of a restrictive antitrust 
statute of Texas, specifically made 
applicable to the business of insur- 
ance. 


The Potomac Ins. Co. case, re- 
ferred to by the Attorney General, 
was not considered binding, or even 
persuasive, by the Supreme Court 
of Missouri in the case of Missouri 
v. American Ins. Co. 200 S. W. 
(2d) 1 (1946), where an agree- 
ment amongst companies not to pay 
more than a fixed commission and 
requiring agents not to represent 
non-association companies, was held 
not to be in violation of the Missouri 
antitrust law. There was also in- 
volved in this case a non-intercourse 

(Continued on the next page) 
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The situation at the present time 
is that the Federal Congress under 
Public Law 15 has vested in all 
the states the right to regulate the 
business of insurance, one angle of 
which is the making of rates, or, in 
other words, the fixing of the price. 
The price fixing machinery is the 
Rating Bureau created under a 
state law and the price fixing is 
under the administration of the 
Commissioner of Insurance. 


Commission Agreements—Continued 


or clear agency rule, prohibiting 
a company from remaining in any 
agency where such agency repre- 
sented a non-association company. 
Notwithstanding Missouri has a 
restrictive antitrust law specifically 
relating to insurance, the court 
could see nothing illegal in the 
companies having and maintaining 
the agreement challenged. 


NEW HAMPSHIRE PERSONALITIES 
Horace Greeley 


A man of genius, marked from his cradle 
to inspire, animate and instruct his fellow 
man,”’ Horace Greeley was born on a pov- 
erty-stricken farm near Amherst, New 
Hampshire, in 1811. From his earliest days, 
the printed word attracted him and it is not 
surprising that he went to New York, al- < 
most penniless, in 1831 to start his career. 
After ten years of type-setting, 
writing, editing and pub- ~ 4 
lishing, he established the : 
New York Tribune which, 
during the War between 
the States, became the 
**Trumpet of the Nation.” 
If an 84-hour work week is 
now forty, it was the 7ribune 
that —_ _— — cudgels ow ! 
the worker. Greeley organized ZZ = $< << Ss 
the first printers’ union and QQ pees ZRars 
was its first president; he insti- SS QRS 
tuted the idea of profit-sharing 
by selling many of his Tribune 
shares to his associates. Despite B 
cutting ridicule, he championed ™ 
woman’s right to vote. A mighty WSS 
force in the preservation of the 
Union, he urged the “clasping of hands 

across the bloody chasm” when such words were not readily ac- 
cepted by a nation pitched to the emotionalism of civil war. He 
stands today the model of editors, “doing no man’s bidding, but 
speaking his own thoughts.” 


NEW HAMPSHIRE 
FIRE INSURANCE COMPANY 
MANCHESTER, 

NEW HAMPSHIRE 
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I remember that the Superin. 
tendent of New York stated upon 
one occasion that he believed that 
agreements to fix part of a price. 
such as commissions, in insurance, 
are just as illegal as agreements to 
fix the whole price. But it is sub- 
mitted that any agreement amongst 
agents as to what they consider to be 
a fair and reasonable consideration 
for services rendered, is in no respect 
a price fixing determination, because 
the agents have no power or author- 
ity under law or under the custom 
of the country, to fix the price they 
may demand for their services, and 
they have no power to effectuate 
such an agreement if reached. It 
must therefore be concluded that 
an agreement among agents as to 
commissions desired, cannot be in 
violation of federal statutes. 

However, one should not over- 
look a possible subsequent move- 
ment of attempting to impinge any 
such agreement on company manage- 
ment by entering into an agreement 
to boycott, coerce or intimidate, or 
engaging in any act of boycott, 
coercion or intimidation. Such might 
entail dangerous consequences. 


Agreement Not Final 


The next step is the effect of an 
agreement between an association of 
agents and an association of com- 
panies (assuming that the companies 
desired such an agreement) as to 
fair and reasonable commissions as 
compensation. Here the operation 
is carried one step farther from an 
agreement between agents alone, to 
a compact between agents on the one 
hand and companies on the other. 
The question still remains as to 
whether such an agreement, if 
effectuated, becomes a price fixing 
agreement with reference to insur- 
ance rates. In other words, would 
such an agreement immediately in- 
corporate itself into and as a part 
of the price the public must pay for 
insurance protection? 

As we understand the rating laws 
enacted by the several states, it 
must be apparent that an agreement 
between companies and agents on a 
fair and reasonable compensation, 
does not compel the rate making 
machinery to accept that agreement 
as final or to embody it in the rate 
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as finally made. The state statutes 
provide that rates shall be made by 
licensed rating bureaus under the 
administration of the Department of 
Insurance. There lies the sole and 
only price fixing power. The rating 
bureau is under no compulsion to 
accept any agreement from anyone 
if and when tendered to the rating 
bureau as a recommendation. The 
bureau has complete autonomy over 
the making of rates uninfluenced by 
either companies or agents, and un- 
influenced by any agreement at 
which those two bodies may have 
arrived with reference to commis- 
sions. 


Some Agreements Legal 


Further than this, the Supreme 
Court of the United States has de- 
cided that all agreements embodying 
elements of price are not illegal 
‘Appalachian Coals v. U. S. 288 
U. S. 344). As pointed out by 
Toulmin in “Trade Agreements and 
the Anti-Trust Laws,” these cases 
“clearly point the way for reason- 
able business cooperation amongst 
competitors for preventing abuses in 
a trade due to secret price making 
and rebates and other unethical price 
cutting tactics. The Appalachian 
Coals case opened to business men 
an entirely new era of legal coopera- 
tion by having various units of an 
industry enter into a contract for 
the joint sale through a controlling 
organization of their own making of 
their several promotive units. This 
was another way for that group of 
manufacturers to eliminate price 
cutting as between them as long as 
they conformed to the general rules 
so as not to unduly restrict competi- 
tion to an unreasonable degree.” 


(p. 14) 


If I might paraphrase this Appa- 
lachian Coals case, it would read: 
This case opened to the insurance 
business an entirely new era of legal 
cooperation by having various units 
of the industry, such as agents and 
companies, enter into a contract for 
a reasonable agreed commission in 
the sale of insurance policies through 
organizations of their own making 
in order to promote reasonable uni- 
formity in the price to be charged 
for insurance and to prevent abuses 
in price cutting or commission pay- 
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Highlights IN INSURANCE HISTORY 


FROM AN ANCIENT MYTH 


The Board of Fire Underwriters is an evo- 










lution of the “Salamander Society”, whose 






picturesque title was based on the ancient 






myth that salamanders could live in, or even 
quench, fire. While this famous Board, or- 
ganized in 1819 and given its present title in 








1866, has not discovered a human capacity 






for living in flames, its members have learned, 






among other discoveries and accomplish- 






ments, more about quenching flames than its 






founders could ever have imagined. 






Since their foundation, the National Union 
and Birmingham Companies have had a part 






in the solution of many seemingly unsolv- 









able fire insurance problems. 
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and Birmingham 


FIRE INSURANCE COMPANIES 






PITTSBURGH % : PENNSYLVANIA 


“saya 





nw 
Ca) | 
\ BH A He 


4 


Wl 


some agreement where there was 
inherent power to impinge such 
agreement on the rate. A so-called 
fixing of a part of the price, namely 
the commission part, is not and could 
not be, a price fixing agreement for 
the reason that the agents, either 


ments as between companies, so long 
as they conform to the general rules 
so as not unduly to restrict competi- 
tion to an unreasonable degree. 


Price Fixing Power 


Reverting now to the idea that the 
fixing of a part of the price might be 
illegal, we have noted that there 
would have to be present an actual 
fixing of a part of the total price by 


acting for themselves or the agents 
and companies acting jointly, are 
wholly without power to implement 
any such agreement in the price 


(Continued on the next page) 
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Commission Agreements—Continued 


structure for insurance. The price 
fixing power with relation to in- 
surance rates rests elsewhere than 
in either companies or agents. 


Conclusion 


I am therefore obliged to conclude 
that an agreement amongst agents 
working through their association, 
to the end of maintaining or securing 
a fair and reasonable compensation 
for their services, is not an illegal 
act; and I am also obliged to con- 
clude that a like agreement between 
insurance agents and insurance com- 
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panies is not a price fixing agree- 
ment for the reasons hereinabove 
pointed out reconciled with the 
authority above cited. The absence 
of such an agreement might well 
create bad competitive and chaotic 
conditions. 

However, the Appalachian Coals 
case, supra, would seem to furnish a 
sensible and normal plan for a pro- 
gram. The Supreme Court at page 
360 said: 

“|. . The restrictions the [Sher- 
man] Act imposes are not mechani- 
cal or artificial. Its general phrases, 
interpreted to attain its fundamental 
objects, set up the essential standard 
of reasonableness. They call for vig- 
ilance in the detection and frustra- 
tion of all efforts unduly to restrain 
the free course of interstate com- 
merce, but they do not seek to 
establish a mere delusive liberty 
either by making impossible the 
normal and fair expansion of that 
commerce or the adoption of rea- 
sonable measures to protect it from 
injurious and destructive practices 
and to promote competition upon a 
sound basis... . (Emphasis sup- 


plied) 
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“In applying this test, a close and 
objective scrutiny of particular con- 
ditions and purposes is necessary in 
each case. Realities must dominate 
the judgment. The mere fact that 
the parties to an agreement elimi- 
nate competition between themselves 
is not enough to condemn it. ‘The 
legality of an agreement or regula- 
tion cannot be determined by so 
simple a test, as whether it restrains 
competition. Every agreement con- 
cerning trade, every regulation of 
trade, restrains.’ Board of Trade y, 
United States, 246 U.S. 231... .” 

These agreements would not seem 
to be any combination or conspiracy 
in restraint of trade or commerce: 
nor the entering into of any mo- 
nopoly nor attempting to monopo- 
lize, nor combining or conspiring 
with others to monopolize any part 
of the insurance trade or commerce: 
nor entering into any agreement to 
boycott, coerce or intimidate any 
person, nor engaging in any act of 
boycott, coercion or intimidation; 
nor engaging in any unfair methods 
of competition or any unfair or de- 
ceptive acts or practices in the con- 
duct of the business of insurance, as 
prohibited by the federal statutes. 


Association's Policy 


Acting upon the representations 
hereinabove made, the National 
3oard of State Directors of the Na- 
tional Association announced at At- 
lantic City the following preliminary 
policy : 

“Tt would be unwise for any sub- 
division of the business arbitrarily 
to attempt any adjustment of the ex- 
pense of doing business or any factor 
thereof until actual accounting facts 
be obtained by both companies and 
agents. In view of the fact that the 
National Association is now engaged 
in making a complete survey of 
agency operating cost reconciled to 
their total income, any summary ac- 
tion to disturb present compensa- 
tion to agents on any class of insur- 
ance would be unfair, and a disserv- 
ice to the public interest. 

“The Directors request the Na- 
tional Executive Committee or other 
committees designated by it to con- 
tinue their study of expense loadings 
in rating plans which will be satis- 
factory to state associations and in 
the public interest.” 


Best’s Fire and Casualty News 
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UNDERWRITING PROEIT 


ITHDRAWAL of approval 
W:: the New York Insurance 
Department and the Na- 


tional Association of Insurance 
Commissioners of the 1921 Standard 
Profit Formula for fire insurance 
and development of a revised method 
are recommended in a memorandum 
by Special Assistant Roy C. Mc- 
Cullough of the New York Depart- 
ment released by the Commissioners’ 
Special Sub-Committee which is 
considering the problem. 

Briefly the 1921 formula computes 
underwriting profit (or loss) by de- 
ducting incurred losses and expenses 
from earned premiums, specifies 5 
years as the minimum period for 
dependable experience, defines a con- 
flagration as any loss in excess of 
$1,000,000 and specifies that the first 
$1,000,000 of loss is chargeable to 
the state in which it originates with 
the balance pro rated to all states 
in proportion to premium income of 
each state. The formula then de- 
fines a reasonable underwriting 
profit as 5%, plus 3% for conflagra- 
tions with the proviso that the con- 
flagration allowance be adjusted if 
and when the records show that it 
is either excessive or inadequate. 


1921 Formula Held in Error 


The McCullough report holds the 
1921 formula to be in error in sev- 
eral respects, particularly in the 
treatment of prepaid expenses, in 
disregarding investment income at- 
tributable to the underwriting activi- 
ties of the companies and in the 
allowances for profit and conflagra- 
tions. The charging off of prepaid 
expenses in the year of occurrence, 
Mr. McCullough states, creates a 
substantial distortion which, if not 
corrected, may result in an error in 
the rate level of as much as 5%. 
Investment income having its origin 
in underwriting activities currently 
amounts to from 214% to 3% of 
earned premiums, the memorandum 
points out, after separation of invest- 
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ment income attributable to the 
stockholders’ equity in the business. 
Commenting upon the margins of 
5% for underwriting profit and 3% 
for conflagrations provided in the 
1921 formula, Mr. McCullough esti- 
mates that if these margins’ had 
actually been attained in the 25 
years following the adoption of the 
formula, the extra cost to policy- 
holders of stock fire and marine in- 
surance companies doing business in 
New York State would have been 
one and three-quarter billion dol- 
lars. Actual statutory underwriting 
profits were 1.7% in this period and 
conflagration losses were only six- 
tenths of one per cent of country- 
wide net premiums written, after 
charging the first million dollars of 
each conflagration to the state in 
which it occurred, as provided by 
the formula. 


Superintendent Dineen, comment- 
ing on the sub-committee’s study and 
the McCullough memorandum, said, 
“Mr. McCullough has properly em- 
phasized in his report that: ‘Unless 
stockholders and prospective stock- 
holders can be assured of a return on 
their money proportional to the risk 
involved and comparable with the 
yield of other competitive securities, 
the capital credit of the business will 
be seriously impaired and the indus- 
try will be unable to obtain the large 
amounts of capital which are its 
main tools in the expansion of its 
services and the fulfilling of the 
needs of the public.’ The sub-com- 
mittee’s efforts are directed toward 
evolving a method of dealing with 
the problem which will utilize the 
improved statistical data now avail- 
able in the fire insurance business. 
Reconsideration of the formula at 
this time is particularly important 
because of the increased responsi- 
bility of state supervisory authorities 
under the rate regulatory laws re- 
cently enacted in most states. The 
sub-committee hopes to arrive at a 
solution that will merit ready ac- 
ceptance by rate regulatory author- 
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ities and the industry, and at the 
same time will enable the insuring 
public to know that the margin for 
profit in the premiums which they 
pay is reasonable. An excessive rate 
is intolerable in a business affected 
with a public interest, while an in- 
adequate rate imperils the very se- 
curity which the policyholder seeks 
to obtain.” 


Sub-committee Statement 


The sub-committee, in receiving 
the McCullough study, states “We 
express no opinion as to its merits 
or demerits at this time. It is re- 
ceived solely to furnish a basis for 
further discussion. Since it covers 
new phases of the problem not here- 
tofore explored by this committee 
and upon which the industry has 
had no opportunity to submit briefs 
or memoranda, we believe that ad- 
ditional opportunity should be given 
to all interested parties to submit 
further briefs.” 

The summary and recommenda- 
tions of the McCullough report fol- 
low : 

“Research conducted in this study 
bears. out the following factual con- 
clusions: 

(1) The basis for the agreement 
leading to the adoption of the 1921 
formula is not clear. There is no 
evidence showing what factual data 
were before the parties. It is safe to 
assume that if the agreement was 
based on a statistical analysis, the 
passage of twenty-five years may 
have changed the premises on which 
the Commissioners relied. 

(2) The method used in the 1921 
formula for determination of under- 
writing profit contains a fundamental 
error in that it permits the charging 
off of all prepaid expenses in the 
year of occurrence. This defect is 
recognized by competent analysts 
and is also recognized by some of the 
companies in the preparation of their 
reports to stockholders and pros- 

(Continued on the next page) 
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SECURITY 
A Staple Commodity 


Security . . . sought and 
hoped for by every one. 
Security, not to be bought 
or sold. Security, the im- 
pulse that creates busi- 
ness and prosperity. Each 
person seeks some kind 
of security. Hanover is 
secure in the knowledge 
that our years of experi- 
ence have earned us the 
confidence that we point 
to with pride and satis- 
faction. 

We have been satisfying 
the needs of our clients 
in a prompt, progessive, 
friendly manner, which 
has resulted in a return 
of confidence from the in- 
sured, through the agents, 
to us. 

Confidence — the warm 
calling card between the 
client and the agent is 
yours—by consulting our 
field men for competent, 
friendly advice. Security 
—the direct result of well 
being brought by this 
confidence. 


* 


THE HANOVER 
FIRE INSURANCE CO. 


OF NEW YORK 
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THE FULTON 
FIRE INSURANCE CO. 


NEW YORK 
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HOME OFFICE 
111 John St., New York, N. Y. 


WESTERN DEPT. 
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Chicago 4, Ill. 
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Underwriting Formula—Continued 


pectuses for issuance of new se- 
curities. The distortion caused by 
this error is substantial, and if not 
corrected might result in an error 
in the rate level of as much as 5%. 
Correction of the error will pose 
certain transition problems insofar 
as Federal income taxes are con- 
cerned. 

(3) The 1921 formula is in error 
in that it disregards certain invest- 
ment income having its origin in the 
underwriting activities of the com- 
panies. The amount of this error is 
large and under present circum- 
stances amounts to about 244% to 
3% of earned premiums. Investment 
income is inextricably interwoven 
with the underwriting activities of 
the companies. Apparently, this 
factor was recognized by the 1921 
Fire Insurance Committee which 
saw fit to deal with the situation by 
allowing exclusion of all investment 
income in return for a reduction in 
the conflagration allowance from 
5% of earned premiums to 3%. In 
relating investment income to un- 
derwriting profit, consideration of 
capital gains and losses should be 
excluded. 

(4) The present method of com- 
piling classified statistics does not 
provide for segregation of conflagra- 
tion losses in accordance with the 
provisions in the 1921 formula. 

(5) The 1921 profit formula is 
in error in allowing a total under- 
writing profit of 8%. Statutory un- 
derwriting profit for the twenty-five 
years following adoption of the form- 
ula was less than 2%. Had the 8% 
standard been attained, the addi- 
tional premium bill to the public 
would have been 134 billion dollars. 
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In arriving at a reasonable substitute 
for the excessive 8% allowance, con- 
sideration should be given to a rea- 
sonable return on the equity capital 
invested in the fire industry. 

(6) The 1921 formula is in error 
in that it incorporates, as part of the 
above-mentioned 8%, a 3% under- 
writing profit allowance for the con- 
flagration hazard. A proper allow- 
ance would be in the neighborhood 
of 1% and should be conditioned on 
the segregation of funds produced 
thereby. 

(7) The 1921 profit formula has 
not been adopted by the courts in 
insurance rate cases aS a sound 
standard for judging the reasonable- 
ness of rates. 


Recommendations 


“As a result of the study it is 
recommended that action be taken 
to achieve the following ends :— 

1. Withdrawal of the approval of 
this Department and the N.A.I.C, 
to the 1921 standard profit formula 
until such time as a suitable standard 
be devised in place of that formula. 

2. Development of a_ revised 
standard or formula containing rec- 
ognition of the following principles: 

(a) In the computation of under- 
writing profit expenses should be al- 
lowed as a deduction only in the 
year to which they are properly at- 
tributable rather than the year of the 
accident of their occurrence, in ac- 
cordance with the discussion above. 

(b) Inclusion as part of the un- 
derwriting profit of that portion of 
the investment income of the com- 
panies which is properly attribut- 
able to their underwriting activities. 

(c) Removal of all extra confla- 
gration allowances until such time as 
a feasible plan for the segregation of 
the additional conflagration premium 
and the parallel statistics can be pro- 
duced. 

(d) Establishment of a flexible 
means for determining the profit 
allowance factor in the rate structure 
based on the return on capital and 
considering the rate of investment 
yield and the ratio of earned pre- 
mium income to invested capital. 

3. Revision of the convention 
statement and the Fire- and Marine 
Exhibit to reflect company income in 
accordance with the above prin- 
ciples.” 


Best’s Fire and Casualty News 
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somewhere.... 


The employee doesn’t intend to be 
dishonest . . . but need of money 


. opportunity ... 


Every organization needs protec- 
tion from this constant threat. 


Every executive needs the peace 
of mind made possible through 


Central Surety 
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of ten outstanding examples of American architec- 
ture. Rutted wheel tracks are still visible on the 
old Oregon Trail. Well defined trails for 
insurance progress are also plainly 


visible. 
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Comprehensive Dwelling Coverage 


AVE you ever been through 
H: hurricane, accompanied by 

wave wash and rising waters? 
We went through one on September 
19th. The fury of the storm was 
mild when compared to the fury of 
the assureds when they discovered 
that their windstorm policies did not 
cover wave wash or rising waters 
even though they accompanied and 
were the result of the wind. 

On all sides we heard; “All in- 
surance companies and their agents 
are crooks—storm damage is storm 
damage no matter how it is caused. 
They give it to you in the big print 
and take it away in the little.” Even 
after they were shown the policy 
exclusions, which are quite clear, 
they were still indignant. Why had 
they not been told of these exclu- 
sions? Why didn’t insurance com- 
panies sell a policy that would pro- 
tect? The New Orleans Item played 
up the situation by headlines across 
the entire front page, “Clears Up 
Storm Insurance” “Policies Do Not 
Cover Flood Damage—Owners Face 
Heavy Loss On Property.” 


Has Happened Before 


This is not an unusual situation. 
It has happened before. Often, for 
political purposes, public officials in- 
ject themselves into the picture—it’s 
happened before, and it will happen 
again—unless—the large majority 
of insurance companies are willing 
to offer a Comprehensive Dwelling 
Policy with broad, almost all-risk 
coverage. 

This suggestion is not new—for 
many years quite a few agents have 
been urging their companies to put 
such a policy on the market. Most 
of the Company officers, when ap- 
proached, stated that if they at- 
tempted to write flood and wave 
wash insurance that the selection of 
the risk would be too heavy against 
them. 

When their attention was called 
to the fact that they are already sell- 
ing, in package form, these cover- 


For December, 1947 


M. J. HARTSON, JR. 


ages and many more that could not 
be sold on an individual basis, in the 
Comprehensive Automobile Policy 
and the Personal Property Floater, 
they were inclined to give it further 
thought. 

In the last four years, I have asked 
several company officials, “What are 
you going to do about it?” 


Response of Company Officials 


An answer, “We've got our hands 
full. We would like to give it a 
trial but we haven't gotten around 
to drawing a form.” 

From another, “We would like to 
give it a trial—but would not like 
to be disturbers by offering this 
policy competitively.” 

From a third, “Many states have 
adopted a standard fire policy and 
perhaps legislation would have to be 
used to secure approval.” 

Finally one said, “I think you 
have something there.” “Let’s do 
something about it now.” 

In our discussion we agreed that 
several things had to be done. 

1. Draw a form that would not 
require legislative changes and 
could be attached to the standard 
fire policy. 

2. Remove confusing exclusions 
such as vehicle damage done by the 
insured to his own property, limita- 
tions of smoke damage to loss caused 
by stationary heating plants, and in- 
stead put in a $50 or more deductible 
clause which would eliminate all 
small claims of this nature. 

3. Ask all companies to adopt this 
form of policy—removing it from 
competition—and making it gener- 
ally available. 


Suggested Policy 


Well, here’s what we can do—I 
have drawn up a policy form—pro- 
viding my idea of the coverage 
wanted by the public. The form I 
have drawn is for attachment to the 
Louisiana Standard Policy (N. Y. 


Standard 1943) and is not in con- 
flict with it. In our state I am sure 
that as long as the rate includes the 
mandatory fire and windstorm rates, 
plus a reasonable loading that we can 
secure approval from our Insur- 
ance Commission. 

I am hopeful that all companies 
will adopt some form of compre- 
hensive dwelling coverage—on a uni- 
form basis so as to meet a public 
need. 

Now I am fully aware that the 
selection of risk is against the insur- 
ance company when coverage is 
specifically requested against flood, 
wave wash, etc. but again I repeat 
that in “package” insurance, (Per- 
sonal Property Floater and Auto- 
mobile Comprehensive) losses of 
this kind have been no heavier than 
those caused by windstorm, fire, and 
explosion. 


Underwriting and Proper Rating 


The answer to the problem is two 
fold—underwriting and proper rat- 
ing. Just as your windstorm and 
extended coverage rates are higher 
in coastal areas, so should your load- 
ings be in areas where the danger 
of flood and wave wash are most 
prevalent. Just as an underwriter 
declines a risk where he believes the 
hazard of fire is out of proportion 
with the rate—so too can an under- 
writer decide on the other hazards 
involved. While the policy experi- 
ence is being developed an under- 
writing form to be completed by the 
agent could be used in coastal areas 
showing the distance from the coast 
line, the number of feet above sea 
level, and a record of past loss éx- 
perience—similar information should 
be developed pertaining to buildings 
along rivers, lakes, etc. 

Will it sell? Does the Compre- 
hensive Automobile Policy sell? 
Does the Personal Property Floater 
sell? Does the Comprehensive Per- 
sonal Liability sell? Sure it will— 
any form of coverage that lets a man 

(Continued on the next page) 
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Comprehensive Coverage—Cont. 


sleep sounder at night in the security 
of a protected future will sell. Not 
all will be willing to buy at the price 
it will cost—but no more will the 
insurance industry be accused of not 
paying its claims—those who buy the 
Comprehensive Dwelling Policy will 
be paid—those who buy the more 
limited form will have no reason to 
complain. 





Knowing through experience that 
the rates at which new types of 
coverages are written are largely 
judgement rates, I felt that it would 
be well to give some thought and 
study to the rating of the proposed 
policy. Certainly, the closest com- 
parative coverage is that of the Per- 
sonal Property Floater. 

Personal Property Floater rates 
are made up of the fire insurance 
rate, plus the 80% 


Our objective in ‘48, as always, 


will be to preserve that good 
balance between Company and 


Agency relations, which will 're- 


sult in the best service to the. 


public. 
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tornado rate, 





plus the loading for the particular 
territory in which the risk is located, 
Since the fire and windstorm rates 
are mandatory in most states they 
will have to be used, and the base 
rates will be the same as on the 
Personal Property Floater. 


Question of Loading 


This leaves the loading to be 
studied. If we try to build up our 
rates by figuring out the specific 
perils: we find a peculiar situation, 

When the fire insurance forms 
were broadened in recent years, 
inherent explosion and rental values 
were made a part of the fire contract, 
In like manner hail coverage was 
added to the windstorm coverage, 
No rate increase was involved in 
our state. If we then consider the 
perils covered through extended 
coverage, which is the _ broadest 
coverage we can buy today ona 
dwelling, we find that the only perils 
which it insures are off-premises 
explosion and riot and civil commo- 
tion (rate .029) ; and a limited form 
of protection (which is not at all 
understood by the public) against 
aircraft, vehicle and smoke damage. 
These three coverages are thrown in 
for .01 in the rate formula, which 
still depends for its base rate on 
windstorm and explosion and riot 
and civil commotion coverages. 

If an assured in most parts of 
Louisiana decides to buy a fire policy 
with 80% windstorm and off- 
premises explosion, the rate is the 
fire rate plus .157. If he buys fire 
and extended coverage the rate is 
the fire rate plus 19 cents. Now the 
only difference between the two 
coverages is in those perils which 
were thrown into the extended cov- 
erage rate for .01. 

What happened to the other .023 


which the companies are still charg- 
? 


ing ! 
Other Limitations 


Another complaint that I have 
against the extended coverage en- 
dorsement is the limited coverage on 
aircraft, vehicle, and smoke damage. 
The assureds won’t read their 
policies, and agents just can’t afford 
on small premium policies to sit 
down and explain that if the assured 


Best’s Fire and Casualty News 
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No additions or erasures in wording of this form will be permitted. 


COMPREHENSIVE DWELLING FORM 


Insurance attaches only to those items described on the first page of this policy for which an amount is 
shown in the space provided therefor and not exceeding said amount. 


PROPERTY COVERED 


DWELLING COVERAGE CLAUSE: When the insurance under this policy covers a dwelling, such in- 
surance shall include building equipment and fixtures and outdoor equipment pertaining to the service of the 
premises (if the property of the owner of the dwelling), while located on the premises described on the first 
page of the policy. 

The insured may apply up to ten per cent (10%) of the amount specified for the principal dwelling item 
to cover on private structures appertaining to the premises described for that dwelling and located thereon, but 
the amount recoverable under this extension shall not exceed the actual value of any such structure(s). 

The insured may apply up to ten per cent (10%) of the amount specified for the principal dwelling item on 
rental value (as hereinafter defined), but not exceeding one-twelfth (1/12) of said ten per cent (10%) for each 
month the described dwelling or appurtenant private structures or parts thereof are untenantable. The term 
“rental value” shall mean the fair rental value of the dwelling or appurtenant private structures whether rented 
or not for the period of time required with the exercise of due diligence and dispatch to restore the same to a 
tenantable condition, less such charges and expenses as do not continue. 

It is a condition of this insurance that in the event the insured elects to apply the ten per cent (10%) op- 
tional provisions under the dwelling coverage clauses, this company shall not be liable for a greater proportion 
of any loss than would have been the case if similar election were made under optional provisions of all policies 
covering the same property. 

OUTBUILDING COVERAGE CLAUSE: When the insurance under this policy covers specifically on out- 
buildings, such insurance shall include building equipment and fixtures and outdoor equipment pertaining to the 
service of the premises (if the property of the owner of the outbuildings) while located on the premises described 
on the first page of the policy. 


PROPERTY NOT COVERED 


TREES, SHRUBS, PLANTS AND LAWNS. 
2. ANY BUILDING USED FOR MERCANTILE, MANUFACTURING, COMMERCIAL OR FARMING 
PURPOSES, EXCEPT BUILDINGS RENTED FOR DWELLING PURPOSES ONLY. 
3. PLUMBING AND ELECTRICAL FIXTURES STOLEN OR DAMAGED AFTER THE BUILDING 
HAS BEEN VACANT OR UNOCCUPIED FOR SIXTY DAYS. 
4. STRUCTURES BUILT PARTIALLY OR ENTIRELY OVER WATER; EXCEPT AGAINST THE 
PERILS OF FIRE, LIGHTNING AND EXPLOSION. 
® 


oo 


PERILS COVERED 


All risks of loss or damage to property covered, except as hereinafter provided. 

SUBSTITUTION OF TERMS: In the application of the provisions of this policy, including riders and en- 
dorsements to the perils covered by this comprehensive coverage, wherever the word “fire” appears there shall 
be substituted therefor the peril involved or the loss caused thereby, as the case requires. 


PERILS NOT COVERED 


1. AGAINST MECHANICAL BREAKDOWN; AGAINST LOSS OR DAMAGE TO ELECTRICAL AP- 
PARATUS CAUSED BY ELECTRICITY OTHER THAN LIGHTNING UNLESS FIRE ENSUES, 
AND THEN ONLY FOR LOSS OR DAMAGE BY SUCH ENSUING FIRE; 

2. AGAINST WEAR AND TEAR; AGAINST LOSS OR DAMAGE CAUSED BY DAMPNESS OF 
ATMOSPHERE OR EXTREMES OF TEMPERATURE UNLESS SUCH LOSS OR DAMAGE IS 
DIRECTLY CAUSED BY RAIN, SNOW, SLEET, HAIL, BURSTING OF PIPES OR APPARATUS; 
AGAINST DETERIORATION, MOTH, VERMIN AND INHERENT VICE; 

3. AGAINST LOSS OR DAMAGE ARISING FROM WAR, INVASION, HOSTILITIES, REBELLION, 
INSURRECTION, CONFISCATION BY ORDER OF ANY GOVERNMENT OR PUBLIC AUTHOR- 
ITY. THIS CLAUSE SHALL NOT BE CONSTRUED TO APPLY TO STRIKES, RIOTS OR CIVIL 
COMMOTIONS, NOR TO DAMAGE OR DESTRUCTION BY CIVIL AUTHORITY DURING A 
CONFLAGRATION AND FOR THE PURPOSES OF RETARDING THE SAME, PROVIDED 
NEITHER SUCH CONFLAGRATION NOR SUCH DAMAGE OR DESTRUCTION IS CAUSED OR 
CONTRIBUTED TO BY WAR, INVASION, HOSTILITIES, REBELLION, INSURRECTION OR 
WAR-LIKE OPERATIONS. 

DEDUCTIBLE CLAUSE: EACH CLAIM FOR LOSS OR DAMAGE (SEPARATELY OCCURRING) 
SHALL BE ADJUSTED SEPARATELY AND FROM THE AMOUNT OF EACH SUCH ADJUSTED 
CLAIM OR THE APPLICABLE LIMIT OF LIABILITY, WHICHEVER IS LESS, THE SUM OF $50.00 
SHALL BE DEDUCTED. SUCH DEDUCTIBLE SHALL NOT APPLY, HOWEVER, TO LOSS OR 
DAMAGE BY FIRE, LIGHTNING, WINDSTORM, CYCLONE, TORNADO, HAIL OR EXPLOSION. 
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Comprehensive Coverage—Cont. 


accidentally damages his property 
by fire he has coverage, but if he 
damages it with his car he has no 
coverage. That if a windstorm blows 
down his fence it’s covered, but if 
a car runs into it, it is not, etc. 

Don’t you agree that it’s time to 
scrap this endorsement on dwellings 
or else put some reasonable coverage 
in it? 





LOW COST SALVAGE SERVICE 


Get our estimate before you settle. 
No damage is hopeless. 


All Clothing. 
Rugs, Carpets. 
Linens. 
Laces. 
Tapestries. 
oo Fabrics. 
Cushions. 
Sofas. 
Chairs. 
Dropes. 
Brocades. 
Embroideries. 
Etc., Etc. 
REWOVEN, RESTORED, 


Recommended by Nat'l. Museums, Press. 
Co's., and Adjusters everywhere. 


LA MERS STUDIO 
142 EAST 34th ST., NEW YORK CITY 


(Near Lexington Avenue) 
LExington: 2-3574 


REPAIRED 
Fire 


(26th Year) 














SPEED UP THE ACCEPTANCE OF YOUR 
BOND RISKS BY KEEPING ANCHOR'S 
anew COUNSELLOR” CABINET AT YOUR 


A simplified system for the preparation of Bond 
submissions—organizes the entire business for 
the Agent. 

sauiiaeios supply folders with indexed, man- 
ual-colored tabs carrying complete instructions 
for submission of risks: in addition, copyrighted 
factual information of an educational nature, 
in condensed form. 

Anchorating Assures Smooth Saleing 


Short Form Applications Simplified Rate Manual 


ANCHOR CASUALTY CO. 


MINN 
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Well, perhaps I’ve wandered far 
afield from my original study of 
loading rate make-up—but it was 
only to show that I did study it be- 
fore abandoning this method. 


P.P.F. Loading 


We now go back to the full load- 
ings of the Personal Property 
Floater. First we find, by comparing 
those not loaded for windstorm, that 
the territories are divided on practi- 
cally the same basis as are the resi- 


dence burglary rate territories. 
Even the mistakes are the same. 


( Metropolitan New Orleans consists 
of Orleans, Jefferson, Bernard, 
and Plaquemine Parish, with St. 
3ernard being much more a part of 
New Orleans than Plaquemine Par- 
ish. Yet, in both manuals Plaque- 
mine Parish pays the higher rates 
of New Orleans, and St. Bernard 
does not.) 

After comparing the differences in 
rates we find that they can be ac- 
counted for almost in their entirety 
by the difference in burglary cost. 

Now, let us consider the most 
troublesome coverages under the 
Personal Property Floater. Our 
experience has been that theft, 
mysterious disappearance, and just 
plain careless loss cause far more 
losses and loss expense than do the 
other hazards of flood, wave wash, 
off-premises explosion, etc. 


Deductible Credit 


Somewhere, some one may have 
stolen a house; surely, some yard 
equipment can still be stolen; but— 
with a deductible on theft—the haz- 
ard becomes a minor one in the 
Comprehensive Dwelling Policy. 
My suggestion is, therefore, to figure 
the cost of a residence theft policy 
based on the first $5,000. Charge 
only 20% of this amount. Then 
apply the deductible credit to the 
resultant loading. We want to leave 
the rate full while we are building up 
experience—so I suggest 30% credit 
which is the same credit used in 
the Personal Property Floater for a 
$25 deductible—although the $50 
deductible is part of the proposed 
form. 

Furthermore, the credit is only 
on the loading (not on the full pre- 
mium, as is the case on the Personal 


Property Floater which allows the 
credit on the entire premium—al- 
though the deductible does not apply 
to losses hy fire, lightning, wind- 
storm, etc. etc. ). 

On the second $5,000 I think that 
credit in full is due for that portion 
which applies to residence theft, 
since the chances of theft of any 
portion of a house in excess of $5,- 
000 is too remote to be considered, 
The credit for deductible is also in 
order since the Personal Property 
Floater loading formula allows it 
(why I will never understand since 
I’ve never seen the $25 deducted 
from the second $5,000 of loss). 

Above ten thousand I think that 
only the credits for deductible should 
be allowed since the rates do not 
seem to contemplate theft coverage. 


Specific Example 


Here is how it works out in 
Louisiana, and I do think that the 
rate is full enough to give it a trial. 


First Second Next Above 
$5,000 $5,000 $10,000 

New Orleans 

Territory No. VI 55 .30 20 07 


Balance of State 
Territory No. VIII .54 30 .20 .07 


I suggest a minimum loading of 
$10 per year. 

Now one feature that is not con- 
sidered in the rate structure of the 
Personal Property Floater is the 
location of the building in relation to 
the sea coast, its height above high 
tide, or possibility of floods from 
rivers or lakes. Good underwriting 
should tell us that whether we insure 
a dwelling or its contents, that the 
possibility of its loss by flood ; rising 
water, whether driven by wind or 
not, is of importance. Yet, how 
many underwriters secure this infor- 
mation? An application form filled 
in by the agent can develop this. 
Where the hazard seems greater 
than average a graduated increase in 
loading starting at 10% and increas- 
ing to 100% could be established. 
If the location of the dwelling and 
past experience show that the hazard 
is too great, then good underwriting 
should indicate a declination. 

I know that this suggested for- 
mula is far from perfect but at 
least it is one which should be 
thought provoking and will, I hope, 
result in favorable action. 
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it is our sincere hope that yours will 
be a safe and joyful Christmas... 


That each day of 1948 will briw you 
good health and happiness .. . 


* That, in the years to rome, you will 


enjoy a full measure of success and 


srrurity. 
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REVISED SHORT RATE TABLE 


EVISED short rate tables and 

procedures have been developed 
by organizations representing the 
casualty, the fire and the inland 
marine fields of insurance, with the 
objective of establishing countrywide 
uniformity in the handling of short 
rate cancellation and thereby elimi- 
nating a source of confusion and ir- 
ritation to agents and insureds as 


well as removing one of the prob- 
lems arising in connection with the 
writing of multiple coverage policies. 
The revised procedures are being 
filed currently with the following 
rule covering their introduction: 
“Existing supplies of policies 
now approved may be issued bear- 
ing the former short rate tables or 
procedures, but no insurer shall 
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retain more than the percentage of 
the premium determined by the fore. 
going tables or procedures on can- 
cellations made on or after May 1, 
1948. It shall be permissible, how- 
ever, to include the foregoing tables 
or procedures in any policy written 
with effective date on or after De- 
cember 1, 1947.” 

The revised table for one-year 
policies reduces substantially — the 
penalty charge incorporated in the 
one-year table now in effect. The 
penalty charge at present amounts 
to a maximum of 20% at the 6 
month term (total short rate charge 
of 70%), whereas in the proposed 
table the penalty charge is held to 
a maximum of 10%. The revised 
table is constructed by application 
of the following rules, with some 
rounding of the results in order to 
produce a smoother gradation: 


1. The short rate charge is equal 
to 5% plus one-half of 1% per day 
until the maximum penalty charge 
of 10% is attained (at the 23rd 
day). 

2. The penalty charge of 10% is 
maintained from that point through 
six months. 


3. The penalty charge subsequent 
to six months is reduced pro rata so 
as to disappear at the end of the 
year. 

For policies with a term other 
than 12 months, a rule has been 
adopted which will obviate the neces- 
sity of establishing special tables for 
the various policy terms in excess 
of one year and will remove the 
present inconsistency of applying a 
single table for a specific policy term 
regardless of the multiplier used to 
obtain the premium for such term 
from an annual premium. Certain 
organizations, in lieu of using this 
rule, will use specific tables based 
upon the rule and expressed in terms 
of not more than five day intervals. 

These proposed procedures do not 
apply as respects boiler and ma- 
chinery insurance, “for which sep- 
arate tables are necessary because 
of the proportionately large pro- 
vision in the rate for inspection ex- 
penses. The tables now applicable 
to such insurance are retained. 
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Days of 
Policy One Year 
in Force 
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The following are the rules ap- 
plicable to policies with terms less 
than or greater than 12 months: 

A. If policy has been in force for 
12 months or less, apply the stand- 
ard short rate table for annual poli- 
cies to the full annual premium de- 
termined as for a policy written for 
a term of one year. 


GENERAL LIABILITY °* 


Premium * 


Short Rate Table 


The following is the proposed table for one year policies : 


Per Cent 

Days of 
Pohcy One Year 
in lorce Premium 
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B. If policy has been in force for 
more than 12 months: 

1. Determine full annual premium 
as for a policy written for a term of 
one year. 

2. Deduct such premium from the 
full policy premium, and on the re- 
mainder calculate the pro rata earned 
premium on the basis of the ratio 
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of the length of time beyond one 
year the policy has been in force 
to the length of time beyond one year 
for which the policy was originally 
written. 

3. Add premium produced in ac- 
cordance with items (1) and (2) to 
obtain earned premium during full 
period policy has been in force. 


BURGLARY 


PLATE GLASS * AUTOMOBILE * WORKMEN'S COMPENSATION 


FIDELITY and SURETY BONDS -* 


aS 


INLAND MARINE 


Trinity UNIVERSAL INSURANCE Co. 


DALLAS, TEXAS +» EDWARD T. HARRISON, President 
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Installment Floater-—from 34 


companies, and on which such com- 
panies are enjoying a much higher 
premium income and a much more 
saleable product. 


Installment Sales Floater 


The single interest form is ex- 
actly like the single interest form of 
floor plan and I am sure would only 
be of interest to the dealer who is 


selling the merchandise and financ- 
ing it, or the finance company or 
bank putting up the money for this 
merchandise. This form has met 
with very lukewarm success and the 
main objection that I can find is 
that from a sales standpoint it ab- 
solutely is not saleable. First, be- 
cause you are covering only the 
unpaid balance, as you do on the 
floor plan, and in the event of a loss 
the insurance company has the full 
right of subrogation against the ul- 
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timate purchaser. As a result, when 
and if there are any losses, the fi- 
nance company and the seller have 
a fine opportunity of losing a good 
customer by such subrogation. 
Second, if you approach a bank 
or a finance house who is financing 
such merchandise and offer to cover 
only their own interest, they have 
an entirely different attitude under 
the regular installment sales program 
than they do under floor planning 
for the reason that under regular in- 
stallment sales they probably do not 
have a concentration of more than 
$2,000 to $5,000 at any one loca- 
tion; whereas, under floor plan they 
will run into large amounts at any 
one location. The very smallness of 
concentrated exposure on regular in- 
stallment sales places you in a posi- 
tion of selling only a catastrophe 
policy with the consequent low pre- 
mium income which you get for 
any form of catastrophe insurance, 


Dual Interest Form 


The second form which has been 
sold with a great deal more success, 
to finance companies, banks and 
dealers, is known as the dual interest 
form. This form is exactly the same 
as the dual interest floor plan form 
in that it covers the unpaid balance 
for both the interest of the finance 
organization and the purchaser of 
the merchandise. Let us simplify 
this form and put it in as few words 
as possible and say that it simply 
means the insurance company has 
no subrogation rights against the 
ultimate purchaser and is covering 
the unpaid balance at all times. As 
I mentioned before, this has met 
with considerably more success be- 
cause then the seller of the mer- 
chandise is in the position of being 
able to say to his purchaser, “When 
you buy anything from me, the bal- 
ance you owe me is fully protected 
against loss due to the perils men- 
tioned until it is finally paid.” 

But you sometimes run into the 
trouble that the assured or the seller 
of the merchandise will have to pay 
for the insurance and it does not 
offer him any great advertising 
medium other than the one just men- 
tioned. The perils that are normally 
insured against under either floor 
plan or the regular installment sales 
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floater, are the normal perils of fire 
and extended coverage and the perils 
of transportation. 


Value Form Policy 


The latest form of installment 
sales floater is what is known as the 
stated amount, or so-called value 
form policy. This policy has a tre- 
mendous amount of sales appeal. 
I am first going to explain the intent 
of the policy so as to better enable 
you to see what the potentials are. 
This form covers the dealer, finance 
company, or banking institution for 
the unpaid balance and also the ulti- 
mate purchaser for the value of the 
merchandise at the time of the loss. 
In fact, it has been brought to my 
attention that one of the companies 
have gone so far as to offer a pro- 
gram by which the purchaser will 
receive from the seller a check for 
the full amount he has paid to that 
seller, plus his paid up note. In 
other words, a no depreciation or 
valued form of insurance. 

For instance, using a refrigerator 
as an example, the customer might 
buy a refrigerator from their local 
appliance dealer and pay $300 for 
that refrigerator over a period of 
twelve months. Let us assume that 
at the end of eleven months the 
purchaser of the refrigerator had 
paid to your dealer $280 and the 
refrigerator was destroyed by one 
of the perils insured against. The 
refrigerator or appliance dealer 
would be placed in the very excellent 
position of immediately being able 
to go to his customer and say, “You 
paid me $280, you owed me $300; 
here is your paid up installment con- 
tract which takes care of the amount 
you now owe me and here is the 
$280 which you have already paid 
me.” If, under the regular install- 
ment sales program, your appliance 
dealer is in such a position then he 
is offering to his customer a service 
that would be of untold value inso- 
far as advertising appeal is con- 
cerned. We, of course, as insurance 
men are not in the advertising busi- 
ness but if it helps the sale of our 
product to help our ultimate cus- 
tomer sell his merchandise, we can 
readily stretch a point and say in this 
particular instance that we are in 
the advertising business. The rate 
prohibitive, how any finance house, 


For December, 1947 





eee TODAY agents and 


brokers face a challenging responsibility. Shortages of labor and 


material cause unusual delay in the repair or rebuilding of stores 


and plants . . . higher fixed costs . . . and excellent earnings... . all 


combine to make the sale of Use and Occupancy insurance of 


first importance. Mercantile, manufacturing and retail establish- 


ments — especially those that earn a substantial portion of the 


year’s income during the fall months and the holiday season — 


need this protection now! 


If you represent a Fireman’s Fund company ask your special 
agent how we help producers write Business Interruption 
insurance, or write to our nearest office for information and 


literature. 
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on this type of coverage, whether it 
is under floor plan or other standard 
installment sales coverage, must of 
necessity be based entirely upon the 
original sales price and cannot be 
based on the outstanding balance 
because it covers at all times an en- 
tirely different value. 


From a sales standpoint, either 
under the floor plan form or under 
the regular installment sales, I can- 
not honestly see, if the rate is not 


banking institution, furniture or ap- 
pliance dealer who is selling mer- 
chandise on a time payment plan, 
can actually refuse a policy because 
you can go to him and offer him a 
master policy covering everything 
he sells on a time payment plan un- 
til finally paid. You can further 
present him with a certificate or a 
notice of insurance which is simply 
a form which tells the ultimate pur- 
chaser of the merchandise that his 
(Continued on the next page) 
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Fire—Auto—Casualty—Inland Marine 





0. 0. Lauckner, Incorporated 
ESTABLISHED 1911 
HENRY W. BAROFSKY, Pres. 
68-70 Hudson Street, Hoboken, N. J. 


Complete and Efficient Nationwide 
Service 








JOHN J. KELLE, INC. 
62 William St. 180 Montague St. 
= %. & &. 7%, Bklyn. 2, N. Y. 


GENERAL AGENTS 
Fire and Casualty 








NELSON & STROSS 
INSURANCE UNDERWRITERS 
Representing Stock and Mutual Companies 
FIRE AND CASUALTY 
Graybar Bidg. 420 Lexington Ave. 
NEW YORK I!7, N. Y. 

Lexington 2-9870 








FLORIDA 


HUNTER LYON, INC. 
GENERAL AGENT 
P. O. Box 2770 
MIAMI 30 
Serving Florida Agents 











A. W. MARSHALL & CO. 
One of New Jersey's Leading General Agencies 
31 CLINTON STREET, NEWARK, N. J. 


FIRE—CASUALT Y—BONDS—AUTO 
INLAND MARINE—LIFE 


WHITE & CAMBY, INC. 
50 East 42d Street 
New York City, N. Y. 
MIDTOWN’S LEADING AGENCY 











410 Speed Building—Louisville, Ky. 
GENERAL AGENTS 
Kentucky—Tennessee 
Fire and Allied Lines 








Inland Marine—Hail 


KENTUCKY 
per eel ml VAN HOUTEN & SHERWOOD CO. | | THE — wil‘ishait sro 
UNDERWRITERS W. F. TURNER, President WRIGHT 


Established 1870 777 Bergen Ave. 


JERSEY CITY, N. J. 
Every Insurance Facility 








New york 7.x. ¥. AGENCY, Inc. 


METROPOLITAN—SUBURBAN—INLAND 
MARINE AND WORLDWIDE BINDING 
FACILITIES 





























Installment Floater—Continued 


dealer has a policy which covers him 
until the item is fully paid; the 
dealer, therefore, has every right 
under the law to pass the entire cost 
on to the ultimate purchaser. He 
has not the right to charge more 
than the insurance company is charg- 
ing him, but if the insurance pre- 
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mium is going to be paid on monthly 
installments, the same as_ the 
monthly installments on the refrig- 
erator that I have discussed before, 
then he does have the privilege of 
making his finance charge on the 
insurance premiums. Not only is he 
receiving protection and not only 
has he a good advertising program, 
but he is making a profit on his in- 
surance program. 


The first question that is probably 
raised in your mind, and the first 
thing which is going to be said by 
most of the people you approach is, 
“Well, most of my customers have 
insurance.” Insurance men have 
heard that expression so many times 
you are probably a little upset to 
have me even mention it. You do 
know though that the average per- 
son does carry a certain amount of 
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INSURANCE GENERAL AGENTS 





OHIO TEXAS CANADA 
THE INLAND AGENCY | | FRANK RIMMER & COMPANY | | "ors 2™ waters 4-6; Guinea 
FINANCIAL RESPONSIBILITY RISKS HOUSTON DALLAS OKLA. city ROBERT HOWARD & CO., 
OHIO ONLY LIMITED 
OCEAN MARINE INLAND INSURANCE BROKERS 


Pays You re Commission 
2120 Leveque Lincoln Tower 
COLUMBUS 15, OHIO 


General Agents For 
TEXAS, OKLAHOMA, ARKANSAS 





CANADA CEMENT BLOG 
MONTREAL, QUEBEC 





OREGON 





BATES LIVELY & PEARSON 
3rd Floor Yeon Bidg. 
Portland Oregon 


Oregon's Largest General Agent Serving 
Oregon Agents for 47 Years. 








WALTER SOUTHGATE COMPANY 


Insurance Managers & General Agents 


REPUBLIC BANK BUILDING 
DALLAS, TEXAS 





JONES & PROCTOR BROS., LIMITED 
GENERAL INSURANCE BROKERS 
100 Adelaide St., West, 
Toronto. 








TEXAS 





Efficient Service 


zvENS. DARGAN & COMPANY 
_ 7 nautance: SOx 1660 
HOUSTON 1, TEAS 


JOE W. SUMMERS 


GENERAL AGENT 
TELEPHONE C. 4-184! 
TRANSIT TOWER 
SAN ANTONIO 5, TEXAS 


REDMOND & SHAUGHNESSY 
LIMITED 
SERVICING OUTSIDE 
BROKERS FOR OVER 
25 YEARS 


315 St. Sacrament Street, Montreal 
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H. L. DAVIS & SON 
INSURANCE MANAGERS 


Member National Association of Managing 
General Agents 
Telephone F 5301 
509 SAN PEDRO AVE. 
SAN ANTONIO, TEXAS 











Utah, idaho, Montana, Nevada 
COMPLETE INSURANCE SERVICE 


330 Judge Building 
Salt Lake City, Utah 





CANADA 





J. E. FOSTER & SON 
GENERAL AGENTS 
PETROLEUM BUILDING 

FORT WORTH 2, TEXAS 





FAIRFIELD, ELLIS & GRANT 
LIMITED 
Successors to Barton & Ellis Limited 
INSURANCE ADVISERS 
460 ST. JOHN yo a 


Associa 
Feleilela & Ellis. 
ess St. Boston 
79 John St. New York 


UTAH 
THE KOLOB CORPORATION REED, SHAW & McNAUGHT 
General Agents Established 1872 


Complete Insurance Facilities 


360 St. James St., W. Montreal, Que. 
64 Wellington St., W. Toronto, Ont. 








WILLIS, FABER & CO. 
of Canada, Limited 
INSURANCE BROKERS 
Board of Trade Bidg. 
Parent Office 


WILLIS, FABER & DUMAS, LTD 
London, England. 


Montreal 








T. A. MANNING & SONS 
Insurance Managers 
Established 1904 
DALLAS 1, TEXAS 








FOUNDED 1864 
ROBERT HAMPSON & see, | LIMITED 
Canadian Representat 
FIRE, MARINE & CASUALTY COMPANIES 


Brokerage & Service Depts 


41 St. John St., Montreal 
sit Royal Bank Bidg., Toronto 














A. E. WILSON & COMPANY, LIMITED 
GENERAL INSURANCE AGENTS 
Lumsden Bldg. Toronto 


Service Throughout Canada 











insurance, and you also know that 
in most cases they are not insured 
anywhere close to actual value. It 
also is a cinch they have not pur- 
chased insurance in advance on the 
merchandise being purchased. As a 
result, you can never have overlap- 
ping coverage; consequently, there 
can be no duplication because most 
insurance companies have even gone 
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so far as to take out the “other in- 
surance” clause in their policy and 
make their policy primary over any 
other existing insurance. 

The insurance companies under 
the so-called valued form of insur- 
ance are not in a position to make a 
settlement in most cases with the 
ultimate purchaser, primarily be- 
cause of the consequent high claim 


cost. If it is only a partial loss, the 
financer or seller of the merchandise 
can repair, or have repaired, or re- 
place the items, giving them back to 
the customer and saying very po- 
litely, “There is no charge,” and 
simply send the itemized bill on to 
their insurance company. If it is a 
total loss, then they can replace the 
(Continued on the next page) 
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“HERE'S WHY I'M 
PROUDTO BEAN 
INSURANCE MAN” 


‘Ti! would have done your 
heart good to see Mrs. 
Jones’ face light up when I 
handed her a Pacific National 
draft covering her fire loss. 
And the way Bill Smith sighed 
with relief when I informed 
him of the protection his Use 
and Occupancy policy was 
going to afford him. Yes, we 
help hold things together for 
our friends and neighbors... 

































we agents and brokers...and 
companies like the Pacific 
National with its friendly 
and wide-awake people.” 








PACIFIC 
NATIONAL 


FIRE INSURANCE 
COMPANY 


HOME OFFICE + SAN FRANCISCO 


EASTERN DEPARTMENT «+ PHILADELPHIA 
OFFICES IN PRINCIPAL CITIES 


COAST TO COAST 





Installment Floater—Continued 


merchandise, or give the money 
back, and then of course, submit a 
copy of the original sales slip to the 
insurance company who will in turn 
reimburse them for the amount of 
the original sales price or for the 
amount of the actual replacement or 
repair cost. 

The floor plan policy or the in- 
stallment sales policy might be writ- 
ten on almost any type of merchan- 
dise. As a few examples under the 
installment sales floater, we have 
everything from home air condition- 
ing, commercial refrigeration, home 
appliances, household furniture and 
fixtures, camera equipment, scien- 
tific instruments, farming imple- 
ments, musical instruments, type- 
writers, contractors’ equipment, and 
almost everything else of which you 
could dream, other than automobiles 
and aeroplanes and, of course, you 
could do the. same thing under a 
floor plan policy. 


Vast Opportunity 


One of the most astonishing 
things in the installment sales field 
is that according to one of the large 
publishing company’s surveys made 
on merchandise bought on the time 
payment plan, we find that in nor- 
mal times over 80% of all merchan- 
dise purchased of the aforemen- 
tioned items, was bought on the time 
payment program. Now, what does 
this mean to the individual agent? 
Rather than talk in large figures let’s 
talk of some small, individual dealer 
of whom you may know. You prob- 
ably all know of at least one furni- 
ture dealer in your territory who 
sells in a year’s time somewhere in 
the neighborhood of $200,000 worth 
of merchandise. Let us assume that 
the 80% figure of financing is no 
longer accurate today and that it is 
closer to 50% of all such merchan- 
dise sold which is financed. Thus, 
you would have $100,000 in items 
sold on the time payment plan. Let 
us further assume that you are only 





BOWDEN AND ASSOCIATES 


General Insurance Adjusters 


For The Companies 
Throughout The Southwest 
913 Ross Avenue 


DALLAS 2, TEXAS 











using, since this is a non-commercial 
risk, a rate of approximately 24¢ 
per $100 per year. You have that 
24¢ rate for 12 months and you have 
$100,000 worth of merchandise sold 
in 12 months. You immediately find 
that you have an earned premium in 
the amount of $240. 

Multiply this by the potential 
earned premiums in your banking 
institutions and your finance houses, 
Think of the average banking insti- 
tution which is running an install- 
ment sales division and buying paper 
from different dealers. Their values 
on original sales must run well into 
the millions of dollars. One million 
dollars times 24¢ is $2,400 premium, 
This sounds as if I’m talking about 
a fairy tale instead of insurance, but 
it is exactly the way these premiums 
pyramid. 


Painless Selling 


I personally believe that this is 
one of the painless ways to sell in- 
surance for the following reasons: 

1. You have eliminated any cost 
to your prospect because he 
may pass the cost on to his ulti- 
mate purchaser. This he can- 
not do under the old single in- 
terest form. 

2. You are giving him insurance 
protection free. 

3. And I believe most important 
—you are offering him a tre- 
mendous advertising program, 
again at no cost to him. 

The big mystery behind the whole 
program is why general agents and 
local agents do not go out and get 
this particular business for their 
own agencies. All of the local deal- 
ers and local banking institutions, as 
well as finance institutions would 
much rather do business with them 
than they would with some outside 
corporation. America wants mer- 
chandise, it has money to pay for it, 
and most of the people today are 
buying out of current incomes under 
the installment credit program. 
Profits in this can be greater than 
they have ever been before, but the 
only possible way the facts can be 
brought to the ultimate purchaser is 
by the active solicitation on the part 
of agents. They must cali on their 
prospective customers and explain 
just what they have to offer. 


From an address before the Missouri Associa 
tion of Insurance Agents. 
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) GT AMIN OnE respect better 
I off than Moses,” wrote 
Henry Clay to a friend. “He 
died without reaching the 
Promised Land. I occupy as good a farm as 
any he would have found, had he reached 
it, and Ashland has been acquired, not by 
hereditary descent, but by my own labor.” 
Yet though Clay attained his Promised 
Land, his long career as Congressman, Sec- 
retary of State and Senator prevented him 
from dwelling there as much as he wished. 
Each time he decided to retire, popular de- 
mand and his own zeal forced him to re- 
enter public life. 
Clay bought Ashland, near Lexington, 
Kentucky, in 1806 and built the main house 
a few years later, adding to the estate at 
| intervals until it included 600 fertile acres. 
An excellent farmer, he took great interest 
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Henry Clay addressing the Senators in 1850 








From an old daguerreotype 
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in the management of the 
place and in raising fine horses 
and breeding cattle. In his ab- 
sence much of the responsi- 
bility was shouldered by his wife, the former 
Lucretia Hart, and, as Clay declared, “how 
diligently, how nobly she has performed the 
duties thus devolved upon her can be known 
to no mortal save myself alone.” 

Henry Clay achieved his fame, just as he 
acquired Ashland, through his own efforts. 
Lacking much formal education, he never- 
theless rapidly made his reputation as a bril- 
liant orator and lawyer. People used to say 
that no one whom Clay defended was ever 
hanged. Whenever he spoke, huge crowds 
gathered, attracted by his superb voice and 
compelling personality. However, his re- 
nouncing a lucrative law practice for public 
service prevented him from becoming 
wealthy. In fact, at one time it 
seemed that he would have to sell 
Ashland until anonymous friends 
throughout the country raised 
$50,000 with which they settled 
his obligations. 

Between 1824 and 
1848 Clay was a strong 
presidential candidate 
in nearly every cam- 
paign but in spite of his 
popularity and the fact 
that for a generation he 
was the acknowledged 





Ashland stirs a memory of days when Clay walked this ground he loved 


ASHLAND 
Henry Clay's | 
Promised Land 








leader of his party, the nation never re- 
warded him with its highest office. Although 
he is quoted as saying, “I would rather 
be right than President,” his failure to at- 
tain this position was a bitter disappoint- 
ment. His private life was further saddened 
by family tragedies. Of eleven children, all 
six daughters died before their father, one 
son was killed in the Mexican War and 
another became insane after an accident. 

After Clay’s death the house at Ashland 
was torn down, but the present dwelling, 
reconstructed by his son on the same plan 
and with some of the original materials pre- 
serves the same general aspect. Within are 
much of Clay’s furniture and many memen- 
tos of his career. Though the estate has 
dwindled in size, it still retains the peaceful 
charm which made it a place of solace to 
the famous owner. 


The Home, through its agents and brokers, 
is America’s leading insurance protector 
of American Homes and the Homes of 
American Industry. 


* THE HOME « 
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NEW YORK 
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MARYLAND ADVERTISEMENTS 





Unforeseen events... need not change and shape the course of man’s affairs” 





By emphasizing how agent 


your volume day by day. 





and claims man work to- 
gether for policyholders . .. 
this advertisement should 
help you, the Maryland 
agent or broker, increase 











Here... There... Everywhere... AT ONCE 


THIS MAN gets calls from all over . . . calls to 
trouble. And he responds—at once. 

He’s a member of the Maryland claims organi- 
zation, ranging throughout the United States. . . 
in Canada, Cuba, Alaska, Puerto Rico, the Canal 
Zone and Hawaii. And each man of them is an 
expert working for you, the Maryland policy- 
holder! 

You need this man, for example, should bur- 
glars strip your home of valuables. Or when you 
are faced with a damage suit because you are re- 
sponsible for an injury to another person. Or to 
pay you a regular weekly income should a per- 
sonal accident disable you. 


However trivial or grave a claim, no matter 
where you may be, when you are a Maryland 
policyholder . . . the Maryland claims man takes 
over as your friend. He is prompt, courteous, fair, 
in settling all just claims made by you, or against 
you. 

Maryland claims men work as a team with the 
Maryland agent or broker who sells you protec- 
tion. So see your Maryland agent today. Since he 
is expressly selected for his knowledge and expe- 
rience—for his standards of character—you can 
place your insurance problems in his hands with 
utmost confidence. 

Maryland Casualty Company, Baltimore 3, Md. 


THE MARYLAND 


APPEAR REGULARLY 





IN LEADING NATIONAL MAGAZINES 





ALLSTATE Insurance Company 
Chicago, Illinois 


Executive Changes 


Judson B. Branch has been advanced from treasurer 
to vice president in charge of the decentralization pro- 
gram and the operation of regional offices of the com- 
pany. Donald MacArthur, active in the Chicago invest- 
ment field, was elected treasurer and Frank J. Maestro, 
secretary and assistant general counsel of the Union 
Electric Company of St. Louis, named counsel of the 
company. 


AMERICAN Casualty Company 


Reading, Pennsylvania 
Proposes Capital Reduction 


A special meeting of the stockholders has been called 
for December 30 to vote upon a proposal to reduce the 
paid-in capital stock from $2,000,000 to $1,500,000 (the 
funds so released to be transferred to surplus) and to 
approve the issuance at some later date of 150,000 ad- 
ditional shares of $5 par capital stock. As Pennsyl- 
vania statutes require a minimum par value of $5 per 
share, it is proposed to accomplish the reduction in cap- 
ital by decreasing the number of shares from 400,000 
to 300,000, each stockholder to receive three-quarters 
of a share for each present share held. Dividends will 
be maintained at the same dollar amount with the rate 
per share to be increased from $.60 to $.80. The pro- 
posed rearrangement of capital stock was necessitated 
by the drain on surplus resulting from an unprecedented 
growth in the net premium writings of the American 
Casualty and its subsidiary, American Aviation and 
General Insurance Company. Combined writings rose 
from $7,210,000 in 1944 to $14,729,000 in 1946, and 
notwithstanding drastic selectivity in underwriting 
practices throughout the last year, cession of a larger 
amount of reinsurance than ever before and other meas- 
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ures to curtail growth, combined premium volume for 

the nine months ended September 30, 1947 rose to 
$12,143,000 compared with $11,202,000 for the same 
period of 1946. 


AMERICAN Insurance Exchange 
Omaha, Nebraska 


Newly Formed 


The American Insurance Exchange was recently 
formed under the laws of Nebraska to write automobile 
lines. Attorney-in-fact for the new reciprocal is Ameri- 
can Managers, Inc., with a capitalization of $100,000. 
American Managers, Inc., is headed by a local Omaha 
agent, Philip W. Downs as president, with Wayne P. 
Eves as vice president and Hodge Jones as secretary- 
treasurer and manager. 


AMERICAN Insurance Group 


Newark, New Jersey 


Cook Advanced 


Eugene M. Cook was named assistant treasurer by 
the board of directors of the Bankers Indemnity Insur- 
ance Company, casualty affiliate of the group. Mr. Cook 
holds the same position with the fire companies of the 
group. 


AMERICAN MOTORISTS Insurance Company 


Chicago, Illinois 
Reduces Par 


A change in the articles of incorporation allowing the 
company to reduce the par value of its stock from $30 to 
$5 per share and increase the number of outstanding 
shares from 33,333%4 to 200,000 was approved on 
October 30, 1947 by the Illinois Insurance Department. 
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UNITED STATES 
CASUALTY COMPANY 





Home Office 


60 John Street New York City 
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SCHROEDER HOTELS 


WALTER SCHROEDER, PRES. 


HOTEL SCHROEDER 
Milwaukee, Wis. 


HOTEL NORTHLAND 
Green Bay, Wis. 


HOTEL WAUSAU 
Wausau, Wis. 


HOTEL DULUTH 
Duluth, Minn. 


HOTEL ASTOR 
Milwaukee, Wis. 


HOTEL LORAINE 
Madison, Wis. 


HOTEL RETLAW 
Fond du Lac, Wis. 


HOTEL CALUMET 
Fond du Lac, Wis. 


HOTEL VINCENT 


Benton Harbor, Mich. 


HOTEL SCHROEDER 


We aim to serve our insurance company friends, exec- 
utives and agents. 
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CENTRAL MUTUAL Insurance Company 
Chicago, Illinois 


Assessment Decision Rendered 


In a recent opinion, the Tennessee Court of Appeals 
found that the Mutual was insolvent at the time of the 
execution of the policies, and since the company was not 
complying with the statutes requiring solvency at the 
time of the execution of a contract of insurance, it can- 
not recover upon the assessments in Tennessee. 


CENTRAL NATIONAL Insurance Company 
Omaha, Nebraska 


New Secretary-Treasurer 


The appointment of Robert J. McKee as secretary 
and treasurer of the corporation was recently an- 
nounced. Mr. McKee was formerly comptroller of the 
State Automobile Insurance Association of Iowa and 
prior to his association with State Auto was an ex- 
aminer in the Iowa Department for a number of years. 


COMBINED MUTUAL Casualty Company 
Chicago, Illinois 


To Merge 


Policyholders of the Combined Mutual Casualty Com- 
pany met on December 5 and approved a proposal to 
merge that organization with the Combined Insurance 
Company of America, Philadelphia, Pennsylvania, as of 
December 31, 1947. Both companies are members of 
the W. Clement Stone Group, with the latter, formerly 
known as the Pennsylvania Casualty Company, acquired 
during December, 1946. The surviving organization, 
Combined Insurance Company of America, a stock ac- 
cident and health company with $200,000 capital and 
$300,000 surplus, takes over all of the assets and as- 
sumes all of the liabilities of the mutual. Continuing 
mutual policyholders, under the proposed merger, re- 
ceive a 5% increase in claim payments so long as their 
policies remain in force, while their assessment liability 
will cease when the merger becomes effective. 


EMPLOYERS Casualty Company 


Dallas, Texas 


Examined 


The convention examination of the company as of 
December 31, 1946 was recently released by the Texas 
Insurance Department and substantiated the annual 
statement. The balance sheet showed assets of $7,729,- 
013; capital $500,000; and net surplus of $1,735,721. 


Best’s Fire and Casualty News 
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THE EMPLOYERS’ Group 


Boston, Massachusetts 


Aviation Contract Terminated 


Because of present conditions existing in the avi- 
ation insurance business and a desire to reduce aviation 
volume, The Employers’ Group and Newhouse and 
Sayre, Inc., have jointly announced the termination 
as of January 1, 1948 of the contract under which the 
latter represented The Employers’ Group as aviation 
general agents. Newhouse and Sayre will continue to 
represent The Employers’ as borough agents for cas- 
ualty lines. After January 1 agents will submit all avia- 
tion risks direct to branch offices or general agencies 
of The Employers’ Group. 


FIDELITY AND GUARANTY Corporation 


Baltimore, Maryland 


Staff Changes 


John H. Kirker, treasurer, and Harry E. Helm, sec- 
retary of the Fidelity and Guaranty Insurance Corpora- 
tion, retired from these positions as of November 1, 
1947 under the company’s retirement plan. Charles N. 
Hunt was elected treasurer succeeding Mr. Kirker, 
while Earl H. Shaw was named secretary replacing Mr. 
Helm. Harry J. Snider, chief accountant, was elected 
assistant treasurer. 


FIREMEN'S Insurance Company 
Newark, New Jersey 


Recapitalization Plans 


Stockholders of the Firemen’s Insurance Company 
at a special meeting on November 25 approved an in- 
crease in the paid-in common capital stock from $9,397,- 
690 to $10,000,000 and authorized the issuance of up 
to 100,000 shares of $50 par value cumulative preferred 
stock. 

The new common shares, 120,462 of $5 par value, will 
be offered to stockholders on a pro rata basis at a price 
to be determined later. Arrangements have been made 
with the investment banking firm of Blyth & Company, 
Inc., to underwrite any unsubscribed shares. 

Stockholders waived their preemptive rights to sub- 
scribe for the cumulative preferred shares which are be- 
ing sold privately to a limited number of institutional 
investors through Blyth & Company, Inc., at twice par 
or $100 per share. Initially 70,000 of the 100,000 au- 
thorized preferred shares will be issued. The dividend 
rate on the cumulative preferred shares has been set at 
not less than $3.75 nor more than $4.00 per annum and 

(Continued on the next page) 
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Help in Easing 
the 
Capacity Problem 


The resistance of companies, to the flood of 
offerings of larger and larger lines today, 
results not only from the strain on surplus about 
which we read so much but also from the burning 
rate of our country's property which has reached 
the point where the underwriter is skeptical of 
almost any new offering. 


In his daily contact with the property owner, the 
agent who is informed on fire prevention and 
protection and does not hesitate to use his 
knowledge, can contribute greatly to a reduction 
in this loss and thus do much to revise the under- 
writers’ point of view. 


The agency plant is the most effective medium 
through which to spread the gospel of conserva- 
tion of property from fire. 


@ PEARL ASSURANCE COMPANY, LTD. 


@ EUREKA SECURITY FIRE & MARINE 
INSURANCE CO. 


HOME OFFICE: 19 RECTOR STREET, NEW YORK 6 


CLEVELAND 
313 Bulkley Bldg. 


PHILADELPHIA 
525 Chestnut St. 


SAN FRANCISCO 
369 Pine Street 


NEW YORK 
26 Cliff St. 


CINCINNATI 
1423-24 Carew Tower 


CHICAGO 
175 W. Jackson Blvd. 


@ MONARCH FIRE INSURANCE COMPANY 
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Fire and Windstorm 
and all Allied Lines 


A STOCK COMPANY 


All forms Casualty Insurance 
Aviation Insurance 
Fidelity and Surety Bonds 


° AMERICAN - 
FIRE AND CASUALTY COMPANY 


Nation-wide Claim Service 


Home Office _ Orlando, Florida 
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OTEL()TRAND 


Atlantic City’s Hotel of Distinction 


The ideal hotel for rest and relaxation— 
Beautiful rooms—Salt water baths—Glass 
inclosed sun porches—Open sun decks 
atop — Delightful cuisine — Garage on 
premises. Open all year. 


Under Ownership Management 


Exclusive Pennsylvania Ave. and Boardwalk 
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FIREMEN'S—Continued 


the callable price will be not more than $104 during the 
first few years with periodic reductions thereafter. The 
company will be required to retire 5% of the original 
preferred shares each year at the issued price and will 
have the privilege of retiring a limited number of addi- 
tional shares at the same figure. 


GENERAL INSURANCE Company of America 


FIRST NATIONAL Insurance Co. of America 
Seattle, Washington 


Additions to Resources 


Arrangements have been completed for the addition 
of $5,000,000 to the resources of the General Insurance 
Company of America by the issuance of 4,000 shares 
of new Class “A” stock, par value $100, at $1,250 each. 
The new funds are being contributed entirely by Gen- 
eral America Corporation, a holding company which 
owns all of the General Insurance Company’s outstand- 
ing stock. The addition of $400,000 to capital and $4,- 
600,000 to surplus brings the policyholders’ surplus of 
General Insurance Company of America to approxi- 
mately $18,000,000. 

From the new funds received, the General Insurance 
Company of America is increasing its investment in the 
stock of its wholly-owned subsidiary, First National In- 
surance Company of America, by adding $1,000,000 to 
the surplus of that company, thereby making the policy- 
holders’ surplus of the First National over $2,300,000. 
These two companies, together with General Casualty 
Company of America, comprise the General America 
Group, which this year will write approximately $40,- 
000,000 in premiums. Total assets of the group are over 
$55,000,000. 

The General, organized in 1923 by H. K. Dent, its 
president, one of the outstanding insurance underwrit- 
ers in the United States, is the largest capital stock fire 
insurance company issuing policies on the participating 
basis. At the close of 1946 it ranked 16th in volume of 
business written and 20th in admitted assets among all 
stock fire insurance companies in the United States. 


GERMANTOWN Fire Insurance Company 
Philadelphia, Pennsylvania 


Stockholders’ Suit Dismissed 


The action brought by minority stockholders of the 
Germantown Fire Insurance Company in connection 
with the alleged misfeasance of Arthur O. Rosenlund 
in acquiring 17,500 of the 50,000 outstanding shares 
of the company’s capital stock was dismissed early last 
month by the United States District Court at Phila- 
delphia because of lack of jurisdiction. Dismissal of 
the case marks the termination of nearly a year of liti- 
gation in which several of the leading members of the 
Philadelphia bar participated. 
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GREAT AMERICAN Group 
New York, New York 


New Aviation Department 


As a result of the recently announced withdrawal of 
Aero Insurance Underwriters from the aviation insur- 
ance field, the Great American Insurance Company, its 
associated fire companies and Great American Indem- 
nity Company, have appointed Associated Aviation Un- 
derwriters of New York to act as the group’s aviation 
department effective January 1, 1948. 

Associated Aviation Underwriters was established 
in 1929 and has a present membership of forty-two fire 
and marine and fourteen casualty companies. It handles 
all forms of insurance in which the aviation hazard is 
present. ; 


HARBOR Insurance Company 
San Diego, California 


Stock Permit Granted 


Harbor Insurance Company was granted a permit 
by the California Insurance Department to sell 1,260 
shares of $10 par value stock at $27 per share. Sale 
of the stock will increase capital from $150,000 to $162,- 
000 and contribute $21,420 to surplus. 


HARTFORD STEAM Boiler Inspection and 


Insurance Company, Hartford, Connecticut 
New President 


Lyman B. Brainerd was elected president of the com- 
pany. Curtiss C. Gardiner, whose prolonged illness led 
to his resignation as president, was elected chairman of 
the board of directors and Fred S. Campbell as vice 
president in charge of the agency department. Mr. 
Brainerd joined the company in 1930, serving for some 
time in the underwriting and claims departments prior 
to being made a special agent. He was superintendent of 
agencies when, in 1942, he was elected to the board of 
directors and shortly thereafter made a vice president. 


IMPROVED RISK Mutuals 
New York, New York 


Commission Scale Raised 


Howard F. Russell, general manager of the Improved 
Risk Mutuals of New York, has announced that, effec- 
tive December 1, commission payments on preferred 
business written by his group will be raised from 174% 
to 20%. Business considered preferred by the I.R.M. 
includes dwellings, public buildings and other classes 
where its loss experience has been favorable. 
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DO YOU NEED A NON CONFERENCE 
COMPANY IN YOUR AGENCY? 


(BONDING ONLY) 


Consider the following— 


AGE—We are the 7th oldest bonding 
company in the United States. 


VOLUME—1946 results show us in 29th 
place in total volume for both 
fidelity and surety lines written in 
the United States, or 22nd place 
for surety only. 


TERRITORY—Licensed in Ohio, Kentucky, 
Indiana, Michigan, Wisconsin, II- 
linois, Minnesota, lowa, Missouri, 
Arkansas, North Dakota, South 
Dakota, Nebraska, Kansas, Okla- 
homa, Montana, Wyoming and 
Colorado. 


GOVERNMENT 


LICENSED—We are authorized to sign 
bonds in favor of the United 
States Government or any of its 
Departments. 


WHAT WE 


OFFER—Competitive rates—a handy rate 
manual (you have never seen one 
like it!}—order blanks in place of 
applications for preferred business 
—streamlined application blanks 
(as short as we can make them) 
—bond forms in pads—executed 
padded bonds for most frequently 
used bonds, such as notary, beer, 
liquor, etc. (use like insurance 
policies) —the most attractive 
agency and notary signs—a 
handy kit of supplies (not bulky). 


There must be a reason for our progress — over 
5500 agents know why. 


Invite us to call upon you and explain our system. 


WESTERN SURETY COMPANY 


One of America’s Oldest Bonding Companies 


175 W. Jackson Blvd. 21 W. 10th Street Sioux Falls 
Chicago 4, Illinois Kansas City 6, Missouri South Dakota 


























St. Louis — Washington 
Underwriters 


OF THE 


ST. LOUIS FIRE & MARINE 


INSURANCE CO. 


AND THE 


WASHINGTON FIRE & MARINE 


INSURANCE CO. 


ST. LOUIS, MO. 


Rated “A+,” Excellent, in Best 
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Automobile and Surety 


Catastrophe—Excess of Loss 


Specialty covers including: 


Fleets — Motor Cargo — Aggregate 
Excess — Surcharge Premium Guarantee 


UNDERWRITERS 


90 JOHN STREET + NEW YORK 


INSURANCE EXCHANGE BUILDING 


>) 


Casualty — Fire 


Reinsurance 


Treaty and Specific. 


EXCESS 


INC. 


CHICAGO OFFICE 
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INSURANCE COMPANY of North America 
Philadelphia, Pennsylvania 


Certain Commissions Revised 


Revised commission schedules and a change in the 
basis for determining contingent commissions on fire 
coverage written by agents in the St. Louis, Missouri, 
area will be put into effect by the Insurance Company 
of North America and its affiliated companies on Janu- 
ary 1, 1948. While details of the proposed changes have 
not yet been announced, it is believed that the new 
schedules will call for a flat 25% commission with the 
provision that a certain percentage of the business com- 
prise so-called “preferred lines” on which the North 
America companies now pay 30% commission. 


INTER-INSURANCE EXCHANGE of the 
Automobile Club of Southern California 
Los Angeles, California 


Collision Rates Cut 


Lower automobile collision rates were adopted on 
November 1 by the Inter-Insurance Exchange of the 
Automobile Club of Southern California after a care- 
ful analytical study of its collision claims experience. 
Rate reductions range from 5% to 20%, the amount 
varying with five different classifications underwritten, 
age and condition of car. The third largest organization 
of its type in the automobile insurance field, the ex- 
change in 1946 reported net premium income of nearly 
$8,500,000. 

The new collision rates brought to a halt the upward 
trend which has prevailed since V-J Day. Following 
the cessation of hostilities several rate increases had 
been adopted by the Exchange in various forms of col- 
lision insurance the last increase, amounting to approxi- 
mately 40%, being effective as of May 18. 


IOWA MUTUAL Hail Insurance Company 


Des Moines, lowa 
In Process of Organization 


The Iowa Mutual Hail Insurance Company, Des 
Moines, Iowa is now in process of organization under 
the sponsorship of the Iowa Farm Bureau Federation 
which will contribute an initial guaranty fund of $300,- 
000. The company will be operated in conjunction with 
the Iowa Farm Mutual Insurance Company which 
writes full coverage automobile and farm liability busi- 
ness and Iowa Life Insurance Company, also sponsored 
and operated by the Federation. 

Officers of the company will be: President, A. B. 
Kline; vice president, E. Howard Hill; secretary-treas- 
urer, D. B. Groves. All of the foregoing are farm bu- 
reau officers and also occupy similar official positions 
with the Towa Farm Mutual. 
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THE MIDWESTERN Indemnity Company 


Cincinnati, Ohio 


Licensed 


Now actively operating is The Midwestern Indemnity 
Company which incorporated under the laws of Ohio 
during January of this year. It was licensed on July 
12, 1947 with paid-in capital of $100,000 and surplus 
of $50,000 produced through the sale of $50 par value 
stock at $75 per share. Automobile liability, property 
damage and collision; plate glass; liability, property 
damage and collision other than auto; burglary and theft 
lines are being written by the company. Reinsurance 
agreements are in effect with the Peerless Casualty 
Company, Keene, New Hampshire. Included in the of- 
ficial staff are: W. W. Schneebeck, president ; Emanuel 
J. Nurenberg and J. Allison Dryden, vice presidents 
and Mark H. Kroll, secretary-treasurer. The director- 
ate consists of the previously named officers and Mar- 
shall I. Nurenberg. 


NATIONAL AUTOMOBILE and Casualty 


Insurance Company, Los Angeles, California 
Multiple Line Charter 


An application was filed with the California Insur- 
ance Department by the National Automobile and Cas- 
ualty for permission to amend the company’s certificate 
of authority and allow the underwriting of fire lines in 
addition to the casualty coverages now being written. 


NORTHEASTERN Insurance Company 
Hartford, Connecticut 


Capital Reduction Approved 


Stockholders of the Northeastern Insurance Company 
of Hartford at a meeting on November 14 approved a 
reduction in the stated capital stock from $1,500,000 to 
$1,000,000 by a change in the par value of shares from 
$5.00 to $3.33%4 each. (See November Fire AND Cas- 
uALTY NEws) 


NORTH STAR Reinsurance Corporation 
New York, New York 


Capital Increase 


A recapitalization plan to provide $3,000,000 of addi- 
tional resources will be voted upon by stockholders of 
North Star Reinsurance Corporation at a special meet- 
ing to be held December 8. Stockholders are being 
asked to authorize a new class of stock comprising 30,- 
000 shares of $4 dividend (non-cumulative) preferred 
stock, par value $10 each. Under the proposed plan the 
new shares will be issued at ten times par or $100 per 
share thereby increasing paid-in capital stock by $300,- 

(Continued on the next page) 
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“Building 


AGENTS’ SALES” 


@ Yes, the Hawkeye-Security Companies build. 


sales for Agents. First, they offer full Casualty 
and Fire policies, designed to give your clients 
maximum protection. 


Too, they service Agents speedily and efficiently. 
Claims are paid promptly . . . no red tape 
to hamper Agents. Field Representatives work 
closely with Agents. Yes, the Hawkeye-Security 
oo are good companies to s business 
with. 


Hawkeye Casualty Co. 


DES MOINES, IA. 


Security Fire Insurance Co. 


wo 


DAVENPORT, IA. 





1000 ROOMS WITH BATH 


RADIO IN EVERY ROOM 


S1xX FINE RESTAURANTS 


CENTRAL DOWNTOWN LOCATION 


GARAGE ATTA Cae oe 


ROBERT P. JOYCE 
GENERAL MANAGER 
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(Giseminer Compaase 


BALTIMORE NEW YORK 





A PROGRESSIVE 


SURETY and CASUALTY 
COMPANY 











NORTH STAR—Continued 


000 and adding $2,700,000 to paid-in surplus. The new 
funds will be contributed by the General Reinsurance 
Corporation which presently owns more than 99% of 
the North Star’s outstanding capital stock. 


NORTHWEST Casualty Company 
Seattle, Washington 


Preferred Stock to Employees 


Under the recently announced recapitalization plan 
of the company, (see page 107 of the November Fire 
AND CasuaLty News) the 30,000 shares of preferred 
stock will be sold exclusively to employees of the casu- 
alty company and its parent organization, the North- 
western Mutual Fire Association, at par, $10 per share. 
Non-participating and non-voting the shares bear a 6% 
cumulative dividend. , ; 


NORTHWESTERN MUTUAL Fire Association 
Seattle, Washington 


Corwin S. Shank Deceased 


Corwin S. Shank, one of the founders of the North- 
western Mutual Fire Association and widely known 
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authority on insurance law, died on November 9 at the 
age of 81. 

Prominent in many fields, Mr. Shank was perhaps 
best known for his wide-spread. legal and business ac- 
tivities as senior member of the Seattle law firm of 
Shank, Rode, Cook & Watkins and was an active mem- 
ber of the American Bar Association. Together with 
Frank J. Martin, he founded the Northwestern Mutual 
in 1901 and, first as a general counsel and more recently 
as chairman of the board, he was active for many years 
in the operation of the company and its subsidiary. 


Quits Eastern Canada 


Early last month the Northwestern Mutual Fire As- 
sociation announced its withdrawal from direct opera- 
tions in Eastern Canada through its departmental of- 
fice at Hamilton, Ontario. Effective November 1, the 
fire and casualty business written by the Northwestern 
Mutual and the Northwest Casualty Company in the 
Provinces of Ontario, Quebec, New Brunswick and 
Nova Scotia up to that date was reinsured by the 
Economical Mutual Fire Insurance Company of Kit- 
chener, Ontario. 

Although withdrawing from direct operations in 
Eastern Canada the Northwestern Mutual and _ sub- 
sidiary are continuing their operations in Western 
Canada and the reinsurance agreement with Economical 
has no bearing on their operations in the prairie Prov- 
inces and British Columbia. 


OKLAHOMA FARM Bureau Fire Insurance 
Company, Oklahoma City, Oklahoma 


Licensed 


The Oklahoma Farm Bureau Mutual Fire Insurance 
Company was granted a license to transact business by 
the Oklahoma State Insurance Board on September 24. 
Sponsored by the Oklahoma Farm Bureau the company 
commenced business with contributed surplus funds of 
$107,530. Officers of the company are: President, John 
I. Taylor; vice president, Harold Davis; secretary, 
Lewis Munn; and treasurer, E. G. Jeffrey. 


PENNSYLVANIA LUMBERMENS Mutual Fire 


Insurance Company, Philadelphia, Pennsylvania 
New Directors 


At the semi-annual meeting held on November 18, 
Walter S. Robbins of Robbins Door and Sash Company. 
Scranton, Pennsylvania, and Robert D. Kramer of 
Kramer Brothers Company, Inc., Elizabeth City, North 
Carolina, were elected members of the company’s board 
of directors. In addition, J. F. Braceland and J. J. Ford 
were elected assistant secretaries. 
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POTOMAC Indemnity Company 


Philadelphia, Pennsylvania 


Liquidated 


This organization was voluntarily dissolved as of 
September 29, 1947. It was owned and operated by the 
General Accident Fire and Life Assurance Corporation, 
Ltd., of Philadelphia. No underwriting activities had 
been conducted by the company since its inception in 


1942. 


PREFERRED ACCIDENT Insurance Company 
New York, New York 


New Financing Approved 


At a special meeting November 25, 83% of the com- 
mon stockholders of this company voted approval of the 
new $2,000,000 financing by the Reconstruction Finance 
Corporation. The transaction was consummated by an 
adjustment of capital stock, under which the present 
cumulative preferred stock of 1,000,000 shares, par 
value $1 and liquidating preference $3, was reclassified 
as 1,000,000 shares, par value $1 and liquidating pref- 
erence $5. Dividends per share were advanced from 
12 cents to 20 cents, while the interest rate on the loan 


was maintained at 314%. Stockholders voiced general, 


approval of the progress made so far and of the com- 
pany’s future plans. 


PUBLIC SERVICE Insurance Corporation 


San Francisco, California 


Receives Surplus Contribution 


The California Insurance Department granted the 
new reciprocal permission to issue a certificate of con- 
tribution in the amount of $100,000 to Common Carriers 


Auxiliary Corporation, Los Angeles, the attorney-in- . 


fact. 


RESOLUTE Fire Insurance Company 
Hartford, Connecticut 


New Officer—Operations Expanded 


Harry H. Erdmann, formerly vice-president of Con- 
necticut Indemnity Company and later executive vice 
president of Emmco Insurance Company of South Bend, 
Indiana, a subsidiary of Associates Discount Company, 
has joined the Resolute Fire Insurance Company as 
executive vice president and director. 

The Resolute, specializing in automobile finance busi- 
ness, operates in the District of Columbia and twenty- 
seven states. For the first nine months of this year 
premium writings of the company amounted to over 
$4,000,000 and underwriting returns provided a loss 
ratio on an earned to incurred basis of under 50%. For 
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... the stopping place — 
of busy people / 


In the Heart of Pittsburgh's Golden 
Triangle . . . within easy walking dise 
tance of all important office buildings, 
stores and theatres . . . the Pittsburgher 
is the ideal spot to stay. 


You'll enjoy the lorge comfortable 
rooms, every one with a private both 
and radio... the excellent restaurants 

. and the friendly courtesy thot 
olways awaits you at the Pittsburgher 
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Single Rooms: $3.75 to $5.50 
Double Rooms:$5.50 to $7.50 









KNOTT HOTEL—Joseph F. Duddy, Manager 


REINSURANCE UNDERWRITERS 


INCORPORATED 
* 


Complete Facilities in 
the domestic and 
| Poh ete Mob Mn \/ Rona a-na- 


56 SANSOME STREET SAN FRANCISCO 


the full year 1946 writings were less than $2,000,000 
and the incurred loss ratio was 56.5%. 


SPRINGFIELD Fire & Marine Insurance Company 
Springfield, Massachusetts 


Offering Price Sct 


The offering price of the 200,000 new shares of $10 
par capital stock of the Springfield Fire & Marine In- 
surance Company has been set at $38 each to provide 
gross proceeds of $7,600,000. Stockholders of record 
October 6 have the right to subscribe for one new share 
for each two and one-half shares held with subscription 
warrants expiring on December 5. Unsubscribed shares 
will be underwritten by a nation-wide group of invest- 
ment bankers headed by The First Boston Corporation 
and Kidder, Peabody & Corhpany. 
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NCORPORATED 190! 
KEENE. NEW HAMPSHIRE 


FEINSURANCES 
FIDELITY AND SURETY 


CASUALTY AND LIABILITY LINES 
CAPITAL 1.666,6066,06 


LEONHART anp COMPANY, INc. 


REINSURANCE 


Treaty * Facultative 


1020 St. Paul Street 
BALTIMORE 2, MD. 
3637 


40 Exchange Place 
NEW YORK 5,N. Y. 
2-6384 


Vernon Hanover 


STANDARD Casualty Company 


Lincoln, Nebraska 
Names Officers 


About ready to begin business the Standard Casualty 
Company, casualty affiliate of the Standard Reliance 
Insurance Company of Lincoln, announced the election 
of the following official staff: Chairman, R. D. Latsch; 
president, O. D. Tromble; vice presidents, W. M. 
Stoner and K. J. Folda; secretary, W. C. Farmer; 
treasurer, W. W. Putney and auditor, H. P. Mann. All 
officers, except W. W. Putney, president of the Midwest 
Life Insurance Company of Lincoln, are members of the 
parent company’s official staff or directorate. 


STATE Fire and Casualty Company 


Miami, Florida 
Staff Advancement 


Stanley R. Gumpert, formerly manager of the State 
Fire and Casualty Company, has been advanced to the 
position of vice president and general manager of the 
company. Mr. Gumpert who has a background of ex- 
perience in the home office of several New York com- 
panies also was elected a member of the board of di- 
rectors. 
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STERLING Insurance Company 
Chicago, Illinois 


Direct Selling Discontinued 


President Louis A. Breskin has just announced 
new plan of operation emanating from-experience gained 
during the past year. Sterling’s entire activity and 
effort will be concentrated solely upon the development 
of agency operation. The former plan of selling direct 
to the insurance-buying public has been discontinued 
as of November 21, 1947. Past sales efforts, which had 
been concentrated on the sale of limited health and acci- 
dent policies and small units of life insurance, were 
more recently expanded to include a full-coverage line 
of health and accident, hospitalization, medical reim- 
bursement and a standard line of life insurance contracts, 
primarily developed for agency sales. 

General agents have been appointed in Ohio, Mis- 
souri, Iowa, Kentucky and Illinois. Plans are under 
way to qualify in other states to further expand its 
agency program. The success of general agencies al- 
ready established has influenced this radical change in 
the plan of operation to divert the company’s efforts 
exclusively to the promotion of and assistance to its 
general agencies. 


TRI-STATE Casualty Insurance Company 
Tulsa, Oklahoma 


Merger Completed 


The National Mutual Casualty Company, Tulsa, en- 
tered into an agreement with the Tri-State Casualty In- 
surance Company, whereby the latter company took 
over the assets, assumed all the liabilities and reinsured 
all of the mutual’s policyholders without any additional 
cost, effective November 1, 1947. The Tri-State Cas- 
ualty Company, which owns the Tri-State Fire Insur- 
ance Company, was purchased during February, 1946 
by Perry D. Inhofe and his associates. Since that time 
it has been operated by interlocking personnel with The 
National Mutual Casualty Company. A. F. Bourne and 
Jeff T. Boucher, both of Tulsa, will be elected to the 
board of directors at an early meeting. Officers of the 
organization are: President and chairman of the board, 
Perry D. Inhofe; vice presidents, Hiram West and 
Howard Allred; treasurer, Hugh Earl; assistant treas- 
urer, Fred F. Stevens; assistant secretaries, Catherine 
Reager and Lloyd A. Swain. 


Increases Capital 


Preparatory to the assumption of the larger premium 
volume, the capital of the Tri-State Casualty was in- 
creased from $150,000 to $250,000 and $50,000 con- 
tributed to surplus through a common stock dividend of 
$50,000 and the sale of preferred stock of which $50,000 
was credited to capital and $50,000 to surplus. 
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SURETY LIMITS ON BONDS 


OLLOWING is the list of companies holding Cer- This list is published solely for the information of 
tificates * of Authority from the Secretary of the Federal bond-approving officers and persons required 
Treasury as Acceptable Sureties on Federal to give bonds to the United States. It is based on state- 
Bonds, within the limitation set opposite their respec- ments filed with the U. S. Treasury Department as of 
tive names, in the judicial districts of the States wherein June 30, 1947. 
they have appointed process agents. 











NAMES OF COMPANIES, LOCATION OF Underwriting NAMES OF COMPANIES, LOCATION OF Underwriting 
PRINCIPAL EXECUTIVE OFFICES, AND Limitations PRINCIPAL EXECUTIVE OFFICES, AND Limitations 
STATES IN WHICH INCORPORATED (Net limit on any one risk) STATES IN WHICH INCORPORATED (Net limit on any one risk) 
California New York 
1. Associated Indemnity Corporation, St. Louis, Mo. ...... $549,000 41. American Guarantee po Liability Insurance Co. 
2. Fireman’s Fund Indemnity Co., San Francisco ....... 668,000 OS RCE ei ey rere oer 289,000 
3. National Automobile & Casualty Ins. Co., Los Angeles .. 191,000 42. American Re-Insurance Co., New York .........-ee0% 1,280,000 
4, Pacific Employers Insurance Co., Los Angeles 263,000 43. American Surety Co. of New York .............. «++ 2,100,000 
5. Pacific Indemnity Co., Los Angeles ...........seeee05 1,070.000 44. Columbia Casualty Co., New York ..........+06- .. 441,000 
6. West —- go +. oe. — (see weane go 45. Eagle Indemnity Co., New York ............ R 441,000 
7. Western National Indemnity Co., San Francisco ...... 437,0 46. Excess Insurance Co. of America, New York 200,000 
47. The Fidelity and Casualty Co. of New York 3,227,000 
Connecticut 48. General Reinsurance Corporation, New York 1,831,000 
8. The Aetna Casualty and Surety Co., Hartford ........ 3,971,000 | 49. Glens Falls Indemnity Co., Glens Falls .........+++++ 609,000 
9. The Century Indemnity Co., Hartford ..........eee0. 584,000 | 50. Globe Indemnity Co., New York ......--eseseeeeeeees 2,129,000 
10. Hartford Accident and Indemnity Co., Hartford ...... 4,224,000 | 51. Great American Indemnity Co., New York ......+..++- 1,188,000 
11, The Travelers Indemnity Co., Hartford ............++ 1,300,000 | 52. The Home Indemnity Co., New York .......+-++..++- 346,000 
ss. — 2 Lancashire Indemnity Co. of America, Hart- 
bh es 64405 RE ONE ACCS 6546 RbSESEES ON TONES 289,000 
Delaware 54 Merchpete tndameity Cor i { : é 5, 
F 2 arent tal - . . 3 ) poration of New York ....... 405,000 
12. Saint Paul-Mercury Indemnity Co., St. Paul, Minn. ... 924,000 55. The Motgeostiten Casualty Insurance Co. of New York, 
7 ee Pry ye re TT err TTT rere TTT Tee. 466,000 
. Illinois 56. National Surety Corporation, New York ...........+.+ 2,194,000 
13. American Motorists Insurance Co., Chicago .......... 225,000 57. New Amsterdam Casualty Co., Baltimore, Md. ........ 1,694,000 
14. Lumbermens Mutual Casualty Co., Chicago! .......... 1,100,000 | 58. New York Casualty Co., New York ..........++e+e5+: 433,000 
59. North American Casualty and Surety Reinsurance Cor- 
Indiana poration, New York .....e.seeceeeseeeeeereeeeeees 278,000 
15. American States Insurance Co., Indianapolis .......... 177,000 | 60. Phoenix Indemnity Co., New York ....-..++-.sese+s: 403,000 
16. Continental Casualty Co., Chicago, Ill. ........ses0e. ame 6 ee eee ee re OS.at Sew Tae o-- os 
7. E Casualty I Co., South Bend ......... . oyal Indemnity Co., New York ........eseeeeeeeeees 1,762, 
5 a Sey Sea Ch, ce Boas 85,000 | 63. Seaboard Surety Co., New York ..........0..cccceeee 622.000 
Hace 64. Sun Indemnity Co. of New York .......-.se2seeeeeee 227,000 
18. Employers Mutual Casualty Co., Des Moines .......... 194,000 65. United National Indemnity Co., Hartford, Conn. ...... 300,000 
c: thene Casmite Ce. feo Mine 70°000 66. United States Casualty Co., New York ......-.+++-+0+ 631,000 
, y' y Ve IMES see reeeeeereeccece , 67. United States Guarantee Co., New York .. 1,451,000 
x 68. The Yorkshire Indemnity Co. of New York 161,000 
ansas 
20. The Kansas Bankers Surety Co., Topeka .............. 63,000 Ohio 
21. The Western Casualty and Surety Co., Fort Scott ..... 216,000 69. The Ohio Casualty Insurance Co., Hamilton .......... 500,000 
70. Soe Fon Seay Ci; Ps ace ebieteawawneal yee 
Maine 71. e Summit Fidelity & Surety Co., Akron .........++- 32, 
22. Maine Bonding and Casualty Co., Portland .......... i 69,000 p — 
‘ennsylvania 
72. American Casualty Co. of Reading, Pennsylvania ...... 318,000 
Maryland : — ¥ 
. , ; : 73. Eureka Casualty Co., Philadelphia ...........-..2++-++ 100,000 
23. American Bonding Co. of Baltimore ...............0.- 234,000 A y ‘ P wt Tog Fe dota: é 
34. Pidelity and Deposit Co. of Maryland, Baltimore ...... 2.037'000 74. Indemnity Insurance Co. of North America, Philadelphia 2,205,000 
“tee Coase th. titans .... 2°390'000 75. Manufacturers’ Casualty Insurance Co., Philadelphia .. 502,000 
26. United States Fidelity and Guaranty Co., Baltimore ... 3,340,000 76. National Union Indemnity Co., Pittsburgh ............ 103,000 
South Dakota 
en shige teeta © — 77. Western Surety Co., Sioux Falls ........ccceceees sweat 123,000 
27. suranc °., NS ickcaswew 
28. American Mutual Liability Sasmrance Co. Bouter ee 1,591°000 Texas 
=~ —, Mutual Insurance Co., Boston ..........6. eee 2,985,000 78. American General Insurance Co., Houston ............ 312,000 
> mag sae Bonding and Insurance Co., Boston .... 1,171,000 79. American Indemnity Co., Galveston ..........-+e+e00+ 233,000 
. ew England Casualty Insurance Co., Springfield ..... 256,000 = ae Sa ee Co., Fort Worth ...... ye 
fe 1. mployers Casualty Co., Dallas ........+.-eeesseeeees ’ 
32. National C Michigan 82. Houston Fire and Casualty Insurance Co., Fort Worth .. 144,000 
32. National Casualty Co., Detroit _. +t ew euscereeeesesees , 12000 83. be ay, Insurance a Gatvestet .22ccccccee aoe'ees 
3. d surance Co., Detroit ....csccccce y ,000 84. rinity Universal Insurance Co., Dallas .............. . 
Minnesota Vermont 
oe. Ascher Commsity Co. St. Peel osc ccccccciccccsccsses 126,000 | 85. American Fidelity Co., Montpelier .........--eeeeeeee 137,000 
: _ Missouri Virginia 
35. American Automobile Insurance Ce., Bt. Tawie 2.0660: 1,508,000 86. Virginia Surety Co., Inc., Toledo, Ohio .........+.: 42,000 
36. Central Surety & Insurance Corporation, Kansas City .. 452,000 
37. Employers Reinsurance Corporation, Kansas City ...... 1,337,000 Washington 
‘ : 87. General Casualty Co. of America, Seattle ............- 486,000 
38. Peet c New Hampshire 88. Northwest Casualty Co., Seattle .........eeeeeeeeeeeee 137.000 
Wrenn Caemetey Ce., TORS oon ccccccccecscnccesese 228,000 89. United Pacific Insurance Co., Tacoma .........+0+++++ 237,000 
New Jerscy i : 
39. Commercial Casualty Setueunes Co., Newark 438,000 90. Employers Mutual oy Co. of Wisconsin 
40. International Fidelity Insurance Co., Jersey eas 189,000 i Women (ugusenweseaes : poner aeeheee vanchatonee se. 1,006,000 
Companies AuTHoRIZzED To Do A Reinsurance Business ONLY UNDERWRITING LIMITATIONS 
91. Accident and Casualty Insurance Co. of Winterthur, Switzerland (U. S. Office, New York, N. Y.) — bi $199,000 nai 
a Car and General Insurance Corporation, Ltd., London, England (U. S. Office, New York, N. Y.) ...-.+- isan 133,000 
- ta Employers’ Liability Assurance Corporation, Ltd., London, England (U. S. Office, Boston, Mass.) ........ 1,663,000 
+ ae meer General Reinsurance Co., Ltd., London, England (U. S. Office, New York, N. Y.) .......... 1,121,000 
5. Guarantee Co. of North America, Montreal, Canada (U. S. Office, New York, N. Y.) ......ceeeeeeeee 156,000 
+4 {asurence Company of North Ranoricn, PiiinGiaiiln, PORATCRIS oo co5500d si cease crsscrecscvccvevsccesece 10,935,000 
- oo Guarantee and Accident Co., Ltd., London, England (U. S. Office, New York, N. Y.) .......-eeeeee 677,000 
: Ocean Accident and Guarantee Corporation, Ltd., London, England (U. S. Office, New York, N. Y.) ..... 661,000 


Risks in excess of limit fixed herei i i i i 
th t ed herein must be reported for quarter in which they are executed. In protecting such excess, the rating in force on 
e Bre of the execution of the risk will govern absolutely. This limit applies until a new rating is established by the Treasury epetinanes. 
able or filed, gents are required in the following districts: Where principal resides; where obligation is to be performed; and where bond is return- 
* 2 . . . 
MF jhe yay 0 of authority expire April 30, and are renewable May 1, annually. 
ane af litteeie” lio a Fidelity and Surety Business in the State of New York under the name of “(American) Lumbermens Mutual Casualty Com- 
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REINSURANCE 
LESSENS THE SHOCK! 


HE CONTINUITY OF INDUSTRY 

leading to a finished product 
often begins in far-off places. At any : 
mile post in production, catastrophes 
may occur regardless of mechanical 
precautions. These contingencies can 
only be met by the foresighted pur- 


chase of adequate reinsurance. 


We offer wide experience and ex- 
tensive facilities to assist you in ar- 


ranging this necessary protection. 


Casualty, Fidelity 


& Surety Reinsurance 


EXCESS | 


INSURANCE COMPANY OF AMERICA 
NINETY-NINE JOHN ST., 
NEW YORK 7, NEW YORK 
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OFFICE EQUIPMENT DIRECTORY 


~ 


Readers of Best's Insurance News may obtain without obligation, from selected manufacturers, 
* current literature and prices on any of the following products and services. * 
(If you desire information on any items not listed, we will make every effort to obtain it for you.) 


FILING CABINETS 
Card File 
Fibre Board 
Insulated 
Metal 
Micro 
Portable 
Rotary 
Stencil 
Visible 

10. Wooden 


OONANRWH— 


FILING SUPPLIES 
11. Fasteners 
12. Folders 
13. Index Tabs 
14. Supports 


MACHINES, ACCOUNTING 
15. Adding 
16. Billing 
17. Bookkeeping 
18. Calculating 
109. Payroll 
19. Tabulating 





To BEST'S INSURANCE NEWS 


75 Fulton St., New York 7, N. Y. 


Please forward complete information 
and prices on the items checked. 


No. No. 
No. No. 
No. No. 
No. No. 























Firm Name 





Attention of 





Position 





Firm Address 





City 
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MACHINES, MAILING 


20. 
21. 
22. 
23. 
24. 
106. 


Dating Stamps 
Envelope Sealers 
Mail Openers 
Postal Meters 
Postal Scales 
Time Stamp 


MACHINES, REPRODUCING 


25. 
26. 
27. 
28. 
29. 
30. 
31. 


Composing 

Direct Copying 
Duplicating 
Micro-filming 
Mimeograph Slip Sheet 
Typewriter, Electric 
Typewriter, Manual 


MACHINES, MISCELLANEOUS 


32. 
33. 
34. 
35. 
36. 
37. 


Addressing 
Checkwriting 
Dictating 
Intercommunication 
Stapling 

Paper Fastening 


OFFICE ACCESSORIES 


38. 
39. 
40. 
41. 
42. 
43. 
44. 
45. 
46. 
47. 
48. 
49. 


Ash Trays & Stands 
Cash Boxes 
Chair Cushions 
Currency Trays 
Desk Lamps 
Desk Pads 
Desk Trays 
Drawer Trays 
Moisteners 
Name Plates 
Pen & Ink Sets 
Waste Baskets 


OFFICE FURNITURE 


50. 
3}. 
52. 
. Chairs 

. Desks 

. Fluorescent Lighting 

. Incandescent Lighting 
. Matched Suites 

. Safes 

. Stools 

. Tables 

. Wardrobes 


Air Conditioners 
Bookcases 
Cabinets 


SERVICES 

62. Accounting System 
110. Elevator Modernization 
63. Fire Protection 

111. Floor Maintenance 

(Non-Slip) 

64. Office Planning 

65. Record System 

66. Sales Incentives 


SUPPLIES, GENERAL 
67. Blank Books 
68. Business Forms 
70. Envelopes 
71. Erasers (Specialized) 
112. Floor Polish (Non-Slip) 
72. Loose Leaf Books & 

Systems 

73. Marking Devices 
74. Paper 
75. Paper Perforators 
76. Pens 
77. Pencils 
78. Pencil Sharpeners 
81. Staple Removers 
69. Stencils & Inks 


SUPPLIES, TYPEWRITER 
82. Cleaning Material 
83. Copyholders 
113. Eradicable Ribbon 
85. Justifier 
86. Line Indicator 
87. Pads 
88. Ribbons & Carbons 
89. Stands 


TELEPHONE ACCESSORIES 
90. Cord Cover 
91. Holder 
92. Index 
94. Silencer 
95. Stands 


MISCELLANEOUS 
103. Birthday Cards 
105. Bulletin Boards 
97. Fire Extinguishers 
98. First Aid Kits 
104. Greeting Cards 
99. Leather Goods 
114. Policy Wallets 
100. Promotional Gifts 
107. Recording Door Lock 
101. Silencer fer Dictating 
Machines 
102. Visual Policy Jackets 
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LICENSE CASE 


PARTICULARLY apt promotional 

gift for insurance offices is the auto- 
mobile license case designed by the 
Ameron Wallet and Leather Novelty 
Company. Space is provided for an in- 
surance card, registration and driver’s 
licenses and similar cards plus extra space 
for business cards. It folds up compactly 
so as to be conveniently carried in the 
dashboard compartment. The standard 
case is of genuine leather and black or 
brown English morocco or tan pigskin is 
available at a slightly higher price. 
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To BEST'S INSURANCE NEWS 


75 Fulton St., New York 7, N. Y. 


Please forward complete information 
and prices on the items checked. 


OO License Case 

( Type Cleaning Tool 

C1 Water Cooler 

(1 Wood Stamp Pad 

0 Desk: Pen Set 
Firm Name 
Attention of - 
Position 
Firm Address 
City 
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TYPE CLEANING TOOL 


NCE the keys of a typewriter have 

been cleaned of ink accumulations, 
they can be kept that way indefinitely by 
the daily use of this rubber tool. The 
manufacturer, Walter H. Lowston, states 
that all that is necessary is to brush the 
type each day—no fluid is used nor need 
the tool itself be cleaned. The tool has a 
lifetime of about two years when used 
daily. 





WATER COOLER 


NEW bottle-type electric water cooler 

has been designed by the Ebco Man- 
ufacturing Company for use where plumb- 
ing connections are not available or where 
bottled spring water is preferred. The 
cabinet is of heavy gauge galvanized and 
bonderized steel finished in brown opales- 
cent lacquer. The top is of brown vitreous 
porcelain enamel on steel with a black 
molded rubber bottle gasket that is odor- 
less and will not affect the taste of the 
water. The cooler will serve approxi- 
mately 80 persons per hour. 








NEW TYPE STAMP PAD 


HIE Phillips Process Company has de- 

veloped a stamping pad made of wood 
with the end of the grain exposed. 
Through chemical processing, the capil- 
lary pores or tubes of the wood become 
reservoirs holding a large amount of ink 
and feeding it to the surface in just the 
right quantity. The manufacturers claim 
that the stamps never become over-inked, 
that the surface of the pad is always flat, 
firm and free from lint resulting in a 
clean sharp even impression and that the 
pad is never affected by moisture or 
humidity. 





DESK PEN SET 


Y USE of capillary action, the cus- 

tomary large shallow dip-compartment 
is eliminated in the new Handi-pen desk 
set designed by Sengbusch Self-Closing 
Inkstand Company. Deterioration and 
waste of ink is avoided and the last drop 
of ink—as fresh as the first—is fed di- 
rectly to the pen point, say the msnufac- 
turers. Constructed of durable ink-resist- 
ing plastic, the set combines style and 
simplicity with efficiency, economy and 
cleanliness. 


Best’s Fire and Casualty\\News 
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INCREASING EFFICIENCY 


T. LAWRENCE COUNTY in 

the northern-most part of New 
York State is about 75 miles across 
in any direction. It is a small town 
area with long distances between 
towns. The main industries are 
dairy farming, lead, zinc, tale and 
iron mining and milling, and a 
limited amount of lumbering. Much 
of my business is 30 to 60 miles 
from my office. That means a lot of 
driving. The change this year to a 
District Agency with new agents to 
train will increase travel require- 
ments. 

It seems to be necessary to travel 
about 30,000 to 36,000 miles a year 
which is an average of over three 
hours a day spent driving between 
here and other towns and prospects, 
but any time I try to cut down the 
miles I always note a decrease in 
business. 

There was a time when I would 
make notes of my calls as I made 
them each day, then return and 
spend 2 or 3 hours or more at the 
office at night completing details on 
what happened during the day and 
leaving enough instructions for my 
secretary so she could finish the 
letters, records, prospect cards, etc. 

There was much hardship, dupli- 
cation of effort and lack of efficiency 
in all this, particularly since I would 
return at night all tired out but 
forced to take care of all this detail 
work. At times it wasn’t very well 
done. Something had to be done 
about it. 

About eight months ago I pur- 

d a voice recording machine at 
acost of $550. This included a trans- 
former in my car to change voltage 
from 6 to 110 volts, a portable rec- 
ord maker in a nice leather case, and 
a play-back machine which stays in 
the office. 


For December, 1947 


by WILLIAM T. BEATTY 
Northwestern Mutual, 
Gouverneur, N. Y. 


I use the record maker in the car 
almost entirely but on some occa- 
sions use it in the office. Records 
take a half hour of dictation at a cost 
of ten cents each. The play-back unit 
in the office has earphones and a 
foot pedal control. It starts talking 
immediately on pressing a foot pedal 
and a second pedal will set it back 
several words to repeat at any time. 
The best part is that my secretary 
likes to use it. 

When working in the field the 
record maker sets beside me on the 
front seat of my car. It weighs about 
20 pounds and takes up less space 
than a passenger. It is ready at all 
times to turn on when needed. When 
I leave a prospect and while every- 
thing is fresh in my mind I dictate 
all letters, records, instructions for 
making up proposals and all other 
details incidental to the interview 
just ended. Sometimes I'll make 2 
or 3 calls but then when driving on 
to the next one in any case I bring 
everything up to date. Most such 
dictation is done while driving 40 
to 50 miles an hour, as easily as I 
would talk to another passenger. 
When returning home at night all 
I do is leave the recording for the 
day on my secretary’s desk. The 
next morning she goes to work, com- 
pletes records and illustrations as 
instructed, and signs and mails all 
letters except the more personal 
ones, which are left for my review. 

By this method my detail work 
is always up to date. My best think- 
ing is done while driving and I trap 
all thought and ideas. Yet I elimi- 
nate a lot of midnight work by sal- 
vaging my driving time. 


My secretary was new just before 
purchase of this machine, a high 
school graduate with typist training 
only. She was hired on a training- 
on-the-job idea. When dictating cer- 
tain jobs or illustrations for her to 
do, I also dictate careful instruc- 
tions. She can play them over as 
much as required. 

She has received much of her 
training in this manner as I have lots 
of time to instruct her on what I 
want done while making these long 
drives. Incidentally, she has learned 
how to figure complicated pension 
trust plans, how to use the rate book 
and dividend manual, how to figure 
social security benefits, and how to 
make up all the types of illustrations 
I use. All I have to do is tell the 
machine what I want and how I 
want it done. 

Under some conditions the ma- 
chine picks up a little motor and 
traffic nojse, so while it is not equal 
to performance with the motor 
stopped the noise is not enough to in- 
terfere with performance or to be of 
any particular annoyance. A ten cent 
record will almost always cover a 
day’s work and that makes a day’s 
work for my secretary as well. In 
fact she is busy all the time. 

I don’t know how much this 
equipment has made for me, but I 
am well satisfied that it has already 
paid for itself. The employment of 
a secretary was a good move, but 
with this method her usefulness has 
improved so that I know it is con- 
servative to say she is twice as val- 
uable to me. This way she really 
does all the detail work, leaving 
me free to use my time and energy 
for more important field work where 
sales are made and commissions 


earned. 
—Field Notes. 
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UNDERWRITING CAPACHTY 


NSURANCE underwriting capac- 

ity continues to hold a prominent 
place in discussions of current prob- 
lems facing the industry. Views 
range all the way from the conten- 
tion of Walter Weir, advertising ex- 
ecutive, that a billion dollar reinsur- 
ance company is the only answer, to 
the position taken by William J. 
Montgomery, of the Dodson Recip- 
rocals, that it is only “the precon- 
ceived ideas of producers and buy- 
ers (which) stand between the need 
for insurance and the broad market 
available from all different classes 
of carriers.” 


A Buyer Speaks 


Frazier Wilson, insurance man- 
ager of United Airlines, has asked 
for such an expansion of domestic 
insurance and reinsurance facilities 
as to provide for peak requirements 
having in mind the possibility of 


100-passenger airplanes with insur- 
ance limits as high as $10,000,000. 
Ernest L. Clark, of J. C. Penney 
Company, contends that there never 
has been sufficient capacity in this 
country to take care of all the risks 
that have been offered and urges 
company executives to forget their 
petty jealousies and join in a mass 
effort to provide an adequate insur- 
ance market. H. P. Stellwagen, ex- 
ecutive vice president of the In- 
demnity Insurance Company, has 
suggested a company syndicate to 
handle long-haul truck and bus lines. 
Senator Pepper of Florida advocates 
a federal non-profit cooperative to 
write hurricane and disaster insur- 
ance. Insurance Commissioner Har- 
rington of Massachusetts recently 
called a meeting of top company of- 
ficials in an effort to provide com- 
pulsory automobile insurance for an 
estimated 25,000 owners who are ex- 
pected to find it hard to get in 1948. 


George F. Sullivan, president of the 
General Brokers Association (New 
York City) assured producers that 
the Broker Association’s Joint Coup. 
cil would not permit the present 
tight market to force the small 
broker out of business and that if in. 
dividual companies or joint coopera- 
tive action of companies did not 
make an adequate market outside 
forces might do the job. 


Management's View 


John A. Diemand, president of the 
Insurance Company of North Amer- 
ica, addressing Massachusetts 
agents, pointed out that “It must be 
clear, therefore, that much remains 
to be done before we can feel sure 
that the rules and regulations which 
govern our business are perfected to 
the point where the insuring public 
can always get all the coverage it 





@ Automobile Public 
Property Damage 









@ Workmen's Compensation 

@ Manufacturers’ and Contractors’ Public 
Liability & Property Damage 

Liability 

@ Automobile Fire, Theft and Collision 


@ Owners’, Landlords’ and Tenants’ Public 
Liability and Property Damage 


“A Strong Legal Reserve Stock Company” 


Celebrating 25 Years of Service and Growth 


and 


A Participating Stock Company 

@ Elevator Public Liability and Property 
Damage 

@ Comprehensive Liability 

@ Plate Glass 


@ Fidelity & Surety Bonds 
@ Forgery Bonds 
@ Burglary, Robbery & Theft 
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wants and should have, on terms that 
are mutually fair to insureds and 
insurers alike . . . any group of in- 
surers will underwrite all the risks 
consistent with their capacity and 
out of which they can make a profit 


. . . Granted favorable conditions 
for its use, increased capacity can be 
gotten in two ways: by the introduc- 
tion of new capital into the business, 
or the more intensive use of existing 
capital. 


The fire and casualty insurance 
business is being provided with more 
than $70.000,000 of additional cap- 
ital and surplus funds. Companies 
which have secured new funds or 
plan to do so by year end are: 








Fire and Marine Companies 


Capital 

Rotee (Fire) Insurance Company ..........60.sccccssecceses 2,500,000 
Menerican Instratice COMGGRY .......6scccsccccccscsvcccecsees 1,656,260 
Pomden Pire Insurance ASSOCIAtION ..........00.c0ccesecesoees 500,000 
ane Sropertnes: Pree BOB, CTH. oon oss eseccccsescessens 200,000 
eee SEINE GUIOOD a 6 0:05 50s awe s duaiebasbatpcaedes 4,352,310 
is PS ROMERMOE TOUOONET 6 oo 55 <5 5. cnc ersasctusesacens 750,000 
NE RO Ee ere re reer rrr ee 100;000 
Matmeas (ase Pere BUSUTANCE UG. .... 2.0 cccsccescssecvcseees 900,000 
EN NI os vinis 0.c-0 ack > snienbecddce ss eccnn nee 500,000 
Providence Washington Insurance Co. .................2200- 1,000,000 
South Corolma Insurance Company .............secssesvecees 100,000 
Springfield Fire & Marine Ins. Co. ................0..00055 - 2,000,000 
Stuyvesant Insurance Company ........ ht "irs eae Bg eit 125,000 

ee ee en a ee Ee TE eee ey eS $14,683,570 

Casualty and Surety Companies 

es ra ae NE BS oo osc ona cece seds ou enwn views $ 125,000 
i Ce CC. csissdeesddeeaesaecbessaca"  — * Viapuiobins 
eee ee LF ee ee 100,000 
osc acc cn bweernsveeewierssewbenil 2,500 


en IR IN io. 5 os o's 64's k'wn sek 0606s seo easiness 


rT Si SNE og os os. cea deenessbunswenesovewe 1,000,000 
Pomememta: Five @ Casusity Ins. Corp. ......cccccccccsccosses 50,000 
General Transportation Cas. & Surety Co. ................055- 200,000 
rn CAT ok ceiccucecwecncecekeessaeee -  ## | — hibiginndce 
I is 4 a dncucasad aye eine o aoe ge Rom ae 200,000 
mom Menrenal: tngurance COMPANY 26... 2.6.6 6cccesscvccosaces 109,000 
Massachusetts Bonding & Insurance Co. ................00000- 1,000,009 
ee EE PE 609,000 
Pacific Employers Insurance Company ................00e0005 150,000 
Preferred Accident Insurance Company ...............-000005: 1,000,000 
rene COUNNNNNNS WGN 4, 5-0.00s00s00000s0e0eeevececes 200,000 
Republic Indemnity Co. of America ..........cccccescesccceces 300,000 
i i TE .. 4 cans once evseseceeeesbeenee ees 150,000 
Selected Risks Indemnity Company .................2ececeeues 100,000 

MS no cu tineacn sa nen dese woe Rune ade ee RI ee $5,277,500 

Foreign Branches 

i i Cs 6s bead ececsupaeweetec | |) | owévidemae 
Car & General Insurance Corp. ........ (2 PCRs eees  .. -weembeas 
CO on kc bibsscuassacaeipeuae? 5 | weeesaee 
i eee... 6 siseescarerleeees eeebwcrcasers | «0 “Raw 


5.2 ai on’, sd uaa aay 9. ° -.) ewan 
no dans sdciagwewaan > <i> «dings AGE ete aweS aeanven 
pernemere Insurance Comipaity 2... 5.6... cece sce seccccescece 


EE aera eine era ae ne oe ere EET CEP TS CT ee re Dickens 


* Approximate. ** Contributed by parent company. (a) Remitted by home office. 





Fire Insurance Company 


eiigenitete \Grelspaleayil 


State of Pennsylvania 


Globe and Rutgers 


111 WILLIAM STREET, NEW YORK 7.N. Y 
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Surplus Total 
$ 7,500,000 $10,000,000 
*7 287,544 *8 943,804 
1,200,000 1,700,000 
100,000 300,000 
*3,852,310 *8 204,620 
4,575,000 5,325,000 
175,000 275,000 
3,600,000 4,500,000 
1,500,000 **2 000,000 
1,800,000 2,800,000 
75,000 175,000 
5,600,000 7,600,000 
125,000 250,000 
$37,389,854 $52,073,424 
$ 175,000 $ 300,000 
100,000 100,000 
150,090 250,000 
22,500 25,000 
50,000 50,000 
3,000,000 4,000,000 
50,000 100,000 
300,000 500,000 
**1 000,000 **1 000,000 
3,800,000 **4 000,000 
150,000 250,000 
1,600,000 2,600,000 
200,000 **800,000 
300,000 450,000 
4,000,000 5,000.000 
240,000 440,000 
800,000 *1,100,000 
165,000 *315,000 
187,500 287,500 
$16,290,000 $21,567,500 

(a) 
$ 1,000,000 $ 1,000,000 
600,000 600,000 
525,000 525,000 
500,000 *500,000 
109,000 100,000 
1,500,000 1,500,000 
750,000 750,000 
$ 4,975,000 $ 4.975.000 





AMERICAN HOME 


Fire Assurance Company 
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CONTRACT BONDS 


For forty years the Massachusetts Bonding 
and Insurance Company has been successfully 
underwriting all types of Fidelity and Surety 
Bonds, including Contract Bonds of various 


classes and sizes. 


Its experience includes serving as the origi- 
nating company for such large bonds as those 
covering 
LOW DAM—GRAND COULEE 
FULTON STREET SUBWAY TUNNELS 
LINCOLN TUNNELS 
PATERSON, N. J. POST OFFICE 
WALL TOWER BUILDING 
98 RIVERSIDE DRIVE 


and many others. 


It has well established service and claim 
offices at principal points throughout the 
United States for convenience of its 2gents 


and brokers. 


MASSACHUSETTS BONDING INSURANCE COMPANY 


T. J. FALVEY, President Home Office: BOSTON 


1907 — Fortieth Anniversary — 1947 


Fidelity and Surety Bonds and Casualty Insurance 
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FTER investigating a number 
A methods considered to have 
possibilities for making Christ- 
mas trees less flammable, the U. S. 
Forest Products Laboratory has 
concluded that keeping the tree 
standing in water is about the most 
practical, satisfactory, and conven- 
ient method of those tried for re- 
ducing the fire hazard and prevent- 
ing the needles from discoloring or 
falling. Additional protection against 
fire can be provided by the use of 
fire-retardant coatings in conjunc- 
tion with the water treatment if the 
retention of the natural color of the 
foliage is unimportant. 
The procedure recommended for 
the water treatment is as follows: 


1. Obtain a tree that has been cut 
as recently as possible. 

2. Cut off the end of the trunk 
diagonally at least 1 inch above the 
original cut end. Stand the tree at 
once in a container of water and 
keep the water level above the cut 
surface during the entire time that 
the tree is in the house. If the tree 
is not to be set up for several days, 
it should be kept standing in water 
meanwhile in a cool place. 


To Keep Trees Fresh 


If started in time, this treatment 
not only will prevent the needles 
from drying out and becoming flam- 
mable, but it will also keep them 
fresh and green. It will, in addition, 
retard the fall of needles of such 
species as spruce, which loses needles 
very easily, in contrast to balsam 
fir, which retains its needles even 
after the branches have become dry 
and the needles brittle. Freshly cut 
spruce or balsam fir trees standing 
| m water cannot be set on fire by 
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candle or match fires, but, of course, 
will not withstand a large source of 
heat. 

Several types of fire-retardant 
coatings that either prevent or 
greatly retard flame spread when 
applied to wood will provide similar 
protection when applied to Christ- 
mas trees. 

For those willing to undertake the 
extra trouble and expense in the use 
of decorative coatings, the following 
simple formulations are suggested : 


x x | * 

OR well over a decade death and 

property loss during the Christmas 
month have topped the tragic toll for 
any one month of the year. Last Decem- 
ber over one thousand lives were lost 
and $59,000,000 in property went up in 
smoke. 

Approximately four fifths of these 
wintertime fires are in homes and almost 
all of them could be directly attributed 
to carelessness. 

It seems a paradox that people at- 
tempting to make the Christmas season 
the gayest of the year should turn it into 
one of tragedy and regret by neglecting 
the simple precautionary measures of 
sane fire prevention. Yet year after year 
they leave stoves burning while they go 
shopping, toss cigarettes on tinder-like 
decorations, attempt Christmas lighting 
displays with faulty fixtures, and engage 
in a dozen other careless practices. 

Be certain Christmas tree lights are in 
good condition; shorting wires cause 
many fires. Finally the dead and dry 
Yule tree should be disposed of—to a 
safe place where it can be burned— 
as soon as possible after the holiday. 
—National Conservation Bureau of the 
Association of Casualty and Surety Com- 
panies. 
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CHRISTMAS TREES 


Formula I 


(Produces a shiny transparent colorless 
coating) 


Parts by 
Ingredient volume 
Sodium silicate (water glass) 9 
Water, containing a wetting agent, 1 
such as Dreft, Vel, or Breeze, 
(about 1 teaspoon per quart) 


Formula II 


(Produces a cream-colored coating. May 
be tinted with suitable dyes.) 


Parts by 

Ingredient weight 
Sodium silicate (water glass) 31 
China clay 41 


Water, containing wetting agent 28 
(about 1 teaspoon per quart) 
Formula III 


(Produces a glossy white coating. May 
be tinted with suitable dyes.) 


Parts by 

Ingredient weight 
White lead (basic carbonate) 41.0 
Borax 32.0 
Raw linseed oil 22.8 
Turpentine 3.6 
Japan drier 6 


This type of coating can be made 
at home by mixing equal parts of 
a commercial white lead paint and of 
a borax-linseed oil paste. The paste 
is prepared by stirring together one 
part by weight of boiled linseed oil 
and 2 parts of borax ground and 
sieved to remove coarse lumps. 

In applying any of the foregoing 
coatings the fact must be kept in 
mind that a heavy coating is neces- 
sary to reduce the fire hazard. Two 
coats are recommended. The coat- 
ings may be applied either by dip- 
ping or by spray. It may be neces- 
sary to thin formula I for spray ap- 


(Continued on the next page) 
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Christmas Trees—Continued 


plication in which event more appli- 
cations are necessary. 

Silver effects can be had by spray- 
ing an aluminum paint on trees 
coated with either formula II or III. 

If a coating is applied, it is recom- 
mended that the water treatment 
also be used to insure the added pro- 
tection against fire that the moisture 
in the tree provides. Furthermore, 
experiments have shown that the 
water treatment improves the ad- 
herence of brittle coatings, such as 
formulas I and II, because the mois- 
ture-filled needles do not shrink and 


thus allow brittle coatings to flake 
off. 

Experiments at the Forest Prod- 
ucts Laboratory have shown that the 
introduction of several fire-retarding 
chemicals into spruce resulted in one 
or more of the following : needle dis- 
coloration, needle fall, increased 
combustibility. The increase in flam- 
mability was due to the fact that 
chemical solutions were taken up by 
the tree neither so rapidly nor in 
such large amounts as water and 
trees actually lost weight while be- 
ing treated with chemical solutions. 
Thus, while the trees were taking 


some fire-retardant chemical, 


up 
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they were losing another excellent 
fire retardant, water. 

As a specific example, ammoniym 
sulfate caused serious discoloratiog 
of both spruce and balsam fir needles, 
Spruce needles started to fall 2 days 
after treatment and by 5 days Were 
falling freely. (Reports that haye 
come to the Forest Products Lab. 
oratory from those who have used 
the ammonium sulfate treatment 
have revealed similar experiences) 
Both spruce and balsam fir treated 
with ammonium sulfate were more 
flammable than water-treated speci- 
mens. The spruce was more flam- 
mable than the balsam. 

Although the experiments with 
materials of known fire retarding 
possibilities failed to disclose a 
chemical superior to water, they do 
not prove that such treatment is im- 
possible. Until some other treat- 
ment is proven to be substantially 
superior, water or the combination 
of water and coating, if used under 
the conditions here recommended, 
will serve well. 

In addition to these treatments, 
all possible precautions against fire 
should be in effect around the 
Christmas tree, including the elimi- 
nation of defective electrical con- 
nections, and avoidance of the 
accumulation of combustible decora- 
tions on or beneath the tree; the tree 
should be placed so that its acci- 
dental burning would not ignite cur- 
tains or other combustible furnish- 
ings nor trap the occupants of a 


room or building. 
—United States Forest Service 


COMPENSATION HEARING 


HEARING was held on No- 

vember 26, 1947, by the Missouri 
Insurance Department to consider 
the following workmen’s compensa- 
tion insurance subjects: Proposal 
for a general revision of the prevail- 
ing rates ; proposal for the introduc- 
tion of a new retrospective rating 
plan to be known as Plan D; 
proposal for the introduction of 
interstate experience rating for 
multiple state risks and any other 
phase of the business of workmen's 
compensation insurance upon which 
those in attendance wished to be 
heard. 
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EMPLOYERS REINSURANCE 
CORPORATION 


J. B. RoszxTson—PResipant 


Built to measure— 
Employers service 
conforms to your 
special needs in 
Casualty, Fidelity, 
and Surety lines. 


KANSAS CITY 
NEW YORK CHICAGO SAN FRANCISCO LOS ANGELES 
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TO MAKE IT EASY for “Royal-Liverpool” agents to determine how much 
Business Interruption insurance their insureds need, we offer a handy 
Business Interruption Calculator. Copy available on request to Adver- 


tising Department. 


BIG, ISN’T IT? Right under your nose, 
too. In fact, some of your best prospects 
for Business Interruption insurance are 
in your own office files. 


What about these customers of yours? 
Can they count on a 
net profit and pay- 
ment of fixed charges and expenses when fire, 
explosion or windstorm stops production? 








CASUALTY - FIRE - MARINE 


ROYAL-LIVERPOOL & 





150 WILLIAM ST., NEW YORK 8, N. Y. 


THE LIVERPOOL & LONDON & GLOBE INSURANCE CO. LTD. * THAMES & MERSEY MARINE 
INSURANCE COMPANY, LTD. * BRITISH & FOREIGN MARINE INSURANCE COMPANY, LTD. 
CAPITAL FIRE INSURANCE COMPANY OF CALIFORNIA * QUEEN INSURANCE COMPANY 
OF AMERICA * STAR INSURANCE CO. OF AMERICA « ROYAL INSURANCE COMPANY, 
LTD. * THE NEWARK FIRE INSURANCE CO. ¢ AMERICAN & FOREIGN INSURANCE CO. 
FEDERAL UNION INSURANCE COMPANY ¢* THE SEABOARD INSURANCE COMPANY 


EAGLE INDEMNITY COMPANY * GLOBE INDEMNITY COMPANY * ROYAL INDEMNITY COMPANY 








LLOYD'S AMERICAN TRUST 
EXTENDED 


N AUGUST, 1939 trust funds of 

about $40,000,000 were deposited 
in the United States by Underwrit- 
ers at Lloyd’s for the protection of 
American policyholders during a pe- 
riod of war, with title vested in the 
City Bank Farmers Trust Company 
as trustee. The trust funds have 
since been augmented by the excess 
of premium and other income over 
disbursements so that currently they 
aggregate more than three times the 
original figure. These funds corre- 
spond roughly to the total assets of 


a domestic insurer and cover sub- 
stantial reserves for unearned pre- 
miums, losses and other liabilities. 
The Committee of Lloyd’s has se- 
cured the necessary approval to 
amend the trust instrument to place 
the trust funds on a more perma- 
nent footing. The trust instrument 
has been amended and (other than 
in the case of deceased or retired un- 
derwriters) now provides that, ex- 
cept with the written consent of the 
American trustee, the trusts can 
neither be varied nor modified nor 
a closing date declared prior to De- 
cember 31, 1967, and only then if 
Great Britain is not engaged in war 
with a European power, 


AUTOMOBILE LIABILITY 
LAW CHART 


UBLICATION of the 1947 re- 

vised edition of the Chart Analysis 
of Automobile Liability Security 
Laws of the United States and 
Canada was announced by the As- 
sociation of Casualty and Surety 
Companies. - Included in the new 
edition are the following seven 
charts : Scope of Laws; Security for 
Past Accident ; Proof Upon Convie- 
tion; Suspension in Fvent of Judg- 
ment; Nature and Requisites of 
Proof; Miscellaneous and Canadian 
Laws. 
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Workmen's Compensation Insurance 

—an Employer Whose Employee 

Was Injured While Working at a 

Location Not Specified in the Policy 
Is Not Covered by the Policy 


The claimant was employed by a 
New York corporation as a handy 
man doing painting, repairing and 
plumbing work. The employer car- 
ried a compensation policy which 
provided for the character of the 
work to be done by the employee 
and specified two business addresses 
as the places where the work was to 
be performed. At the time of his in- 
jury the claimant was not working 
at either of the locations specified in 
the policy, although he was engaged 
in work similar in character to that 
which he was hired to perform. He 
was doing painting, general repair- 
ing and cleaning work at the resi- 
dence of the president of the em- 
ploying corporation, at the time of 
his injury. 

The Workmen’s Compensation 
Board found that at the time of the 
accident the claimant was doing 
work incidental to the employer's 
business and made an award. The 
insurance carrier, but not the em- 
ployer, appealed from the order of 
the Compensation Board. 

This order was affirmed by the 
Appellate Division of the Supreme 
Court. The Court of Appeals of 
New York, however, reversed the 
Appellate Division and held that the 
carrier was not liable for the com- 
pensation award; Davis v. Block & 
Smith, 74 N. E. 2d 220. The follow- 
ing language of the Court of Ap- 
peals should be most welcome to all 
insurance companies : 

“It is urged upon us that we 
should depart from ordinary rules of 
legal construction which necessitate 
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the giving of a meaning to each word 
and clause in a contract and that we 
should disregard the designation of 
the two locations specified as those 
at which the work was to be done if 
the insurance contract was to be in 
force. It may be that the insurance 
company would have added to the 
contract the corporation president’s 
home address as one of the locations 
at which work might be performed, 
or, indeed, would have written in 
generally the words ‘various loca- 
tions,’ if so requested, without 
change of premium. We cannot, 
however, employ a special or unique 
rule of construction for insurance 
contracts.” 


Automobile Insurance—State Statute 
Requiring All Policies to Contain an 
Omnibus Clause Does Not Nullify 
Provisions of the Policy Restricting 
Coverage with Respect to Use 


A statute in Virginia, while some- 
what ambiguous in its language, re- 
quires all automobile liability poli- 
cies issued in that state to contain 
an omnibus clause extending the 
coverage to anyone driving with per- 
mission of the owner. 

One Ritchie, who carried liability 
coverage with the Indemnity Insur- 
ance Company of North America, 
was driving the insured car in the 
vicinity of Charlottesville, Virginia. 
While near a service station oper- 
ated by a Mrs. Gable, Ritchie’s car 
ran out of gas. Ritchie gave the keys 
of the car to an employee of Mrs. 
Gable by the name of Jameson, for 
the purpose of having his car taken 
to the Gable Service Station and the 
tank filled with gas. While driv- 
ing the car into the service station, 
Jameson negligently struck and in- 
jured one Bingler who was on the 


service station premises. Bingler in- 
stituted suit against Mrs. Gable, 
Jameson and Ritchie to recover dam- 
ages for his injuries. A joint judg- 
ment was rendered in that action 
against Mrs. Gable and Jameson but 
it was dismissed as to Ritchie. 

Ritchie’s policy contained an om- 
nibus clause in compliance with the 
Virginia statute. The policy also 
contained certain exclusions, how- 
ever, and in particular a provision 
excluding coverage in the event the 
car should be driven by a person 
operating a service station or an em- 
ployee of such person. 

Mrs. Gable was covered by a lia- 
bility policy issued by the Lumber- 
men’s Mutual Casualty Company, 
which policy covered her operation 
of the filling station. The Lumber- 
men’s Mutual Casualty Company 
paid the Bingler judgment and took 
an assignment from Mrs. Gable of 
her rights against her employee, 
Jameson. The Lumbermen’s Mutual 
then instituted suit against Jameson 
for the amount paid on account of 
the Bingler judgment, plus interest 
and expenses, and recovered a judg- 
ment against Jameson in the sum of 
$12,522. It then filed an action 
against the Indemnity Insurance 
Company of North America to col- 
lect the judgment on the theory that 
Jameson was covered under the om- 
nibus clause of the policy issued to 
Ritchie by that company. It was the 
contention of the Lumbermen’s Mu- 
tual that the provisions of the policy 
excluding coverage if the car should 
be driven by an employee of a serv- 
ice station, were invalid because they 
constituted a restriction of the omni- 
bus coverage and were therefore 
contrary to the provisions of the 
Virginia statute. 

(Continued on the next page) 
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The Judge Says—Continued 


In Lumbermen’s Mutual Casualty 
Co. v. Indemnity Ins. Co., (1947) 
42 S.E. 2d 298, the Supreme Court 
of Appeals of Virginia held that the 
policy exclusion was valid and that 
Jameson -was not covered under the 
omnibus clause even though he was 
driving the car at the time of the 
accident with the permission of the 
owner. The Virginia Court pointed 
out that the statute did not require 
an automobile owner to procure in- 
surance. It merely provided that if 
the owner did obtain insurance, the 
same protection that was afforded to 
the owner should be extended to per- 
sons driving with permission. The 
statute contained no provision which 
would prevent the insured and the 
insurer from incorporating in their 
insurance contract reasonable re- 
strictions of coverage with respect to 
time, use, place, etc. Thus, if Ritchie 
himself had used the car in connec- 
tion with the operation of a filling 
station, he would not have been cov- 
ered. Neither the Virginia statute 
nor the omnibus clause of the policy 
had the effect of enlarging the cover- 
age so as to include risks expressly 
excluded. 





AERO DISCONTINUES 
AVIATION UNDERWRITING 


ERO Insurance Underwriters, 

an underwriting association of 
five groups comprising 30 fire and 
6 casualty companies, will discon- 
tinue the writing of aviation insur- 
ance December 31st. Policies in force 
at the end of the year will continue 
to be serviced until expiration. The 
Royal-Liverpool Group has an- 
nounced the organization of its own 
aviation department, while the Great 
American Group has joined Asso- 
ciated Aviation Underwriters. Plans 
of the three other insurance com- 
pany groups have not yet been an- 
nounced. 


MICHIGAN COMMISSIONER 
REAPPOINTED 


AVID A. FORBES has been 

reappointed insurance commis- 
sioner of Michigan, this time for a 
four-year term (instead of two 
years) as provided in the newly ef- 
fective statutes. Mr. Forbes is chair- 
man of the executive committee of 
the National Association of Insur- 
ance Commissioners. 


Je ALLIED LINES 


CHICAGO ORGANIZA. 
TIONS MERGE 


S A’‘result of the recent broad. 

ening of the charter of the Chi. 
cago Board of Underwriters to in. 
clude supervision of all lines except 
life and ocean marine, the Chicago 
Insurance Agents Association has 
been dissolved and merged with the 
Board. When the Board exercised 
jurisdiction over fire insurance only, 
the Agents Association was organ- 
ized to supervise lines of insurance 
other than fire. 


GLASS RATES UP 


LASS insurance rates were in- 

creased 28% in the state of 
Oklahoma effective November 3, 
1947, according to the National 
Bureau of Casualty Underwriters, 
Following the elimination of OPA 
price controls last November, very 
substantial increases in the glass 
replacement prices were made 
effective by glaziers’ organizations 
throughout the country. Since 
changes in replacement costs directly 
affect the cost of glass insurance, the 
rate increases were imperative. 
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NEW YORK CLASSIFIED FIRE 
EXPERIENCE 


HE classified experience figures 

covering various fire insurance 
classifications in New York State 
during 1946 were recently filed with 
the New York Insurance Depart- 
ment by the National Board of Fire 
Underwriters. The figures are pre- 
pared on a premiums written and 
losses paid basis rather than a pre- 
miums earned and losses incurred 
basis and therefore the ratios de- 
veloped are meaningless in determin- 
ing the true trend of loss experience. 

As developed in the paid to writ- 
ten basis the experience exhibit 
showed sharply improved ratios on 
virtually all classifications. The over- 
all paid fire loss ratio on New York 
State business in 1946 was 42.1 on 
written fire premiums of $89,817,118 
compared with 50.1 in 1945 on pre- 
miums of $68,331,057. On New 
York City business alone premiums 
totalled $41,561,200 against losses 
paid of $18,265,422, a ratio of 43.95. 
This compares with 1945 premiums 
of $32,015,553 and losses of $17,- 
465,805, a ratio of 54.55. For the 
balance of New York State fire pre- 
miums last year were $48,255,918 
with losses paid of $20,325,063 or 
42.12. Comparable figures for 1945 
were premiums $36,315,504, losses 
paid $16,738,472 and loss ratio 
46.09. 


MERGED 


HE Surety Association of Amer- 

ica, New York, New York, voted 
approval to amend its constitution 
in order that it could assume. as soon 
as practicable, rate making and other 
functions of the Towner Rating 
Bureau, Inc. Merger of the two 
organizations is designed to increase 
efficiency, improve the services 
rendered by the surety industry to 
the insuring public and bring opera- 
tions of the Surety Association of 
America in line with the decision 
rendered in the S.E.U.A. case and 
with Public Law 15. Martin W. 
Lewis, president of the Towner 
Rating Bureau, Inc., has been elected 
general manager of the Association, 
while E. Vernon Roth and John L. 
Kirkwood have been elected secre- 
taries. 
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MUTUAL RATING 
ORGANIZATION 


RGANIZATION of the Mu- 

tual Insurance Statistical Asso- 
ciation, which will serve as a rating 
advisory organization for members 
and subscribers in connection with 
the filing of statistical data required 
by states where it is designated as 
statistical agency, was completed at 
a Chicago meeting of representatives 
of more than sixty mutual fire and 
casualty insurance companies. Frank 
A. Fleming, formerly actuary Amer- 
ican Mutual Alliance, was named 
general manager, and will maintain 
the association's offices at 60 East 
42nd Street, New York City. 

Any mutual insurance company 
other than life is eligible for mem- 
bership. Any non-member insurer 
or other organization may subscribe 
or contract for, and receive at cost, 
such services of the association as 
the appropriate department commit- 
tee, with approval of the governing 
committee, may determine. 

Members of the governing com- 
mittee are: American Mutual Lia- 
bility ; Employers Mutual Liability ; 
Hardware Mutual Casualty; Lum- 
bermens Mutual Insurance; National 
Retailers; Pennsylvania Millers; 
United Mutual Fire; and Utica. 

Members of the fire committee 
are: Central Manufacturers; Lum- 
bermens of Mansfield; Middlesex of 
Concord; Millers of Illinois ; Mutual 
Implement and Hardware; National 
Retailers ; and United Mutual Fire. 

Members of the casualty com- 
mittee are: American Mutual Lia- 
bility; Employers Mutual Liability ; 
Hardware Mutual Casualty ; Liberty 
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Mutual; Lumbermens Mutual Casu- 
alty; Michigan Mutual Liability; 
and Utica. 

Members of the automotive com- 
mittee are: Interboro Mutual In- 
demnity ; Liberty Mutual; Lumber- 
mens Mutual Casualty; Merchants 
Mutual Casualty; Central Manu- 
facturers ; Hardware Dealers Mutual 
Fire; and Middlesex Mutual Fire. : 

Coincidentally a new corporate 
charter was granted to American 
Mutual Alliance by the Illinois Sec- 
retary of State under the general 
non-profit corporation act. Under its 
revised charter the organization will 
have no function in connection with 
the making of insurance rates nor in 
connection with the statistical work 
involved in insurance rate making. 
Formed in 1922 the American 
Mutual Alliance is a national organi- 
zation with a membership of 102 of 
the principal mutual fire and casualty 
insurance companies. Member com- 
panies write approximately 40% of 
the total mutual fire business and 
about 60% of the total mutual casu- 
alty business in the United States. 


WARNING ON GRAIN FIRES 


HE National Board of Fire Un- 

derwriters has issued a special 
warning to fire departments and all 
concerned with the handling of grain 
to maintain increasing vigilance 
against the peril of fire. 

Pointing out that four fires alone 
in grain elevators and mills late in 
1946 and early this year each de- 
stroved several million bushels of 
grain and caused losses of from $1,- 
000.000 to $3,000,000, the bulletin 
says “\Vith emergency relief demand 
of 100,000,000 bushels of grain for 
the starving people of warswept 
areas, and the need for maintaining 
a fairly normal supply for the people 
of the United States, immediate ac- 
tion to prevent destruction by fire 
of grain and grain products becomes 
of vital importance to those on whom 
the responsibility of providing fire 
prevention and fire protection falls.” 

The board urges fire departments 
to make surveys and inspections in 
their areas, recommends self-inspec- 
tions by managements and the en- 
couragement of civic organizations 
to work for improvement of hazard- 
ous conditions. 


83 











only 
STERLING 


offers all this to 
GENERAL AGENTS... 


TOP COMMISSIONS 

Sterling pays you 60% on Lifetime 
Income A & H—$53.40 on an $89 
initial premium. Sterling pays bigger 
commissions on a// policies. 


POLICYHOLDERS LEADS 

All current policyholders—thousands 
of them in each territory—enough 
leads to keep you busy for years. 
DAILY EXPERIENCE IN OTHER 
AREAS SHOWS SPECTACULAR 
RESULTS. 


PRODUCTIVE ADVERTISING 


Most aggressive, lead-producing adver- 


tisers in the insurance field . . . radio, 
national magazines, newspapers, 
millions of direct mail pieces ...TO 


GET VOLUME DIRECT LEADS at 
minimum cost. 


LIBERAL VESTED RENEWALS 

Your stake in the future increases day 
by day, your income grows and grows 
because of the liberal vested renewals. 


WHOLE-HEARTED CO-OPERATION 
Unsurpassed in the insurance business 
. . complete, effective, PERSONAL, 
constant co-operation to help you 
build your business big and fast. 





Do You Know the STERLING of Today? 


Over $3,500,000.00 surplus for protec- 
tion of policyholders 

Over $5,000,000.00 cash benefits al- 
ready paid. 

400,000 Sterling-protected men, women 
and children. 

Claim payment record second to none. 
Recommended by Best's. 


ACT TODAY! 


This is the kind of opportunity that 
comes along once in a lifetime. 
Sterling General Agencies are ready 
nowin OHIO, IOWA, KENTUCKY, 
and MISSOURI . . . ready for the 
best men in the field, for men who 
have proved records of success and 
who afe ambitious to step into big 
time with a proposition that means 
MORE MONEY today and for years 
to come. We have top value contracts 
in all popular forms of protection: 
life, commercial H & A, hospitaliza- 
tion, lifetime income, doctors bills. 
Write for full information in complete 
confidence. Address Mr. L. A. Breskin, 
President, Sterling Insurance Com- 
pany, 737 N. Michigan Avenue, 
Chicago 11, Illinois. 











STERLING 


INSURANCE COMPANY 


CHICAGO 


J and genuine as ifs name 








COMPENSATION. 
DEVELOPMENTS 


7.7% decrease in the collectible 

level of New Jersey’s workmen’s 
compensation and employers’ liability 
insurance rates has been approved 
by that state’s Commissioner of 
Banking and Insurance. Also an- 
nounced was a reduction of 10% in 


| the specific rate elements for silicosis 


and asbestosis as applied to the vari- 
ous lines under these headings. The 
reductions are effective on new and 
renewal business dated December 


} 31, 1947 and thereafter. 


The downward revision of 12.5% 


| in the workman’s compensation rates 
| for mine employees in Virginia re- 


quested by the Bituminous Casualty 
Corporation, Rock Island, Illinois, 
and Eureka Casualty Company, 
Philadelphia, Pennsylvania, was 
approved by the State Corporation 
Commission. The Coal Operators 
Casualty Company, Greensburg, 
Pennsylvania was also granted per- 
mission to decrease their rates 
although they originally opposed the 
action of the other two companies. 
New rates are effective retroactively 
to July 1, 1947. The increase in 


| payrolls resulting from the signing 


on July 1 of a new United Mine 
Workers of America contract has 
according to the companies yielded 


i more than a sufficient return, as 


present rates were fixed prior to 
July 1. 

An approximate over-all reduction 
of %4% in the workmen’s compensa- 
tion rates effective December 1, 1947 
was approved by the Oklahoma State 
Insurance Board. 











SINCE 1925 
INLAND AND OCEAN MARINE 


FIRE-AUTOMOBILE 


New York City (7) 107 William Street 
Phone: Whitehall 3-5217 
Newark, N. J. — 11 Commerce Street 
Phone: Mitchell 2-7080 





BRANCHES 
Baltimore, Md. Trenton, N. J. 
Philadelphia, Pa Asbury Park, N. J. 


Miami, Fla 


Atlantic City, N. J. . Fla. 
Washington, D. C. 


Jersey City, N. J. 


WARNING ON 
COLLECTIONS 


| extension of credit to agen. 
cies beyond the limits prescribe 
by the Balance Rule and the ap 
parent failure of some company ex. 
ecutives to support the fieldmen jp 
their efforts to enforce the safe. 
guards provided when delinquencies 
occur” is a trend that, if not checked 
in time, may lead to serious conse. 
quences, stated B. F. Weaver, 
assistant United States manager of 
the Royal-Liverpool Group, in his 
presidential address before the 
South-Eastern Underwriters Asso- 
ciation. Mr. Weaver also scored the 
practice of some agents of delaying 
notice of losses to companies and 
pointed to the necessity of making 
rating bureau positions sufficiently 
attractive to build competent organi- 
zations and discourage their use as 
training grounds for individual com- 
pany positions. 


“THE SURETY BOND IN 
COURT PROCEEDINGS" 


HIS booklet, illustrated with fac- 

similes of typical bond forms, 
was recently published by the Surety 
Association of America, New York, 
and gives a most comprehensive 
review of judicial bonds. It outlines 
the duties of fiduciaries in connection 
with decedents’ estates, legal disa- 
bility, and insolvency proceedings, as 
well as the various types of bonds 
required in the discharge of those 
functions. The purposes and uses of 
court bonds in all forms of litigation 
are outlined. Advantages of the 
corporate surety bond over personal 
suretyship in court proceedings are 
discussed. 











FIRE UNDERWRITER— 
FIELDMAN OR MANAGER 


Here is an outstanding applicant for 
a responsible position in the mid-west 
for a fire company or agency. He 
knows special hazards and mercantile 
risks and has a lot on the ball. A 
college graduate, age 47. This mans 
record is very good and recommenda- 
tions are the best. 


FERGASON PERSONNEL 


Insurance Personne! Exclusively 


166 W. Jackson Bivd. HAR. 9040 
CHICAGO 4, ILL. 
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WHAT IS NORMALCY? 


salesmen are getting answers 

from prospects which sound like 
this: “What you say is very good. 
I like your proposition, but I want 
to wait until things are a little more 
normal.” 

Is a prospect ever justified in 
waiting for “skies to clear?” Is an 
excuse for not buying, based on cur- 
rent conditions, ever justified? In 
short, what are normal conditions 
and what can a salesman do to over- 
come such an excuse? 

Certainly the period between De- 
cember 7, 1941 and April, 1946 was 
not normal. A war was raging most 
of the time, and up to the spring of 
1946 men were still coming back 
from the Army ; plants were closing ; 
workers were striking; and recon- 
struction was proceeding. 


Fess day or two now some 


Defense Boom Years 


Prior to 1941 there were years of 
the defense boom, with the Army 
and Navy taking thousands of men 
and placing millions of dollars’ 
worth of contracts, building ships, 
army camps and naval bases, planes, 
and other instruments of war. This 
was scarcely a normal time. But 
people went on buying in stores, 
going to motion picture theaters, 
drinking beer, having children, tak- 
ing vacations, and trying to keep up 
with the Joneses. 

Prior to the defense boom we had 
the years of the late 1930’s. Were 
they normal? Scarcely. There were 
ups and downs; there were millions 
of people unemployed. Taxes were 
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going up, and many people thought 
the country was going to the dogs. 
But people kept on buying Easter 
hats, new suits, new automobiles, 
watching the baseball games, playing 
golf, and eating three times a day. 


1930 to 1935 


The early 1930’s—the period from 
1930 to 1935—brought more changes 
and upsets than almost any other 
period in our history. Thousands of 
banks were closed. There was much 
unemployment. We went through 
NRA, WPA, PWA and a host of 
other government activities which 
some people thought would bring 
bankruptcy. During this time mil- 
lions of people attended the Chicago 
and New York and San Francisco 
fairs ; the railroads built streamlined 
trains; the air lines expanded their 
services; millions of people bought 
radio sets, refrigerators, new wash- 
ing machines. The era of bootleg- 
ging came to an end and thousands 
of people went into the liquor busi- 
ness. Certainly this era was not 
normal. But business kept going 
and the smart progressive compa- 
nies made money. 

The late 1920’s were scarcely 
normal. The stock market was 
booming, prices were high, business 
was amazingly good. Yet nothing 
was normal. But business had to 
keep going. The early 1920’s were 
years of many ups and downs, with 
one good year followed by a year not 
so good. In 1920 there was a big 


set-back, and prices took a tumble. 
From 1914 to 1918 the world was 
at war, and these years could hardly 
be called normal. 

It is plain to see that the man who 
waits to buy until things “get back to 
normal” may have a long wait. There 
is no such thing as a normal year. 
Every years brings its own prob- 
lems, floods, droughts, hurricanes, 
crop failures, crop booms, business 
booms, and business depressions. 
Wars, presidential elections, eco- 
nomic upheavals, booms, recessions, 
bad years and good years, parade 
before every man in his lifetime. No 
business can escape change. No 
business man can afford to wait until 
every condition looks just right. 
There will always be a certain 
amount of upsetting news at any 
given time. There will be strikes, 
shut-downs, crop failures, low-priced 
crops, high-priced crops, labor short- 
ages and labor surpluses. 

Waiting for business to become 
normal, waiting for the business 
skies to clear up, is like standing 
on the banks of the Mississippi 
River waiting for the water to run 
past. 

The salesman needs to remind 
customers of these changing condi- 
tions and at the same time point out 
that the man who takes a risk, who 
has faith in our future, who backs 
his own better judgment, is the man 
who reaps the big rewards. He is 
doing customers or prospects a real 
favor. And it may help to land an 
order. | 


Reprinted by permission of the Dartnell 
Corporation, Chicago, Illinois. 
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STANDARD AUTO POLICY REVISED 


REVISION of the national 

standard provisions for the 
Basic Automobile Policy has been 
announced jointly by the National 
Bureau of Casualty Underwriters, 
the Mutual Casualty Insurance Rat- 
ing Bureau, and the American Mu- 
tual Alliance, the new provisions to 
be effective December 1, 1947. 
Changes in the physical damage pro- 
visions in combination policies have 
also been announced by the National 
Automobile Underwriters Associa- 
tion and the American Mutual Alli- 
ance, with the same effective date. 
All comprehensive liability policies 
and the garage policy also are being 
revised to reflect the changes. It is 
expected that the provisions will be- 
come standard in virtually all states. 
The most striking feature of the new 
form prepared after several years 
study by the Joint Forms Committee 
and other groups and organizations 
is a thorough editorial revision de- 
signed to simplify and clarify the 


policy. Among the more important 
changes may be enumerated the fol- 
lowing : 

1. The combination policy is 
drafted so that it may be written by 
either one or two companies, in ac- 
cordance with the laws of an increas- 
ing number of states which permit 
multiple line underwriting ; 

2. In the bodily injury and medi- 
cal payments coverages the words 
“sickness or disease” have been 
added after “bodily injury,” to make 
clear that such are intended to be 
covered. Further, medical payments 
coverage may now be written for 
any type of automobile and, under 
the manual rule in effect since 1945, 
always covers the named insured ; 

3. The standard bail bond pro- 
vision has been incorporated into 
the “defense, settlement, supple- 
mentary payments” clause; 

4. The named insured no longer 
is barred from recovery under the 
policy by reason of the fact that the 











December 4, 1947 


This is not an offer of these Shares for sale, or an offer to buy, or a solicitation of an 
offer to buy, any of such Shares. The offer is made only by the Prospectus. 


120,462 Shares 


Firemen’s Insurance Company 
of Newark, New Jersey 


Common Stock 
($5 Par Value) 


The Company is offering to its stockholders the right to purchase these shares 
of Common Stock, as more fully set forth in the Prospectus, at the rate of 
two shares for each thirty-one shares held of record on December 3, 1947, 
through the exercise of subscription warrants. The subscription warrants 
expire at 3 P. M., Eastern Standard Time, on December 16, 1947. 


Copies of the Prospectus may be obtained from the undersigned 
only by persons to whom the undersigned may legally offer 
these securities under applicable securities laws. 


Blyth & Co., Inc. 























person or organization responsible 
for the injury (e.g., husband of 
wife) is an “additional insured” yp. 
der the policy ; such recovery always 
has been possible with respect to 
property damage liability and also 
under bodily injury liability cover- 
age when both parties were named 
insureds ; 

5. To conform to recent work- 
men’s compensation law amend- 
ments covering certain domestic em- 
ployees for the first time, the policy 
clearly provides that such persons 
may not recover under the medical 
payments or bodily injury liability 
coverages ; 

6. A new and brief condition con- 
cerning the proof of medical pay- 
ments claims has been substituted 
for the two provisions formerly ap- 
plicable ; 

7. The riot and civil commotion 
exclusion has been eliminated with 
respect to those physical damage 
coverages to which it formerly ap- 
plied ; 

8. The windstorm and combined 
additional coverages now specifically 
except “rain, snow or sleet,” this 
having always been the underwriting 
intent. 


MASSACHUSETTS AUTO 
PLAN ADOPTED 


NSURANCE Commissioner C. 

F. J. Harrington has announced 
the adoption of a plan worked out 
by the casualty insurance companies 
to solve the critical compulsory 
automobile insurance market short- 
age in Massachusetts. Under the 
plan companies writing automobile 
liability insurance in that state have 
agreed to continue, for 1948, upon 
request all compulsory business they 
now have on their books for 1947, 
subject to the rights of cancellation. 
In the event the company discon- 
tinues writing automobile liability, 
all persons insured by it during 
1947 will be protected under an 
assigned risk plan. Most important 
change in the assigned risk plan 1s 
that only one refusal will be required 
to secure assignment. 
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HOSPITAL AND MEDICAL 
INSURANCE MEETING 


ORE than 100 representatives 
M:: the disability insurance in- 
dustry attended the hospital and 
medical insurance meetings spon- 
sored by the Health and Accident 
Underwriters Conference at Chi- 
cago, November 17 and 18. High- 
lighting the two-day sessions were 
discussions on extent of existing 
coverage, trends, future develop- 
ments and reports on prepayment 
medical care programs. 

I. A. Weaver, secretary of the Se- 
cured Casualty Insurance Company 
and chairman of the Hospital Insur- 
ance Committee, who conducted the 
hospital insurance meeting on the 
seventeenth, reported a _ decided 
trend toward still broader coverage 
and more liberal indemnities in that 
field. He stated that many more 
Conference companies are marketing 
policies designed to furnish greater 
coverage to the public by reducing 
certain pre-existing conditions and 
waiting period clauses. 

An action toward uniformity of 
hospital assignment blanks for use 
by Conference members was made 
with the decision by the hospital in- 
surance committee to draft and sub- 
mit to the Conference annual meet- 
ing the results of a study in this 
field. 

A divergence of practice by the 
companies present at the session was 
evident in a discussion of the ad- 
vantages and disadvantages of the 
tating basis for dependents. Many 
companies charge a separate rate for 
tach child dependent covered while 
some companies represented charge 
a flat rate for one or more children. 

Because of the greater cost of op- 
eration in metropolitan areas it was 
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pointed out that insureds and pros- 
pects for hospital insurance in those 
areas are potential customers for 
policies containing higher board and 
room benefits in comparison to those 


residing in smaller communities 
where the hospital charges have not 
increased too much. The average 
daily room benefit policy of $5 per 
day, prevalent a few years ago, has 
increased to an average of $6 and 
$7 per day by many companies to- 
day. 

Other points raised by the dele- 
gates included supplemental cover- 
age for husband covered in a group 
policy at place of employment, mis- 
cellaneous hospital coverage, reim- 
bursement or expense incurred types 
of coverages and limits of maternity 
benefits in policies. 

The medical insurance committee 
held its meeting on the following day 
under the chairmanship of William 
Washburn, executive vice president 
of the American Health Insurance 
Corporation. 


EMPLOYEE INSURANCE 
COVERAGE 


IFE, accident and health, medical 

expenses and hospitalization in- 
surance may, to an even greater 
extent, become an area for collective 
bargaining in the future. Although 
the picture is not yet clearly 
delineated, union pressure for such 
employer-paid coverage is increas- 
ing. However, many union members 
prefer higher direct wage increases 
to the so-called fringe benefits and 
feel that money used to pay for 


employee insurance would otherwise, 


be available for payment of higher 
wages. Such was the case in the 
recent Ford Motor Company negoti- 
ations where union members voted 
for a wage increase in preference to 
a pension plan. 


HEALTH LEGISLATION 
RISES 


RECORD breaking 50 bills call- 
Aine for compulsory sickness in- 
surance were introduced fm 16 state 
legislatures in 1947, and 20 bills of 
this kind were introduced in Con- 
gress according to the Research 
Council for Economic Security in 
its study, “Health Legislative De- 
velopments in 1947.” Even more 
significant: all fifty state bills were 
defeated. (The 20 federal measures 
will come up again for consideration 
when Congress reconvenes). 

The 50 State proposals represent 
an all-time high in plans for estab- 
lishing compulsory protection for 
non-occupational sickness. In 1935— 
36, only 10 such bills were intro- 
duced, this number growing slowly 
each year to 39 proposals in 1945 
and to 50 in 1947. The proposals in 
the states differ from most of the 
twenty still in the congressional 
hopper. State bills called for com- 
pulsory systems of sickness benefits 
and health insurance by which the 
recipient would obtain cash benefits 
while sick, similar to those for un- 
employment; whereas federal bills 
generally provide for a_ national 
system of compulsory prepaid medi- 
cal and hospital care, with benefits 
in service rather than cash. 


No General Agreement 


The growing pressure for state 
health plans coupled with the fact 
that none were enacted indicate un- 
certainty in the minds of representa- 
tives as to which type of plan is best, 
states Gerhard Hirschfeld, Director 
of the Research Council. Wage loss 
due to illness is a real problem, but 
there seems to be no general agree- 
ment that compulsory sickness bene- 
fits or disability compensation are 

(Continued on the next page) 
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A. & H. Developments—Continued 


the best means to cope with it. On 
the contrary, the alternative of vol- 
untary plans partly by private 
agencies and partly by industry, is 
being given increasing attention. 

However, it is certain that similar 
bills will be introduced in com- 
ing legislative sessions, concludes 
Hirschfeld, and it is evident that 
more attention must be devoted to 
research, analysis, and weighing 
the pros and cons if a sound decision 
is to be reached. 


A. AND H. COMMITTEE 
MEETS 


HE Accident and Health Com- 

mittee of the National Associa- 
tion of Insurance Commissioners 
recently met in Chicago at which 
time consideration was given to the 
uniform act for the regulation of 
the accident and health business, in- 
cluding a new standard provisions 
law, and the question of reporting 
loss experience by policy forms. 


Committee members present at 
the meeting were Commissioners 
Downey, Parkinson, Butler, Allyn, 
Stone, Sullivan and Knowlton, to- 
gether with Deputy Commissioner 
Faircloth representing ~ Commis- 
sioner Larson. 

After full consideration of the uni- 
form sickness and accident insurance 
regulatory law, including the new 
standard provisions incorporated 
therein, which was offered to the 
committee by the industry, it was 
voted to reject the regulatory pro- 
visions of the law but to accept for 
further consideration those provi- 
sions dealing with the form of policy 
and the new standard provisions. 
Some changes in the wording of the 
standard provisions were agreed 
upon and certain further standard 
provisions and requirements as to 
form and content of policy were 
suggested by some of the commis- 
sioners present. 

The committee considered the 
proposition advanced by Zone Four 
that the companies be required to 
keep data on their loss experience by 
policy form and that such experience 
be filed with the insurance depart- 
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ments on a uniform reporting blank 
After a full discussion of the subject, 
the committee voted to recommenj 
that the companies keep their log 
experience data by policy form, ang 
file the same with such insurance de. 
partments as may require it ong 
uniform reporting blank. The fo} 
lowing program of reporting was 
endorsed for recommendation to the 
association : 


Reporting Program 


(1) That loss experience by 
policy form for the calendar year 
1948 be filed by June 30, 1949 on 
a premiums earned and losses in 
curred basis. 

(2) That the report need no 
include loss experience on indivi- 
dual group policies but should 
include loss experience on the total 
group business written. 

(3) That the report should be 
made on all policy forms being cur- 
rently issued by the companies, 
This would require reporting on all 
forms on which new policies were 
issued during the period and in 
addition on all forms on which poli- 
cies were renewed during the period 
where the premiums on _ such 
renewed policies amounted to 5% 
or more of the total premiums 
written. On all other policy forms 
the loss experience need not be re- 
ported individually but may be 
lumped together and reported as a 
group. 

(4) Each combination of a policy 
with a rider or endorsement shall be 
reported as a separate policy form. 

The committee voted to recom- 
mend for adoption a uniform blank 
for reporting to be known as the 
“Accident and Health Policy Experi- 
ence Exhibit.” 





Rapidly expanding mid-western 
mutual insurance company inter- 
ested in ambitious young man 
qualified as Group Insurance Ac- 
tuary. Must be experienced in all 
lines of group insurance including 
Group Hospitalization Expense 
and Group Accident. Are you 
the man for the job? All replies 
strictly confidential. 96C, Alfred 
M. Best Company, Inc., 75 Fulton 
Street, New York 7, N. Y. 
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BITUMINOUS 


serves with 





assistance in the field | 


The kind of assistance you want. ... when you need it. That’s what you 


get from Bituminous and its trained field specialists. 


Your Bituminous Special Agent has a first-hand knowledge of your 
underwriting problems. His technical assistance is always available to 
help increase your premium volume, build morale in your district, and 
personally assist you at the point-of-sale. He “talks your language”— 


and considers your problems as his own. 


In addition, Bituminous serves you in countless other ways . . . with 
its financial stability, good loss paying record, variety of lines, attractive 


commissions, and helpful underwriting policy. 


Sault with Siluminous 


aMiNOUS Casya). 
BTU PORATION ALTY 


ROCK ISLAND ILLINOIS 


ASSETS OVER $18,000,000 


Specializing in: Workmen’s Compensation . . . Comprehensive 
Liability . . . Public Liability . . . Property Damage . . . 
Comprehensive Personal Liability . . . Automobile Liability. 



























































NATION-WIDE 





MULTIPLE LINE INSURERS— 


CONDUCTING THEIR BUSINESS 





ONLY THROUGH ACCREDITED 
AGENTS AND BROKERS— 
THE KIND OF COMPANIES 
ACCREDITED AGENTS AND BROKERS 


LIKE TO DO BUSINESS WITH 





ASSOCIATED 


INSURANCE NN COMPANIES 


AMERICAN AUTOMOBILE ASSOCIATED INDEMNITY 
INSURANCE COMPANY CORPORATION 


SAINT LOUIS SAN FRANCISCO 
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; Aetna Insurance Group: Paul Vu elles, 
fr, has been appointed special agent in 
the state of North Carolina where he will 
fe associated with special agent Robert 
W. Learoyd. 

x «wer 


Allstate: Judson B. Branch has been 
flected vice-president and Donald Mac- 
Arthur, treasurer, and Frank J. Meistrell 
fas been appointed counsel. Mr. Branch, 
who was formerly treasurer of the com- 
pany, will directly supervise the operation 
of the regional offices throughout the 
country. 

A Kansas City division has been estab- 
fished in the Lathrop Building. Charles 
Ff. Drake is resident managér with the 
following department heads: W. J. David, 
fales manager; Lloyd A. Paschal, assist- 
ant sales manager; R. H. Loewe, under- 
writing manager; 7. J. Wattenberg, 
daim manager; H. M. Pawley, account- 
mg manager; J. J. Sanger, operating 
Manager and Lois E. Brown, personnel 
Manager. 

x ke 


American Insurance Group: The serv- 
te office in Rockford, Illinois, is now 
imder the direction of supervisor Fred H. 
in. He is assisted by special agent 
Kenneth E. Erickson. Shaler G. Smith, 
who was formerly in charge of the office, 
las been assigned to head the agency 
@alysis department in the western de- 
jartment of the group in Rockford. 


xk 


Association of Casualty & Surety 
Cos.: John V. Grimaldi, director of the 
industrial engineering division of the 
National Conservation Bureau, has re- 
ived appointment as a member of the 

ident’s Committee on National Em- 
floy the Physically Handicapped Week. 


=k ® 


ntic Mutual Group: Matthew A. 
ner, Jr., formerly manager of the 
y Office, has been appointed manager 
the new Syracuse, N. Y., office at 404 
ed. Building. 


4 xk 


Adjustment Co.: A new branch 


has been opened at 129 North Fifth 
eet, El Centro, California. 


xk * 
Harley N. Bruce & Associates: Robert 


E Bruce has become a member of this 
Chicago actuarial firm. 


ty News 
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HOME OFFICE AND 
FIELD APPOINTMENTS 


Central Manufacturers: Jo/in M. Grist 
has been appointed special agent for 
Florida and southern Georgia. 

Charles H. Feyl, formerly manager of 
the Cosmopolitan Mutual Fire Insurance 
Company of New York City, has been 
appointed special agent for the state of 
New York. 

ee & 2 


Employers’ Group: John Wildman, 
William M. Pierce and James Nicol have 
been promoted to the positions of assist- 
ant superintendents of the home office en- 
gineering department. Harold L. Jones, 
for many years assistant superintendent 
of the department, is retiring from active 
service. Mr. Wildman will act as an ad- 
ministrative assistant to FE. P. Knight, 
superintendent of the engineering depart- 
ment. In addition, he will be in general 
charge of industrial and other accident 
prevention. Mr. Pierce will be respon- 
sible for all work in connection with in- 
dustrial hygiene and occupational disease, 
as well as chemical and research prob- 
lems. Mr. Nicol will be in charge of all 
boiler and machinery inspection work in 
connection with power plant coverages 
and will correlate the activities of the 
engineering department in this line with 
the claim and underwriting departments. 


>. & 2 


General Accident: The following 
changes have been made in the Harris- 
burg branch office: J. Kenneth Ivory, 
formerly special agent in charge of pro- 
duction, has been made manager ; Thomas 
B. McNamara has been promoted to 
special agent in charge of casualty pro- 
duction; John Shumen is now special 
agent in charge of fire production and 
Joseph L. Tye is head of the claim de- 
partment. 


x = ff 
General Adj. Bureau: The Williams- 
port, Pennsylvania, branch office has 


been moved to the Susquehanna Trust 
Building. 
xk 


Glens Falls Indemnity: [Willard M. 
Brown, Jr., has been made manager of 
the Louisville office serving the states of 
Kentucky and Tennessee. He replaces 
F, S. Gatch, who has been transferred to 
the Columbus, Ohio, office. William S. 
Mooney has been appointed claims man- 
ager at Louisville. 


x* xk 


Great American Reserve: 7. O. Briggs 
has been named home office manager of 
the group and franchise department. 


Gulf: Occupancy of the newly completed 
office building at 3015 Cedar Springs 
Road has been announced. The postal 
address remains the same, viz., P. O. Box 
1771, Dallas 1, Texas. 


xk 
Hartford Steam Boiler: C. 4. Henrich, 


formerly manager of the St. Louis office, 
has been appointed manager of the New 
York office succeeding F. S. Campbell, 
who was made a vice-president and trans- 
ferred to Hartford. O. E. Thurmond, 
who was manager of the Denver office, 
will fill the St. Louis vacancy. H. M 
Watkins is the new Denver manager. 
J. C. Degenkolb has been transferred 
from Minneapolis to assume the man- 
agership of the Detroit office and is suc- 
ceeded in Minneapolis by W. R. Sullivan. 


xk 


Home Fleet: Thomas R. Decker, for- 
merly manager of the brokerage depart- 
ment, has been appointed assistant man- 
ager of the San Francisco office of the 
Home Insurance Company under resident 
secretary Howerd A. Reynolds. George 
A. Seawell, who has been assistant man- 
ager of the brokerage department, will 
assume Mr. Decker’s former duties. 

Norman A. Young has been appointed 
manager of the Boston, Massachusetts, 
office of the National Liberty, The Balti- 
more American and The Paul Revere 
Fire Insurance Companies. He replaces 
George R. Pape, resigned. 

John A. Steel has been promoted from 
acting manager to manager of the Dallas 
office of the Home Indemnity Company. 


ze & 


Kansas City Fire & Marine: William 
E. Gott has been appointed Arkansas 
state agent and Thomas F. Williamson 
special agent in Oklahoma. 


xk 


James S. Kemper Agency: Theodore 
R. Schueler, who is manager of the fire 
insurance division, has been elected a vice 
president of this organization. 


xk 


National Bureau of Cas. Undrs.: 
James R. McWilliams has been appointed 
assistant manager of the automobile di- 
vision. 
=: & @ 

National Fire Group: Robert W. Nel- 
son has been made special agent in the 
Philadelphia office under general agent 


John E. Williamson. 
(Continued on the next page) 
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Field Appointments—Continued 


John M. Howenstein, formerly in 
charge of the sub-agency department in 
the Chicago office, has been promoted to 
succeed Will H. Harrison, who has re- 
tired as superintendent of the Iowa serv- 
ice office in Des Moines. 

x ** 


North British Group: Crosby Owens 

has been made state agent for Oregon 

succeeding Frank T. Robinson, resigned. 
xk * 


Northwestern Mutual Fire: George 
Wilkins has been appointed inspector for 
the southwestern department with head- 
quarters in Dallas, Texas. 


R. W. McDonald, formerly office man- 
ager in the claim department, has been 
assigned to adjusting to handle fire claims 
in the Seattle area. 


x*r 


Ohio Farmers: Thad S. Troy has been 
made state agent in Michigan replacing 
Stanley A. Syrett, who recently resigned. 
He will be assisted by Forrest A. Brebner, 
special agent, and C. F. Blankenburg, 
adjuster. James J. Work has been named 
state agent for northwest Ohio with 
headquarters at Toledo. He will be as- 
sisted by LaVon Rex, special agent, and 
C. C. Ricker and Gene L. Stygles, ad- 
justers. 
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GROWING through Enthusiasm 


KNOWING 
through 
Experience... 


Me who ‘‘grew up” in the insurance business 

and understand your agency problems have helped The 
Kansas City grow steadily since its founding 18 years 

ago. The Kansas City is experienced in knowing the value 
of sound underwriting methods; large enough to 

handle all phases of property insurance. 


At the same time, in representing The Kansas City, you work 
with a company that is young and vigorous—alert 

to new ideas and modern ways of doing business. We have 
the enthusiasm important for growing, and we know that 
each of our agents is vital to every step of our development. 


Go forward with The Kansas City... KNOWING through 
Experience . . . GROWING through Enthusiasm. 


Weta 7 


President 
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James Ratterree & Co.: Fred w. 
Lagerquist, Jr., C.P.C.U.,. has joined this 
Greer, South Carolina, firm of g 
agents as a special representative, 


x* re 


E. K. Schultz & Co.: Announcement has 
been made of the termination on D. 

ber 31, 1947 of the E. K. Schultz & Com. 
pany, general agency in Philadelphia, 
After that date the companies which this 
agency has represented—Millers National 
and Illinois Fire Insurance Companies 
and the Ohio Farmers Insurance ang 
Ohio Farmers Indemnity Companies 
will operate in the east through their 
newly established eastern departments, 
Both groups will continue to have offices 
in the Manhattan Building, Philadelphia, 
B. T. Overand will be eastern manager 
of Millers National Companies, W, |. 
Brookes, assistant manager, and Robert 
J. Thompson, superintendent of the ma- 
rine and automobile division. George §. 
Valentine, Jr., will be eastern manager 
of the Ohio Farmers Companies with 
A. C. England as chief accountant. 


2 & @ 


Service: Albert L. Nilsen has been 
elected assistant secretary and assistant 
treasurer of the Service Fire Insurance 
and Service Casualty Companies of New 
York. 

x * * 


Standard of Detroit: Edward L. Mul- 
ler, formerly claim manager, has been 
named manager of the Philadelphia 
branch office. He succeeds Lloyd Goulet, 
who has returned to the home office as 
assistant manager of the agency depart- 
ment. 
xk * 


The Travelers: The Pacific Coast under- 


writing department of The Travelers Fire 
Insurance Company will be moved to the 
home office in Hartford about January 1. 
The new home office department will be 
headed by Harold J. Hansen, who was 
recently named assistant secretary of the 
Pacific Coast underwriting department. 


PARTIAL SELF-INSURANCE 
FOR BUSES 


Pingel for partial self-insurance 
for motor bus operators has been 
proposed to the New Jersey Board 
of Public Utility Commissioners by 
the New Jersey Motor Bus Associa- 
tion. The plan which contemplates 
self-insurance up to a maximum limit 
of $2,500 is also expected to be 
adaptable to liveries, taxi-cabs, 
rented cars and long-haul trucking 
risks. It is anticipated that such a 
plan would promote safety con- 
sciousness in bus operators, thus 
producing a more favorable loss rec- 
ord and by acting as a higher limit 
deductible, loosen the market for this 
type of risk. 
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T THE beginning of last sum- 

mer the lumber yard of The 
Shasta Box Company, Redding, 
California, appeared as in the top 
picture. Throughout the summer 
additional lumber, mostly ponderosa 
and sugar pine, was purchased and 
stored in preparation for winter and 
spring operations. On September 
14, a peaceful Sunday afternoon, 
someone tossed a lighted cigarette 
into the dry grass bordering a coun- 
try road which runs through the 
vard. In a few moments, the yard 
was an inferno. 


At first the vagaries of the wind 
isolated the flames, but a moment 
later it shifted and the fire spread 
throughout the yard, completely out 
of control. Redding firemen and 
yolunteers from the neighboring 
section, 300 in all, answered the 
agarm and fought the fire through- 
out the long night. Their difficulties 
and their perils were magnified by 
the shifting winds which at times 
favored them, only to reverse direc- 
tion and undo all they had accom- 
plished. 


By morning the fire was out and 
what had been a neatly stacked lum- 
ber storage yard was the desolate 
tract shown in the bottom picture. 
The angle from which this picture 
was taken is approximately the same 
as that of the top view and clearly 
shows the contrast before and after 
the fire. The office was spared as 
were the sawmill and the factory. 
However, a slaughterhouse adjoin- 
ing the yard was destroyed with a 
bss estimated at $200,000. From a 
stockpile of 914 million feet of lum- 
ber, 9 million burned with a loss of 
approximately $700,000. Here and 
there a pile of lumber remained, 
gared by some quirk of fate, but 
in the main, there was only the flat 
tuin so clearly shown in the picture. 
So fierce had been the heat there 
were no ashes, only charred and 
glazed earth where piles of lumber 
had stood. At each pile there was a 
handful of nails, all that was left of 
the platforms on which the lumber 
had rested. Not included in the 
$700,000 loss is the lost wages of 
the workers or the anticipated prof- 
its of the company. They too are 
gone, all because one man was care- 
less with his cigarette. 
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CHRISTMAS OPPORTUNITIES 


a-year opportunity to build the 


. A RE you missing the best once- 
‘I 





betcha 


ee eee 











esteem of your agency in the 
eyes of your community ¢ 





“Anything: you do at Christmas to better 
your relationship with your clients and 
the rest of your community will undoubt- 
edly come back to you in dividends 
throughout the year. 











Christmas represents this oppor- 
tunity to better your relations with 
the public, relations which are bound 
to bring dividends the year ‘round. 

Christmas is the one time of year 
when people are more conscious of 
goodwill, and when acts of good 
cheer and friendliness are the order 
of the day. Anyone who is known to 
do anything which. will add to the 
festivities and joyousness of the 
season, even in a small way, is con- 
sidered a good fellow (provided, of 
course, he doesn’t change his spots 
the day after Christmas). 

Observation, talking with agents 
and reports from various parts of 
the country seem to boil down to 
this: few agents take full advantage 
of the real goodwill-building oppor- 
tunities presented by the Christmas 
season. 





Gifts which are appropriate are distrib- 
uted by numerous agents. 








Some efforts at building public 
relations at Christmas are evident. 
Many agents do distribute calendars, 
desk diaries, pencils and the like to 
their best clients. A few send a gift 
to one or two of their most valued 
customers. 

In other words, agents usually 
follow the line of least resistance by 
doing what everyone else in the busi- 
ness does. Most of them do nothing 
unusual which would attract the 
attention of not only their policy- 
holders, but the rest of the com- 
munity as well. 

What are some of the ways in 
which agents can take advantage of 
the Christmas-time open-mindedness 
and good fellowship? In the rest of 
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this article will be pointed out briefly 
specific activities which can help to 
build up the agent in the eyes of 
his fellowmen. These activities are 
those which would help to increase 
the prestige of any organization, 
business or otherwise. In this con- 
nection it might be well to point out 
that anything any other business 
does to promote goodwill at Christ- 
mas can be adopted by agents for 
their own use in building good 
relations with the public. 





Friendly relations are built by taking part 
in carolling. 











For example, an outstanding job 
of Christmas-time public relations is 
carried out in the eastern part of the 
country by a railroad company which 
has a carol-singing fest in its ter- 
minal station twice a day a week or 
so before Christmas. Hundreds of 
commuters sing while an accompa- 
nist plays the organ on a specially 
constructed platform. Time-old 
carols ring out throughout the 
station and are broadcast over the 
air, too. This is the theme. A varia- 
tion of it can be yours without too 
much expense. Local conditions and 
facilities should decide exactly how 
you can use this idea. 

Even a casual study of what other 
businesses do should provide enough 
of a spark of an idea that you can 
adopt for your own use. 


TUBERCULOSIS 











lf there is no lighted-up community 
Christmas tree in your town during the 
Yuletide season, why can't you be the 
sponsor of one? 











Here’s another one. Many com- 
munities have a Christmas-tree on 
the village green or some other 
centrally-located spot. If your com- 
munity is one of the few that has 
no Christmas-tree, why can’t you 
sponsor it? If it has one, how about 
organizing an evening of carol- 
singing around the tree the night 
before Christmas or whatever other 
night is best for everyone in your 
locale? Or how about setting up a 
scene of nativity where everyone can 
see it, and use it year after year? 

Bring this idea nearer to your 
office. Set up a Christmas tree in the 
office or outside near your home and 
have carol-singing. If you don’t want 
it in the evening, school children 
will respond some afternoon (favor- 
able impressions built up in child- 
hood are apt to be more lasting, and 
most likely you still expect to be in 
business long after these youngsters 
have grown up and reach the pros- 
pective customer stage). 





Organize a visiting quartet or small 
chorus. 





Are any of your employees or 
friends talented music-wise? A 
quartet or small chorus is usually 
welcome at Christmas at most hos- 
pitals, orphanages, old people’s 
homes, and the like. If you initiate 
the idea and lead the group, the good 
word will get around. 

Speaking of orphanages, if the 
snow is deep in your part of the 
country, a sleighride would go over 
big with these youngsters and would 
cost you much less than the value of 
the goodwill and publicity you can 
get out of it. 

By now you will probably have 
thought of other ways in which you 
can build your prestige at Christ- 
mas, ways which don’t run into too 
much expense. 

—The Employers’ Pioneer 
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As | View It—from 21 Quite a procession, isn't it? Again, ulation. If so, wherein does thf gle 
public demand and persistent insur- public benefit? And can the indy. § thro 
the process; but the change-over is ance leadership are carrying broad try, or will the public, stand tf whi 
inevitable, and before too long. For underwriting powers over the same added cost the nation over? Maybe § evit: 
whenever American insurance will route as the new fire policy travelled, it is all quite plain to the industry, visi 
not meet the needs of American and about as fast. The Appleton but it is far from evident to th§ gwi 
business, foreign underwriters will. Rule in New York seems still to be buyer. Moreover, conflicting vie, § A 
The past few years have amply the stumbling block, but even it has reflected in the insurance preg of t 
proven that. Yet American insur- been breached at least once. Com- rather emphasize that even the in § jee: 
ance, I am sure, will meet this chal- partmented insurance is out-of-date. dustry itself is not of one mind jg . 
lenge properly, even as it has met Commercial, industrial and other agreeing that the corrective meg. § rule 
others. businesses are not operated that ures so far proposed are the bey anc 
way, and they cannot be. The insur- _ possible, or that they are even fitting peo 
Multiple-Underwriting ance which serves them must con- for the job at hand. all 
form to their needs. It will. sot 
The Diemand Committee report Consider the perplexity of the in- es , eet 
to the Commissioners last spring suring public in trying to find where, Minimum Regulation that 
‘spelled out that 33 states already in the so-called Commissioners’-All- he | 
have laws permitting ful] multiple Industry Bills, or much of the other I think I properly sense the hop | yp; 
power charters, with 8 more states supervisory legislation recently pro- of many insurance buyers, and of the dus 
having partial legislation, and 2 of posed, the policyholder, or the non-industry public, that after the gor 
them with still broader legislation would-be policyholder, comes off South Eastern Underwriters Asso] j,1 
pending. At least 35 states have any better than in the past, in con- ciation case and when Public Law 15 pur 
gone as far as the Committee first trast with certain established seg- went on the books there was to bk 
recommended in its 1944 report to ments of the industry. A common less and not more supervision, and 
the Commissioners. And 39 states complaint of buyers is that in these a greater elasticity in markets, forms 
thus far have permitted fire, marine, new measures the tendency seems and rates. You must excuse thos 
casualty or surety companies to to be toward the application of outside your ranks for not knowing f 
write full automobile coverage. greater, rather than less, minute reg- all the answers which you know, ot | visi 
as you know them, and for oe | rec 
casionally asking possibly embarras- J put 
sing questions, even if they are not | wh 









so intended. But, since historically }| a s 
and theoretically at least, the prime | tha 
purpose of insurance supervision is | not 
to protect the policyholder against | to 
loss from the financial insolvency of | ma 
his company, haven’t we gotten a | by 
long, long way from that, and tothe | ma 
point of protecting the industry it | wri 
self in many of its accustomed prac- } the 
tices built up in the days gone by? J [a 
Wouldn’t this be the time, espe | are 


cially if a start had only been made | tha 
A. and H. INSURANCE®. . Every form of in 1944, to shift to a new conceptof | hay 
Accident and Sickness coverage —including es : “a : 
Franchise plans for five or more employees. what is desirable Supervision, that ity 
Non-Cancellable Disability policies. Month- is, a minimum of regulation? Many | ser 
ly Premium plans. Special Risk coverages. policyholders think so. 


j HOSPITAL INSURANCE®* . . Issued on 
Individual, Family Group (ages 3 months 
to 80 years) and Franchise plans. Hospital 
Room and Board, Miscellaneous Hospital 
Extras, Surgeon’s Fees and Medical Care. 


LIFE INSURANCE®* . . All modern forms 
of Guaranteed Rate Ordinary from birth to 
age 65. Substandard, Salary Savings, 
Annuities, and Non-Cancellable Disability 
‘combined with wide choice of Life plans 
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More frequent company examina- J a 
tions, such as banks have, regionally | thi 
if not by separate states, plus more | ll 
frequent uniform reports to super- Fe 
visors could go far toward prevent- thi 
ing any company failures which flo 
would threaten policyholders. But | ge 
insurance companies with good man- 
ageinent and with conservative port- > 20 
folios don’t become insolvent over > a 
night! And regulation can never be | Mr 
an adequate substituie for good man- } ™ 





* All written on Group Plans (minimum of 25 employees) 
and on special forms designed for Railroad Employees. 
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PROVIDENT LIFE & ACCIDENT INSURANCE COMPANY 
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glection of risks, as from the cut- 


throat underwriting competition 
which we are so often told would in- 
evitably result from lessened super- 
yision; in fact come even more 
swiftly that way. 

And by the way, what sampling 
of the public’s needs or wishes has 
been done “in the public interest” 
in drawing up the proposed new 
rules of the game for future insur- 
ance regulation? Have insurance 
people ever thought of that? As they 
all well know, prominent Congres- 
sional spokesmen and law enforce- 
ment officials keep saying to them 
that the new rules of regulation must 
be more in the public interest, but 
what fact findings beyond the in- 
dustry’s own circles have been un- 
dertaken in the past three and one 
half years to accomplish any such 


purpose ? 
State or National Regulation? 


As to the field of insurance super- 
vision, I am not too certain that the 
recently awakened, or awakening, 
public is deeply concerned as to 
whether the control be hereafter on 
a state or a national level, provided 
that the approach to regulation be 
not punitive, and that it be confined 
to supervision, as such, and not be 
made into competition—which latter, 
by the way, we have already in 
many states, in at least one under- 
writing field. Personally, I favor 
the continuance of state control, but 
Iam somewhat fearful lest, as things 
are going, the industry itself make 
that impossible. The industry may 
have to make out a better case than 
it yet has, if it is to succeed in pre- 
serving state control. 

If we were starting fresh today, 
and under present day conditions, I 
think we all agree that insurance in 
all likelihood would operate under 
Federal charters. But insurance in 
this country’ has grown up and 
fourished well under state laws, 
getting its roots at a time when busi- 
ness enterprises were not so large, 
nor on the interstate scale that they 
are today, and when the inland ma- 
mine and casualty fields were little 
more than dreams. But it would be 
disastrous for our merchant shipping 
to have ocean insurance for coast- 
wise or international trade closely 
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regulated under state laws, as you 
well know, even if our Federal laws 
permitted it. Likewise, it might be 
throttling to our large scale inter- 
state commerce, for inland marine 
coverage to be minutely subject to 
forty-nine separate jurisdictions. At 
the same time there are many good 
sized as well as small risks which are 
wholly intra-state, on lives as well 
as on property. So the future of 
insurance regulation is from every 
angle a knotty problem, and an un- 





The GENERAL ACCIDENT and 
POTOMAC are staunch supporters of 
the American Agency system and 
protect their agents and brokers by 
adhering strongly to the position 
that no business will be written 
except through properly licensed 


agents and brokers. 


Ask the representatives of these companies 











certain one. Vision, courage, fair 
play and intellectual honesty are 
needed to do the job. The time is 
very short. 

I do not wish to be caught be- 
tween the counterforces in the battle 
for the final seat of regulatory pow- 
ers, but I cannot do less than re- 
emphasize that a lack of leadership 
or selfish motives anywhere along 
the line can do irreparable harm to 
the business, and that such short- 

(Continued on page 100) 
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Malcolm D. McGrath, Jr., 
of the M. D. McGrath agency 
at Caribou, Maine, was a 
Navy Hospital corpsman be. 
fore attending the U.S.F.&G. 
School of Insurance. 








i 


J 





* 


BALTIMORE 












George Hannigan, of the 
George B. Gillin agency at 
San Francisco, was a Navy 
fighter pilot before attending 
the U.S.F.&G. School of 


Insurance, 


... THEY LEARN TO EARN 


Today’s insurance agent must know U.S.F.& G. School of Insurance in 
the business if he hopes to reap the re- Baltimore. Here, in an intensive six 
wards that insurance offers. He must weeks course, they are taught under- 
learn to earn. Realizing this, many writing and sales. These young men, 
young men from coast to coast and many of them veterans, carry back a 
throughout Canada come to the new understanding of insurance. 


“Consult your Insurance Agent or Broker 





as you would your Doctor or Lawyer” 































United States Fidelity & Guaranty Co., Baltimore 3, Md. 
Fidelity & Guaranty Insurance Corp., Baltimore 3, Md. 
+ é e , 


Fidelity Insurance Co. of Canada, Toronto 
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SELLING TIPS 


from The HOME OFFICE 


EXTRA EXPENSE POLICIES 


UCH enterprises as banks, loan 

companies, and like concerns are 
extra expense insurance risks inas- 
much as their business could be 
conducted at a new location with- 
out loss of income. An extra ex- 
pense policy would pay for the in- 
crease in rental and maintenance 
cost at some other location. You 
may have just a few clients for this 
type of insurance, but it is another 
coverage about which the insurance 
agent should be informed in order 
to be of service to his assureds. 


—Security Fire’s Inland Marine Compass. 


TWO LITTLE DARLINGS 


ORTUNATELY not many kids 

are as destructive as two who 
made the front pages of the nation’s 
newspapers a few weeks back. 
Here’s what happened: 

Two young ladies, aged 8 and 9 
respectively, told police they were 
just playing when they .. . 

—gained entrance into a neigh- 
bor's home by breaking the dining 
room window 

—pulled two sets of dishes from 
the shelves and smashed them on the 
kitchen floor 

—emptied the refrigerator, broke 
bottles of milk and covered the floor 
with a layer of mustard 

—scattered the contents of draw- 
ers and bedclothing on the floors 

—pulled cushions from chairs and 
divan and burned a box of matches 
on the living room floor 

—chased a chicken with an 8-inch 
hunting knife and nearly decapitated 
it 

—plastered the dog and cat with 
green paint and decorated a pair of 
trousers with the paint 


For December, 1947 





—let the mule out of a lot and 
into the garden. 

Detectives finally put an end to 
the shambles by taking the little girls 
into custody. 

A comprehensive personal liability 
policy should be included in the in- 
surance budgets of all families who 
have small children. 

With the gunning season ap- 
proaching, you'll have additional 
opportunities to sell “Comprehen- 
sive.” And don’t forget that some 
homeowners call this policy “Icy 
Pavement Insurance.” Ice and snow 
are hazards common to most families 
in the nothern states. 

Every one of your present policy- 
holders should know about “Com- 
prehensive”—its extremely broad 
coverage and low premium. This 
policy makes an excellent “door 
opener,” too—gets new clients on 
your books and paves the way for 


bigger sales. 
—The American Arrow 


" THE LITTLE WOMAN" 


ON'T overlook “the little woman" as a 

prospect for insurance. Hers are the jew- 
elry and furs, hers is the pride in household 
possessions. The threat of burglary is very 
real to her; she is often more conscious of 
the need for burglary insurance than is her 
husband. 

But burglary insurance is not the only line 
which can be sold to women. If the wife 
does not have a car of her own, she 
probably uses the family car—for marketing, 
taking the children to school, participating 
in civic and social activities. In many fami- 
lies the wife uses the car more than the 
husband does, and it is easy to point out 
to her the importance of carrying adequate 
automobile insurance. 

As keepers of the home, wives should be 
informed of the need for residence boiler 
insurance. Because she spends more time in 
the house than any other members of the 
family, she is more exposed to the hazards of 
residence boiler explosion. Few wives allow 
their homes to be uninsured against fire, 
but too few realize that a residence boiler 
explosion can be equally destructive-—The 
Marylander 





AN OPEN FIELD 


HEN you are looking for new 

lines to increase your income 
and to interest prospects, consider 
comprehensive liability insurance. 
It is one of the most fruitful forms 
of income for an agent as there is a 
growing demand for it and an open 
field as it has not been as widely 
written as many of the established 
classes. The premiums produced by 
policies written for large concerns 
make time spent in acquiring such 
lines well worth while. 


—The Canadian Indemnity Company's 
Service and Indemnity. 


SECURING APPOINTMENTS 


OST important is to go after 
the bigger prospect. 
Never annoy; do not call too fre- 
quently. 
Never “‘beg” an interview. 
Never trv to get an interview on 
a pretext. State definitely to your 
prospect why you are coming to see 
him, after you have paved the way 
with a letter. 


, 


—The Travelers Protection. 


NOT DIFFICULT 


HE belief that aviation accident 
insurance is complicated and hard 
to learn is entirely erroneous. Like 
any other line it has special methods 
and rules which are peculiar to it, 
but the fundamental principles are 
the same as in all insurance. The 
policy forms are based on forms 
familiar to every agent and the 
complications are so few as to 
require very little actual study. 
—Continental Casualty Co. News. 
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sightedness can speedily transfer the 
whole field of insurance supervision 
to Federal control, and so bring 
about a whole new set of rules for 
the game. This can happen, whether 
the fault should lie in supervisory 
circles, in rating bureaus, in com- 
pany competition, or in producers’ 
ranks. 

Now just a brief word as to 
brokers and agents, as well as com- 
panies. 


Closer Cooperation 


It seems to many buyers wrong 
in concept that a broker or other 
producer should always keep his 
client, the assured, at a distance from 
the company. Producers won't like 
that statement, but it is made really 
in their interest. No one appreci- 
ates the service of a good broker as 
much as an informed buyer does. 
The buyer may, in fact he must, be 


cost-minded; but first of all he is 
protection-minded. A producer 
“worth his salt” has nothing to 
fear from bringing together the un- 
derwriter and the insured. When an 
involved problem arises, or when 
time is short, much more can be ac- 
complished expeditiously when all 
three parties are face to face around 
the table and each acts in good faith. 
The “keep off the grass” sign the 
producer displays is just amazing 
to the buyer, and often it harms the 
author. Don't repaint the sign; take 
it down. 

All good Americans believe in the 
profit motive, although they may 
differ as to the best division of those 
profits, just as they believe in the 
private enterprise system. But even 
later than the companies did, the 
policyholders have begun to take a 
more serious look at excess, over- 
riding, or otherwise high-figure com- 
missions, and likewise at the in- 
herited prerogatives of non-contact 
signature agents. Some revision of 





HOW A COMPANY HELPS ITs AGENTS — THROUGH AGE AND STABILITY 





A company which has operated over a long 
period of time has a right to be proud of its age and resultant 
stability. Its agents can well be proud to represent a company 
with a long and distinguished record. Along with many other 
companies organized when this country was young, Ohio 
Farmers is about to celebrate its 100th anniversary. On the eighth 
of next February we will be 100 years old. These years have 
been pleasant years because our associations with agents and 
friends have been pleasant. We hope—and in fact we are going 
to try to see—that the next 100 years are the same way. 
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io Farmers Companies 


AOHIO FARMERS INSURANCE COMPANY 


CHARTER EO 1848 


OHIO FARMERS INDEMNITY CO. 


ARey, hic 


THE INSURANCE AGENT IS A GOOD MAN TO KNOW 
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the high bracket commissions seeg, 
inevitable soon. Agents must kno 
that, although they don’t like to dj. 
cuss it: It is always better to reyig 
the rules yourself, if you can. Dp 
creasing percentages on the highe 
values, or limits, may well be th 
answer to satisfy the public, and aly 
to satisfy the Commissioners ap 
the company executives as to com 
mission rates. Good agents neg 
never worry about their over qj 
“take home” pay. The produce 
who brings in the business will a. 
ways be in demand. 


Public Relations 


Many buyers find it difficult tp 
understand the complete indifferenc 
of so many stock company execy. 
tives toward the fact that their pol. 
icyholders don’t even know the name 
of their company. That, in part, 
may explain the success of the mu- 
tuals, for their insureds are cer. 
tainly company conscious! And their 
company officials are always cus 
tomer minded! True it is that the 
agent usually does a good job as 
an adviser and producer, but to treat 
the policyholder as the exclusive 
property of the agent would appear 
to be not only letting the tail wag 
the dog, but also do the barking! 
Or am I getting my metaphors 
mixed ? 


While the story of insurance in 
this country and around the world 
is a glorious one, about which 90 
much can and should be told, still 
is it not odd when you come to think 
of it that the so-called public rela- 
tions program of the industry, on 
which so much money has been 
spent, has confined its efforts almost 
exclusively to telling the public what 
the industry has done for them? 
Doesn’t a proper public relations 
program for any business include re- 
search to learn what further the con- 
suming public might like to have the 
industry do? In this respect how 
different has been the attitude of s0 
great a part of the insurance indus- 
try, thus far, from the approach 
taken by other businesses which are 
likewise dependent upon public sup- 
port. As an example, consider the 
advertisement of one nationally 
known concern whose current news- 
paper appeal reads: “You call the 
signals, we (company name) will 
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carry the ball.” Quite a funda- 
mentally different psychology is in- 
volved, isn’t there? 


The insurance  policyholder’s 
views, except probably in life insur- 
ance, are seldom sought, tradition- 
ally so, apparently. Should that be 
so? As a matter of fact, is there any 
other large scale business in this 
country without its well established 
and well financed consumer research 
activities. Is it inter-company jeal- 
ousy, or a genuine lack of concern 
for the public good, or just an ab- 
sence of persuasive leadership, that 
has so far yielded no such program 
for insurance? I can think of no 
better medium than a persuasive 
public relations program for assur- 
ing that the public will be on your 
side when you really need them. 

These are exacting days in the in- 
surance business, to be sure, with 
disasters and huge losses all around, 
with investment market uncertain- 
ties, with inflationary trends, insuffi- 
cient rates, and with the capital drain 
of the unearned premiums reserve, 
and at the same time with new reg- 
ulatory laws to devise. But while the 
times may try men’s souls, they will 
not daunt the leaders. As the Presi- 
dent of the Fireman’s Fund Insur- 
ance Company, Mr. James F. Crafts, 
so recently said in times like these 
“we need a new kind of inspired 
leadership in our business, a leader- 
ship that is not only proud of our 
past contribution and performances, 
but also one with great confidence in 
the future and one especially that 
is unafraid to face facts and the prob- 
lems which lie ahead.” (Best’s INn- 
SURANCE News, October 1947.) 


Cooperate with Buyers 


May I suggest to all producers 
that in all matters affecting the pub- 
lic interest they work closely with 
their buyers and with buyers’ groups. 
Learn what more policyholders 
would like to have and try to give 
it to them. It pays to do so. Maybe 
they can help you, too, more than 
you think! I am never tired of ex- 
tolling the splendid working rela- 
tionship which has existed for years 
between the surety companies and 
the Towner Rating Bureau and the 
American Bankers Association. It 
will persist after the Surety Associa- 
tion and the Bureau are merged, I 
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INCE 1884 we have guarded the 


priceless asset of goodwill by prompt, 
equitable payment of all just claims. 
Today, as ever, Standard service satisfies 


both agent and insured. Es 


Standard of Detroit Group 
STANDARD ACCIDENT INSURANCE COMPANY, DETROIT 
PLANET INSURANCE COMPANY, DETROIT 
PILOT INSURANCE COMPANY, TORONTO 


FIRE e AUTO e MARINE @ CASUALTY e FIDELITY © SURETY « AVIATION 








know. There should be many more 
such close working groups between 
the insurance industry and the in- 
suring public. 

Now, in bringing these remarks 
toward a close, let me picture the 
policyholders’ concept of the insur- 
ance executives’ role today, a role 
with which each insurance man is 
vitally concerned, regardless of 
where in the insurance picture he 
fits. The conception may be a new 
one for some, or it may not be. In 


any event, it is a fairly accurate 
portrayal, especially in the light of 
the new status which even insurance 
itself has acquired, now that insur- 
ance is commerce. 

The buyers’ conception of the com- 
pany executive today is that of a 
trustee of policyholders’ funds ; just 
that. Take time out to analyze the 
facts and what other conclusion can 
you come up with? In fact this con- 
cept is not really new. The proof 

(Continued on the next page) 
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SPECIAL SERVICES 





DALE & COMPANY 
LIMITED 
Cc. GILBERT ROSS, PRESIDENT 


COMPLETE INSURANCE SERVICE 
THROUGHOUT CANADA 
LLOYD’S AGENTS ... MONTEBAL 


Offices at 
MONTREAL, VANOOUVER, TORONTO, 
WINNIPEG, HALIFAX 
Associate Offices 


Payne & Hardy, Ltd. Hamilten, Ont. 
David J. Morland, Ltd. North Bay, Ont. 











CHASE CONOVER & CO. 
AUDITORS AND ACCOUNTANTS 


135 SOUTH LA SALLE STREET 
CHICAGO 3, ILLINOIS 


Telephone Franklin 3868 











MELLING & BEVINGTONS LTD. 
Reinsurances & Special Risks 


630 DORCHESTER, W. 4 FENCHURCH 
MONTREAL LONDON 








HARRY S. TRESSEL & ASSOCIATES 


Certified Public Accountants and Actuaries 
10S. LA SALLE STREET CHICAGO 3, ILL. 
Wm. H. Gillette, 6.P.A. 

W. P. Kelly 


PA 
Franklin 4020 











Wolfe, Corcoran & Linder 


Consul: Actuaries 
Auditors Accountants 


116 John Street, New York, N. Y. 








WOODWARD and FONDILLER, Inc. 


Consulting Actuaries 
Insurance Accountants 
90 John Street, New York 


Telephone Barclay 7-3428 








WOODWARD, RYAN, SHARP 
& DAVIS 


Consulting Actuaries 


41 PARK ROW, NEW YORK 
Telephone Barclay 7-4443 
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of that is that the industry itself has 
for some time been reporting in its 
financial statements the aggregation 
of its paid-in capital and surplus, and 
its earned surplus and excess or 
voluntary reserves, as “policyhold- 
ers’ surplus,” as is well known. But 
what the buyers of insurance are 
most deeply concerned with is 
whether insurance management 
merely calls these funds “‘policyhold- 
ers’ surplus,” or whether it really 
thinks of them as such! 


Policyholders' Interest Predominate 


In stock companies there is, of 
course, the shareholders’ interest 
which management must consider, 
and should protect. This investment 
should be kept safe, and the returns 
on it should be attractive, for insur- 
ance shares, the best of them at least, 
have always been rated high as in- 
vestment securities. But even in 
stock companies, the policyholders’ 
interest and lien must come first. 
That realization should be a moti- 
vating principle in all important de- 
liberations. In this respect, the par- 
allel between insurance and banking 
is very close. You have your policy- 
holders, we our depositors. None of 
us must lose sight of the fiduciary 
role in which he is cast. 


Feeling so close to the insurance 
industry as I do, I have not meant 
these remarks to be unfavorably crit- 
ical of our great American institu- 
tion of insurance and I hope they are 


‘not so construed. Rather I have 


meant them to be complimentary and 
in the nature of a friendly, construc- 
tive analysis, to the extent that I am 
able to do that, in order to indelibly 
impress a sense of deep responsibil- 
ity to policyholders, and to the in- 
suring public in general. Also, so 
that insurance men will always ap- 
preciate the possibility of an honest 
difference of opinion and viewpoint, 
at least occasionally, between any 
currently prevailing industry posi- 
tion and that of the insurance buyer, 
even one most kindly disposed to- 
ward American insurance at all 
times. 


From an address before The Society of 
Chartered Property and Casualty Underwriters. 


MAINE INSURANCE LOS 
$6,000,000 


HE General Adjustment Bureg 

Inc., now estimates that the fp 
insurance corhpanies will»pay to py 
icyholders in the state of:Maine » 
proximately $6,000,000 as a reg 
of the recent forest fires in that stat 
Latest reports indicate that abgy 
1,125 houses and summer Cottage 
were destroyed, in addition to whig 
were many farm outbuildings ay 
mercantile properties. The value ¢ 
the buildings destroyed has beg 
variously estimated at from $10. 
000,000 to $12,000,000, but insy. 
ance adjusters in the devastiti 
areas report that many owners di 
not carry sufficient insurance to r 
cover their losses in full. 

The forest fires which  sweg 
through the various sections of Ney 
England represent the fourth major 
catastrophe which struck this cour 
try within the last eight month 
The three other major catastrophes 
of 1947 were the tornado whic 
crossed the Panhandle of Oklahom 
and Texas on April 9 devastating 
the towns of Glazier and Higgins 
Texas, and Woodward, Oklahoma; 
the great explosion in Texas City, 
Texas, on April 16 and the hur- 
canes which swept the Florida ani 
Gulf Coasts in September ani 
October. 


BOOKLET ON LEGISLATION 


LL legislation resulting from 

the SEUA decision and Public 
Law 15 is summarized in a booklet 
recently published by a special com- 
mittee of the American Bar Asso 
ciation of which John V. Bloys is 
chairman. An earlier version of this 
committee’s report, reflecting legis- 
lation as of the middle of the year, 
was printed in part in the July issue 
of Best’s INSURANCE NEWS. 

The new booklet, printed ina self- 
indexing format, covers all new laws 
as of the end of the 1947 legislative 
sessions and contains an exhaustive 
bibliography of recent articles on the 
general subject. Copies are obtait- 
able, without cost, from the Life In- 
surance Association of America, 165 
Broadway, New York 6, N. Y. 
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Commores, Third Year of Insurance as ................0e005 July 45 Shasta Rox Comnany Fire ......... dseeee 
a selt- Gommingiing Regulation—Robert E. Dineen ..........0.4++0: Dec. 35 Standerd Anto Policy Revised ........... 
ed yw ee ve ae, —_ Pete ihe dtncnn were eeeeen Dee. 16 wee 4 pote coe Accident Laws—H. G 
y Jaw _ SEO Sarre ee Jee. 16 «Stock Tndex. Rest’s ...............-.. ves 4 
, Comprehensiv e, The Demand for—Glenn H. Duffy .......... July 41 Snegertion Systems—Charles G. Hall ......................2mly 78 
slative Comene ensive Dwelling Coverage—M. J. Hartson, Jr. ...... Dee. 45 Snrety Limits on Federal Bonds ........... ‘os eek alee Tec. 69 
nai See hee wet eee se ee ste tensseueeseeseseeeesenes Dec. 8 apeen Guinn wee 0. Rtone .... steccccscccoe sce see, F 
’ 
the | Gtstruction Coverages “he Saint Paut Fetter -..0000.0.0 emt. GL Tetenhoma Surver, "Pew A-—Cenrae as een sent, 37 
on Contractor’s Equipment Floater—Urban M. Lelli .......... Sept. 47 ‘Term Policing, Ah oi . ay phen at 
. Controversy Canti 5 d rm Ahonlish—William A. Sullivan ..... 0.2... eens Sent. 5s 
btain- Genventiaes Aha a | L. — ie eeewsbedesotvaeeawee Sept. 18 Texan Catantrarnhe ...ccccccccccccccses ig OMAR Os Mav 99 
Greastenan At _ peeeseSRBAazommssanerterscenecacsccrnsss ees Nov. 16 Tarag City Pennrt .............. coe Inte 19 
fe In- } conrat ae eS cnanah tude ctua wee Oct. 23 Theatre Risk. Improve Your—John N. Cosgrove .........+- Iniy a9 
mer fantienee dake H. Folof er Sent. 67 Third ¥ : 
165 Remand for Comnrchensive, Thee dlen it. sate ninaribial dim. oiae etal § . r ear of Tnanrance ar Commerce .....................3nly 44 
A, Nerelaning Personnel inn’ Pesracon enn H. Duffy .......... _— = rnekine Prabieme Uo 3 Pe pees Nov. 9% 
, Dynamic § — settee eeeeee reer ecceeeed y & rncking Problema. Long-Hanl—Alhert F. Spottke ......... Ang. 37 
: alesmanship—Alvin W. Hettier ........ -.+....,Aug. 93° Try A Telephone Survey—George Dieterly .... Wee se 
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Understandable Statements—L. H. Sanford Dec. 29 What is Normaley ’—John Garth puedes Dee. & 
Underwriting, Automobile—Kay J. Beech .... Oct. 31 Why Advertise?—Standard A B ccvccccsccesccscccccs cco 
Underwriting Capacity .....eeeee sees scenes -Dec. 74 hy Airplanes Crash—W. H. Rodda .......... veveee ces SOpt, 
Underwriter’ Seedd Doras’ ons Eames - June = Women in Insurance—Virginia O. Parsons ............ Sept. 8] 
e y J y é , es . 2C.. , ° 
Unsolved Problems—Bernard R. Stone ..... : Sept. 89 bs es ee ——— ates, Cues ate Neto tis ete Nov. 7 
Use Company Ads—Phillip J. Howeé...........-..--.... June 77 “nee S ompensatio aims Admiuistration in ‘ 
What Do the Girls Want ?—Virginia C. Parsons June &1 ran ORY o-ccercccrercrrccccsscces-- sores eee M@pt, 29 
What Do You Think ?—H. P. Stelliragen Nov. 23 You Are In It!—W. Winthrop Clement ...... ..-May 3 
INSURANCE COMPANIES REPORTED UPON 
Accident & Casualty, Winterthur Combined Mutual Casualty, Chicago ; (Capital Increase Approved) ...... Oct. 59 
(Rating Correction) ........++.... June 99  S _. CEE Aaa rr rrr Dec. 60 (Financing Completed) .......... Nov. 14 
Accredited Hospital & Life, St. Louis |= = Commercial and Industrial, Houston Grain Dealers National, Indianapolis 
(In Process of Urgunization) ...... Uct. 5% ee ae ire 40 (Board Chairman Named) .......Aug. ® 
a senaaene earn ee. Fort Worth t 5g eat American Group, pew York 
cman ‘ MAY (Ceo eee rssiesesciegecsewas 4 (Set-up Being Simplified) ........Oct, 
iin ie uy 4 Commercial Union Group, New York (Executive Changes)) ............ ict. 
Aetna Group, Hartford = E (Greet BGVENCEE) ...ccicsacsoccce Aug. 55 (New Aviation Department) ....Deec, 
“(New Director). oe caeeeee.-Nov. 103 Consolidated Casualty, San Francisco Group Health, New York 
Agricultural Watertown __ 5 : CIMEOPPOFALCE) ccc cccccccccccccs . 55 NED vs endewcsibeeec0ssscemeed Oct. 60 
(New Director) Si ee June 99 “an een, New York - | ene Dallas 
(Dividends Declared) ... ...ee.dune 99 (Ibsen, President) .........-.e++. > ( ixuminer ) sentecsceeaeesseeeees Sept. 106 
Allied American Mutual Fire, Boston Continental Casualty, Chicago aoe. a cohegpcncen to Nov. 105 
(Raises Dividend Seale) .......... Oct. 57 (Issues Polio Rider) ..........--.. May 40 ‘Stock nsurance, San Diego x 
Allstate, Chicago (Proposes Capital Increase) ...... July 59 (Stock Permit Granted) .. -- Dee. 8 
(Pictorial ‘Auto rere June 99 ——- Increase my on ee = = “i. ian New York July 61 
(Executive Changes) ............ Dec. 59 (Stock Registration Approved) . ct. NC alee 
American Bankers Insurance, Miami . Continental Fire and Casualty, Dallas ey ny ey Air , 
(in, Process of Organization) ...Nov. 103 | (Adds New Funds) .............. June 100 Hartford Accident ard ‘indemnity, Fiartlort 
American Casualty, Keading Continental Insurance, New York (FI Promoted) 's 
Hill, Krug Advanced) .......... June 99 > ; AXMAH FFOMOEG) «00+ veccee ept. 107 
f 4 . of (Mid-Year Results) ..... oC eeore Aug. 56 Hartford Steam Boiler, Hartford 
\ ae ge von ag mame my us a  — Corroon & Reynolds, New York (New President)... Dee. 6 
American Farmers Mutual, Des Moines 2 (Butler Deceased) ............-. July 60 amin Ptah Min tok . 
COT rears Nov. 10% porehester ‘Siutual Fire, Boston perk pertinent 
“ate Gee y 38 pi ividends ~amneet) :” Dubuque — pay <P Home Insurance, New York ; 
at ee ee ee) c > » q ] e - ——) 
American Fire and Casualty, tishe” eanane 4 Official Staff). — ..May 41 (By-Laws and Staff Changes) _ ee 42 
a te RO a are Nov. 103 Ragle Indemnity, New York (Recapitalization) ..........-.... ept. 107 
American Insurance Exchange, Omaha _ (Executive Changes) ........ July 60 (Mid-Year Statement) ...... ct. 61 
(Newly Formed) .......ccccsece- Dec. 59 ~~ Jdueators Mutual, Lancaster Hospital Service. Chicago 
American Insurance Group, Newark (Simplifies Title) Oct. 58 (Merged) .....-+---eerreveseereeee May 43 
~ (New. Director) : ay 38 Empire Fire & Marine, Omaha | ; Hudson Insurance, New York 
(Stat cic atp ib. bse June 99 | _ _ ne  ae June 100 (Grannatt Named President) ..... Oct. 61 
(Recapitalization Plan) ......... Nov. 104 Empire State, Watertown Hudson Mohawk Mutual Casualty, Albany 
(Cook Advanced) .......---+-+++-- Dee. 59 (See Agricultural) . veseees June 99 =», ( Merger Approved) .....-........ ay 
American Motorists, Chicago Employers Casualty, Dallas ; Idaho Farm Insurance, Pocatello 
ee SS aaa Dec. 50 (Examined) .............. ....Dee. 60 weeny Rewer sovessaseees ++ UE 
American States Insurance, Indianapolis mn “aa aa wae —" ial Kanal. cow ic 
(Absorbs Subsidiary) ............. Net. 57 Weeden datetion tanisncts.. tox, @ (Elect New Officer) ........-.-.ceee Oct. @2 
American Surety, New York . ; fle , ce : Improved Risk Mutuals, New York 
(Appoints New Officers) ....... Sept. 105 Kmployers Insurance, Birmingham (Commission Scale Raised) ......Dec. 6 
Anchor Casualty, St. Paul (Increases Capital) ................ t. 58 Inland Empire Casual Boi 
s ‘ | nland Empire Casualty, Boise 
(Adds New Directors) .......... May 38 (Decreases Dividends) ............ Oct. 58 (New Reciprocal) .......ccececces ay 3 
Angelus Indemnity, Los Angeles a b pny ey. Des Moines Inland Empire Insurance, Boise 
(Creditors Reserve Dividend) ....May 38 (Writing Anto at Manual) ...... Sent. 105 (New Company) ... 


Associated Fire & Marine. San Franciseo 


(Discontinuing Fire Lines) ...... May 
Associated Hospital Service. Baltimore 

CRESS. HOW TIS) .csscccccccces ay 3% 
Atlantic Casualty, Newurk 

err July 59 
Atlantic Insurance, Dallas 

IED, a in:9.4:0 5:6 0'oia 0.010.846 06.6 Oct. 57 
Bankers Indemnity Insurance, Newark 

(Recent Hlectiors) .......c.cccsees May 38 
Bankers Life & Casualty, Chicago 

(Completes Merger) ............-- ly 59 
Boston Insurance, Bostou 

(Oxford Heads Ocean Marine 

SR ene Aug. 53 

Caledunian Group, Hartford 

(Executive Changes) ..... cbeanece July 59 
Cambridge Mutual Fire, Andover 

(Dividend Reduction) ........... Sept. 105 
Camden Fire, Cuiden 

(New Stock Issue) ......ccccccees . 53 

(Capital Increase Approved) . ‘“Sente "105 

(Offering Price Set) .......ccce- Nov. 104 


Cathay Insurance, Raritan Township 
(New Company) N 
Central Mutual, Chicago 
(Assessment Decision rage nee -Dec. 60 
Central National Insurance, Omah 
(See Protective Life & Accident) * oct. a5 
(New Secretary-Treasurer) Dec. 60 
Central Surety & Insurance, Kansas City 
DEED Seeescvccessevscccesed Aug. 
Century Indemnity, anstond 


y 40 


(Planning Merger) ...........-... Feb. 34 

(Completes Merger) ............. Aug. 54 
Church Properties Fire. New York 

ST COON) c00b000 000008 éaemaeal July 59 

(Additional Resources) .......... July 59 
Cimarron to tn Cimarron 

(New Compan y) Pre Parr -June 100 
Citizens Auseme ile. Sait lake City 

DED wae dédwecesveconscevesus ug 
Citizens Casualty, New York 

RO Aug. 54 
Citizens Life & Casualty, Los Angeles 

(Requests Stock Permit) bo dedi Aug. &4 
Colonial Insurance, Los Angeles 

(Surplus Contribution) ........ . Aug. 55 

(Discontinues Writing Comp.)..... Oct. 58 
104 


Employers Mutual Casualty. Des Moines 
(Official Staff Changes) 
Employers Mutual Liability, Wausau 


(Reduces Automobile Dividends). Aug. 56 


(Reduces Dividends) .............. Oct. 58 
Employers Reinsurance, Kansas City 

I oh oe cates. .. Aug. 58 
Excess Management, New York 

(Tenth Anniverrzary) ......0....0. May 41 


Factory Insurance, Hartford 

(R.F.C. Contract Terminated) -July 60 
Factory Mutual Liability, Provide nee 

1 ESS ES OE OE SEBS Oct. 58 
larmers Automobile Inter-Ins., l.os Angeles 

eee eo Jul 


uly 61 
Farmers Insurance, Los Angeles 


(See Farmers Anto. Inter-Ins.) ..July 61 
Federation Insurance, Montreal 

oo, Bio US —eEeeae See Aug. 58 
Federal Mutual Fire, Boston 

wi . aaa June 100 

(Dividend Change) ................ Oct. 59 
Fidelity and Deposit. Baltimore 

(Pierson Advanced) ............6. May 42 
Fidelity & Guaranty, Baltimore 

a ae” re Dec. 61 
Fidelitv-Phenix Fire. New York 

(See Continental Insurance) ..... Aug. 56 
Fireman's Fund, San Francisco 

(Share Exchange) ............. Oct. 59 
Firemen'’s Insurance, Newark 

(Recapitalization Plans) ........ Dec. 61 
First National, Seattle 

(See General Insurance) . -Dec. 62 
Food Dealers Mutual Fire, Chicago 

EET May 42 
George Rogers Clark, Rockford 

DEE oti atiwsaneeceates coon Aug. 58 
General Insurance, Fort Worth 

PINE Saw iia xd redesaiwieein sed Oct. 59 
General Insurance, Seattle 

(Additions to Resources) ........ Dec. 62 
General pt on aay New see’ 

(Increases Capital) ............. pt. 106 
Genessee Valley Medical Care, me. 

CEPENEED, pat nsadccce sVeantasvese May 42 
Germantown Fire, Philadelphia 

(Stockholders’ Suit Dismissed) ..Dec. 62 


Glens Falls Group, Glens 7 
(New Directors) ....... 
(Plans Capital Increase) . 
(Recapitalization Plans) 





g. 50 
Insurance Company of ‘Maryland, ‘Baltimore 
(See Mutual Fire) ........... o----Oct. B 
Insurance Company of sand aes ee 
(New Director) ....... .May 4 
(Staff Promotions) .. "May 4 
(New Farm Forme) .... eeee-June 101 
(Latin American Expansion) ....Aug. @ 
(Cook County Rate Deviation) Nov. 1% 
(Installment Plan Approved) ...Nov. 105 
(Certain Commissions Revised) ..Dec. # 
Insurers Indemnity, Tulsa 
HOOD WOMEN occcccccctcsecess y 4 
Interhboro Mutual Indemnity, New You’ 
(Reduces Dividend Rates) ....... 
Inter-Insurance Exchange, Los pe 3 






(Colfision Rates Cut) ..ccccccsces Dee. 
International Indemnity, St. Louis 

CHE SOUNMORGS 6 isc eccssvcnsees Aug. 
Iowa Mutual Hail, Des Moines 

(In Process of Organization) .. Dec. & 


Keystone Indemnity Exchange, a 


(Refund to Policyholders) ....... 
Keystone Mutual Casnalty, Pittsburgh 

(Ont of Tinsiness) ......... cee Inly #1 

(Penalties Demanded) .......-+- Sept. 107 
La Salle Casualty, Chicago 

PED csnckenkikomnenceanoante ct. 62 


Lineoln Mutual Casualty, Newark _ 


EOE . 16 
Lititz Mntnal. Lititz 
(Dividend and Deviation 
a eae ear July 62 


Liverpool & London & Globe, Liverpool 
(Annual Report) ........-+-eeeees Aug. ® 
Lloyds Alliance. Austin 


0 eee May 4 
Lloyd's, London 
(Imnean Deceased) ....-...-.++++ July 6 


Lumbermens Mutual Casualty, ane 
(Dividends Reduced) . 106 


Lumbermens Mutual Insurance. Manet 


(Dividend Change) ........+--++++ 
Madison County Mutual. walwarderille 
(CHEGMMRON) «0... 20000c0sccceveses . 62 
Maine Bonding & Casualty. ET 8 
OO eae Sept. 1 
Marathon ewe am Dallas 6 
(New Company) .........--ee-ee8 Aug. 
Maryland Canuaity, Baltimore 101 
(Declares Dividend) ........-.-- June 
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. 68 
101 


d Hospital Servers, eee 
Mare Associated Hospital) ........May 
Massachusetts Bonding, Boston 
(To Incrense Capital) ............. Oct. 63 


1 Surgical Service, Yakim 
pa nny ap ..June 102 
rchants Fire, Denver : 
Mihlew Treasurer) ........ .. Sept. 108 
hants Fire, New York 
MeDividend IMCFeaSe) ceccccccecce Sept. 108 
Merchants Mutual Casualty, Buffalo 
(Resumes Dividends) ............. July 62 


ury Insurance, St. Pau 
Mee See Bt. Paul Fire & Marine) oan 
Bh ne Mutual Fire, Andover 
(See Cambridge Mutual) ........ Sept. 105 
Michigan Retailers Mutual, Lansing 
(Absorbed by Michigan Millers) .Nov. 106 


Michigan Surety, Lansing 
“wr President) ......... rer? a 
Midwestern Indemnity, Cincinnati 
(Licensed) =... ee eee eee ennees Dec. 65 
Missouri Insurance, St. Louis 
(Zelle, New President) ...... ..May 45 
Mutual Boiler Insurance, Boston 
(Pease Promoted) ................May 45 
Mutual Commerce Casualty, Kansas City 
(Restricts Business) .............. 63 
Mutual Commerce Casualty, eee “Sy 
(te BeeetvePahip) «oo. s.cnccece.ek Nov. 106 


Mutual Fire Insurance, Baltimore 


(Reorganising) .........scccseeess et. 63 
Mutual Fire Insurance, Bel Air 

(New Title) ....-.--e.eeee peteawed July 62 
National Automobile & Cas., Los Angeles 

(No Special Premiums) .......... May 45 

(Multiple Line Charter) .......... Dec. 65 
National Union Fire, Pittsburgh 

(Proposes Recapitalization) ...... July 63 

(Recapitalization) .............. Sept. 108 

(Financing Successful) ......... Nov. 106 
New Jersey Mfrs. Casualty, Trenton 

(Dividends to Policyhoiders) . Sept. 109 
New Jersey Mfrs. Ass’n Fire, Trenton 

(Dividends to Policyholders) ..Sept. 109 
New York Printers, New York 

PRED Sco ckccveccescseccceces Oct. 63 
Nordisk Reinsurance, Copenhagen 

(Bnters Canada) ............-...- Aug. 68 
Norfolk and Dedham, Dedham 

(Dividend Reduction) EP Sept. 109 
North British & Mercantile, London 

(Shalicross Deceased) ............ May 46 
Northeastern Insurance, Hartford 

(Capital Reduction) ............) Nov. 107 

(Capital Reduction Approved) . Dee. 65 
Northeastern New York Medical, Albany 

ED ciinlinccweebdecsoeew seen May 46 
Northern Casualty, Des Moines 

(See Northern Mutual) ............) May 46 
Northern Mutual Bonding, Des Moines 

| BERS y= eae May 46 
North “star Reinsurance, New York 

on ee eee) err ec. 65 
Northwest Casualty, Seattle 

aaa Nov. 107 


(Preferred Stock to Employees) ..Dec. 66 
Northwestern Mutual Fire, Seattle 
(Shank Deceased) ................ Dec. 66 


(Quits Eastern Canada) ........ Dec. 66 
Ohio Athletic Injury Mutual, Coleges 

=e. . 108 
Obio Casualty, Hamilton 

(Stock Dividend) ................June 102 

(Declares Stock Dividend) bneabea July 63 


VUklahoma Farm Bureau, erpegenes City 
(Organizing) ............ sscccued ~ & = 
(Licensed) ec. 


Old American Insurance om City 

(Examination Report Filed) ......Oct. 64 
Old Colony Insurance, Aa 4 

(See Boston Insurance) ........ - Aug. 53 
Pacitic Employers, Los Angeles 

(Revises Capital) ........ seenves. SO @ 
Pacitic Mutual Life, Los “Angeles 

(Pays Benefit Restoration) ...... g. 62 
Pacitic Western Insurance, eattle 

(In Process of Organization) ..... Oct. 64 
Paramount Mutual, Philadelphia 

(Ordered to Cease Business) . .Sept. 110 


Pennsylvania Lumbermens, Philadelphia 


(New DseetePS)  <...0c00<ssenee vec. 66 
Pennsylvania Threshermen, Harrisburg 
CCRES TATERORER) 2 voce ccccscscvces Oct. 64 
Votomac indemnity, Philadelphia 
CIGD 2:0 450 5.05006 oveencrees Dec. 67 
Potomac Insurance, Washington 
(Authorized Capital and Powers 
SED Jenebcceceees coceecees uly 63 
(Capital Increase) .....cccessscee Noy. 108 
(Multiple Line Underwriting) .»-Nov. 108 


Preferred Accident Insurance, Kew York 


(Merger & ee Approved) .May 46 
(Merger Completed) veseesesedune 102 
(Granted Full Menibership) ee Aug. 62 
(Obtains Additional Funds) -Nov. 108 
(Compulsory Business 

TN aR aa .-Nov. 109 
(New Financing Approved) ..Dec. 67 

Preferred Casualty, Seattle 

(New Reciprocal) ......... ..-May 47 


Preferred Insurance, Grand Rapids ~ 
(Bevieeng Capital Structure) -...June 102 
Pre rene Mutual, Des —e 


iebbdcvabatededecsecou une 102 

Rw me eae & Accident, rg 

(Broadens Operations) ............ Oct. 65 
Protective Mutual Casualty, St. Louis 

CEE ONIOUND cccccesereces+ssen May 47 

Bee reer July 6&4 
Providence Washington Indem., Providence 

UNED ccageccscccesccecscsss une 1 

i \. — eae pt. 110 
Providence Washington, Providence 

(Plans Subsidiary) ............ --May 48 

(Addition to Staff) .......... ieee’ ~ 4 64 

(Proposed Capital Increase) . -Oct. 65 

(Capital Increased) ........ Mev. 109 
Prudential of Great Britain, New York 

(See Hudson Insurance) .......... Oct. 61 
Public Mutual Casualty, St. Louis 

(Examined) ........cccccscesssoee Aug. 63 
l’ublie Service Insurance, San Francisco 

(Receives Surplus Contribution) ..Dec. 67 
Republic infeeaisy, . Tucson 

(Proposed Stock Issue) .......... May 48 
Reserve Insurance Chicago 

(To Increase Capital) ............ Aug. 63 
Resolute Fire Insurance, Hartford 

— Ee Dec. 67 

(Operations Expanded) .......... Dec. 67 


Richmond Mutual Insurance, eee | 


(Requests License) ............ . Oct. 65 
Royal Insurance, Liverpool 

(Annual Report © eansihess bees. 0 Aug. 63 
Royal-Liverpool Group, New York 

(Nottingham "ea Oct. 66 
Rural Fire, Dallas 

(See Farmers Cooperative) ...... Mar. 109 
Rural Mutual Casualty, Madison 

(See Farm Bureau Mutual) ......Apr. 100 


St. Paul Group, St. Paul 

(Stockholders Kepurt) .........-Mar, 114 
St. Paul Fire & Marine, St. Paul 

(New Director) ......cceesseeeess May 48 


(Mid-Year Keturns) ..... -Aug. 64 
St. Paul Mercury indemnity, St. ‘Paul 

(Velame Up) .cccccccccceces +++--Sept. 110 
Security Mutual Casualty, Chicago 

(Utticial Stait Chauges) ..........Aug. 6 
Selected Risks Indemnity, Branchville 

(Yo lncreuse Capital) ........ occ Oct. 


Service Casualty, New York 

(New Uperating Head) ............Oct. 66 
Service Fire lusurance, New York 

(New Operating Heud) ............Oct. 66 
Shawuee Casualty lusurance, Columbus 

(New Company) .....cceeeeeeee ss AUg. 
Shelby Mutuai Casualty, Shelby 

(klects New President) ........June 103 

South Carolina lusurance, Columbia 

(Capital increase) ..............dume 103 
Soutueru Canada, ‘orouto 


(in Process of Organization) ....July 64 
Southern Farm Bureau, Jackson 

CRIED nwa bs.00400050e04en00nee Nov. 110 
Spriugtield Fire & Marine, Springfield 

(Recapitalization Plan) ........... Uct. 67 

(Recapituization Flan 

MPMOUTEE) | ccccccccsssccccconecNtOVe IaD 
(Offering Price Set) ............ Dec. 67 


Standard Casualty, Lincoln 
(Ramee CGRCS) .f.ccccccccccces Dec. 68 
Standard Surety & Casualty, New York 





(See Century Indemnity) Aug. &4 
State Fire & Casualty, Miami 

(Staff Advancement) ............. Dec. 68 
Sterling Insurance, Chicago 

(Direct Selling Discontinued) ....Dee. 68 
Suburban Casualty, Wheaton 

CE sa cbc i aah ev obec egaaeae Oct. 67 
Sun Bail Bond, Miami 

ae May 48 
Supreme Mutual Casualty, St. Louis 

C2O EROOTPOEREE) «once cccccccccss. Oct. 67 
Texas Employers’ Dallas 

GENES. coecccccesese ene narars May 48 
Texas Standard, Marshall 

CROW CUGRPERT) 60. ccccvcccicces Sept. 111 
The Travelers, Hartford 

Ce MNEENEN) ceccvecccecceses Sept. 111 

iGhartees ia Nov. 110 
Tri-State Casualty, Tulsa 

(Merger Completed) .............. Dee. GS 


(lucreases Capital) ............ . Dee, 6S 


United Benefit Fire, Omaha 
oo gee are: or May 48 


United States Guarantee, New York 
OOOO arr 
(Jones Elected President) 

Universal Surety, Lincoln 
ear 

(Currection Notice) ... 

Utilities Mutual Insurance, 

GED nasnasns toes tncabesnces 





Victory General, New York 

(Iu Process of Organization) ....July 64 
West Georgia Hospital, Columbus 

GE 7. 60 sshb doe iaede rd ens vl Nov. 110 
Westminster Life, Chi ogo 

(See Bankers Life & Casualty) ..July 59 
Wisconsin Mutual, Madison 

(Liquidation Completed) Sabbeveow May 48 
Yorkshire Insurance, York 

(Loses Massachusetts License) ...Aug. 65 
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Give you a weekly confidential report and 
review of all happenings of importance in 
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the insurance world. 
accurate, unbiased and authoritative. 


On your desk each Monday morning. Cost 
—$7.50 a year for Life Bulletin, Fire, Ma- 
rine and General Bulletins or Casualty, 


Surety and General Bulletins. 


Write for sample copies today. 


ALFRED M. BEST COMPANY, 














75 FULTON STREET 
NEW YORK 7, N. Y. 
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LIST OF 








American Appraisal Comipany, The, Milwuukee, Wis. ..... 
Awmerican-Assuciated lusurauce Compunies, St. Louis, Mo... 
Aulericau-Assvciated Insurance Companies, St. Louis, Mo 
Allerical Casualty Cuupauy, Kenuing, Pa. .........65. 
Awerican District Telegraph Company, New York, N. Y 
American bire and Cusuaiy Cumpuny, Urlaundy, bla. 


American Home tire Assurance Cumpany, New York, N. =. 
J. : 


American sbsuranee Gruup, ‘ihe, Newark, N. ree 
American Motorists lusurunce Comipany, Chicago, ili. 
Americau Ke-iusurance Comipupy, New York, N. Y. ...... 
American Keserve iusurance Company, New York, N. Y. 
Anchor Casuaity Company, St. raul, Minn. ................ 
Aucnor insuralce Compuuy, Providence, K. I. oe... eee ee eee 
Appleton & COX, ADC., NEW XOFK, Ni Xe cece cccceeecceecercees 
Auuuuuc Mutual Group, New Lork, N. XY. ..cceeeee cece eeccce 
Bates, Livery & Pearson, Portland, UregoD ...........00eeees 
biltuulibuus Casusaily Corporation, ‘Rock asiand, Ill. nee 
Migths & Co., AMe., NOW AOEK, Ne Ze cocccccccccesccsccccccsess 
buwdebl and Assvciates, Daiias, ‘vexas aah iat t8.w'4-0 600 
Central Surety aud iusurauce Corp., Kansas City, er 
Chapmun srark Hotel, Los Angeles, errr rrr ; 
Conuver & Co., Chase, MO, BME. 0 0:0.0:0:00:6'0 06800 vw 066500008: 
Coutinental Casualty Company, Chicago, in icbteestenmenxs 6 
Coses &. Mae, Andsow J., MOvURIFR, DR. Zs cccvccvccesccces.. 
Cuorrvon & Keynvuids, lne., New Xork, N. LEE OI 
Cravens, VDargun & Company, Houston, BOERS svcccccscevecs 
Crum & Forster, New dork, N. X¥. ......+- bebaew bse atose60- 
Dale & Company, Ltd., AF, “Canada pas saleadndnan ao 
Davis & Son, H. L., San Amtomlo, TOKAS ..cccccccccccccscses 
Dotson Company, H. 8S. Helena, “7 lle ata a ea 
Kmployers insurance Co. of Alabama, birmingham, Ala. ... 
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“The above discriminating list of clients recognize that an advertisement in BEST'S 
INSURANCE NEWS is a mark of distinction as only those companies which receive 
our recommendation are permitted to advertise in its columns.” 
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NEW 8 Weeks Classes start January 5, 
March 15, May 24, September 8, 1948 
Ask the nearest North America Service 


Office for details. 
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